














LUBE OIL DELIVERIES 


TO * SERVICE STATIONS 







¢ FLEET OWNERS 


BR ELLUBRICATION 





WITH BRODIE Quantro! METERS 


Under hand-bucketing methods, it is physically impossible 
for an operator to fill, carry, dump and drain 20 to 25 
gallons of lube oil a minute. But this is only a minimum 
with Brodie metered lube oil deliveries, as several grades 
of products can be transferred simultaneously in much 
less time—at a much lower cost—and with no manual ef- 
fort. Exact pre-set quantity is automatically controlled by 
Brodimatic Quantrols. Customers are always assured of full 
measure. Time savings permit one truck and one operator a 
to handle more gallonage at a much greater profit. For full 
details write today. Request Bulletin No. 614. 





RALPH N. BRODIE CO., INC. - 6ist & LOWELL STREETS, OAKLAND 8, CALIFORNIA, U.S.A. 
Division Offices: 550 SO. COLUMBUS AVE., MT. VERNON, N.Y. « 59 E. VAN BUREN, CHICAGO 5, ILL. » 302 SO. PEARL STREET, DALLAS, TEXAS 
221 9th AVE., N. SEATTLE 9, WASH. + 2101 S. SAN PEDRO, LOS ANGELES 11, CALIF. » REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 


¢ SMALL BULK PLANTS 
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Newly designed 
multi-compartment 
lube oil tank truck 
equipped with four 
Brodie Meters 

and Brodimatic 
Quantrols. 














* ANOTHER REASON WHY SUNDSTRAND JUS fyrszr IN FUEL UNITS ®# 





Large 7/16” diameter shaft and long 


bearing eliminate shaft failures 


Take a piece of extra-thick, specially selected bar stock... 


send it through blanking and grinding operations . . . induction 
RUGGED SHAFT RIDES IN 
EXTRA-LONG BEARING 


Look at this ample, self-lubricated shaft bear- 


shaft that means years of extra life in every Sundstrand Fuel ing aun which chemiennes shel aain, “wii: 
bling’’, seizing, and excessive wear! 


harden it . . . inspect it every step of the way... and 


ou come out with the accurately made, husky 7%” diameter drive 

y y y ‘16 

Unit. As an example of the series of rigid inspections, shafts are 
P & P 


checked for roundness on this extremely sensitive Sheffield gage. They must be round within 2/10,000 of an 


inch tolerance! Get latest data now on Sundstrand’s new quality-controlled ‘‘J’” and “K’’ models—two 


SUNDSTRAND 
SUNDSTRAND FUEL UNITS 


Made in Canada by John Inglis, Ltd., 14 Strachen Ave., Toronto 


@ 


basic units which meet all new equipment 


and replacement requirements. 
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OIL-O-MATIC'S 


Management Manual for Dealers” 


How would you like to have a plan 
that shows you the shortest route— 
to profit? Well, Oil-O-Matic dealers 
have it: Oil-O-Matic’s MANAGEMENT 
MANUAL FOR DEALERS. The “‘bible” on 
every subject, every function of the oil 
heating business. 

This MANUAL tells you how to set 
up a practical operating budget... 
conduct your market analysis... map 
out districts and set sales quotas for 


your salesmen... hire, train and 
supervise your selling crew... key 
service and installation to profits... 
in fact, how to meet and conquer every 
one of your day-in, day-out problems. 

Based on actual experiences of suc- 
cessful dealers, written by specialists 


who know what to do and what not’ 


to do, this 235-page MANUAL will 
help you sell... sell better... sell 
more...make more money. 


% For Oil-O-Matic dealers only—to give them profits plus, 
to help them build a sound, growing retail operation. Another reason why now, more 
than ever, Oil-O-Matic dealers have the industry's best franchise. 





OIL-O-MATIC’S NEW, HARD-HITTING SALES STORY 









Metered ow feressure 


A new approach—a different approach—to 
sell the BIG difference in oil burners! “‘NO 
WASTED FUEL’—NO COSTLY SERVICE’’— 
“OUTLASTS AVERAGE BURNER 2 TO 1”: 
powerful appeals that convince homeowners 
of Oil-O-Matic’s money-saving superiority. 


FIRST IN OIL HEAT HISTORY! 
LIFETIME GUARANTEE 














Only Oil-O-Matic... pioneer of the Low Pres- 
sure Principle over 30 years ago...offers a 
Lifetime Nozzle guarantee! Another powerful 
sales clincher for Oil-O-Matic dealers. 






There is a BIG difference in Oil Burner Franchises ’ 


For full details of the 
Oil-O-Matic franchise, write 
Williams Oil-O-Matic Division, 
Eureka Williams Corporation, 
Bloomington, Illinois. 





WILLIAMS OIL-O-MATIC DIVISION 
Eureka Williams Corporation 
BLOOMINGTON « ILLINOIS 
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Among other things .. . 


Speaking of competitive fuels, it’s a surprise to learn 
that a handful of small homes in New York City are being 
heated with electricity, in spite of very high rates. The 
owners are happy with their experiences, and this forms 
the basis for a feature story in this issue. 

Another explores the advantages of selling a budget plan 
to spread fueloil costs over the year. About a third of 
fueloil distributors around the country have experimented 
with such plans but too few of their customers use them. 

Pulsation, the old bugbear encountered on even some of 
the newest equipment, is taken apart for what it’s worth. 
Author Paterson compares it to music, not necessarily 
melodious, but from the same origins. 

Then the resourceful Johnny Schulz heard of a new de- 
velopment in a major oil company laboratory, spent a day 
with the professors as they cleaned house on combustion. 
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Names in the News 


F. C. Hackett has been assigned to 
the Washington, D. C. office of Bell & 
Gossett Co., Mor- gg 
ton Grove, IIl., in 
charge of all gov- 
ernment con 
tracts. He is to 
continue as B & 
G’s sales promo- 
tion manager, a 
post he has held 
for six years. Mr. 
Hackett represented the company in 
Washington for 11 years prior to and 
including World War II. His new as- 
signment is designed to expedite han- 
dling of an increasing volume of war 
orders. | 





MANUFACTURERS CHOOSE THE 


AMONG BAROMETRIC DRAFT CONTROLS 














. Made of heavy material 
- Balanced at the factory 


1 

2 

3. Quickly responsive A. E. Jones has been designated as- 

4. Rocker type fulcrum . ay : 
sistant advertising manager, Timken 

5. Does not warp, clug : : ‘ P 

6. Free smoke passage Silent Automatic Div., Timken-De- 
troit Axle Co., Jackson, Mich. A for- 


mer feature writer and reporter for | 


AND THAT MEANS field o; COURSE the Monroe (Mich.) Evening News, 


his duties will include the writing and 
editing of Timken Heat, monthly house 


Heating equipment manufacturers, as well as jobbers and organ of the company. 
dealers, have elected FIELD the LEADER among draft con- 
trols. And that's because Field Controls are the most accu- 
rate, most dependable, most ''saleable"’ draft controls avail- 





Frank Story has been appointed ad- 
vertising and sales promotion manager, 
with the title publicity manager, by L. 





able. Only Field has all the famous features needed to bring J. Wing Mfg. Co., Linden, N. J. Mr. 
out the top efficiency in a heating plant. That's why 7 out Story has been active in sales and ad- 
of 10 installations now carry a Field Control. vertising for many years, specializing 


in the machinery field, and more re- 


Don't experiment. Put a Field Draft Control on every in- cise ina “ila Whe qldadiccbicss, WARK 


stallation. When a better draft control is designed it will Working. 
come from the Field laboratories. 


John Barclay has replaced William 
E. Simons, who has left the company, 
| y as general sales manager, The Heil Co., 
Dk op & C (@) NTR '@) L DIV] S | oO Ry Milwaukee, Wis. He has been with 
DIVISION OF H. D. CONKEY & CO. e MENDOTA, ILLINOIS the company for more than 12 years as 
es se a sales representative and district man- 

BUILDING PRODUCTS, INC. BRICK « TILE «+ . 
AFFILIATES « : ; 
/ CONCO MATERIALS HANDLING Div. CRANES + HOISTS rel at Seattle, Washington and Hill 
side, N. J. To fill the place he vacated 
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“If You'd Ever been through the Fluid 
Heat Engineering Laboratories and 
plant, you’d know, as I know, the 
quality that’s engineered into every unit! 
That’s mighty important to dealers 
—it’s our assurance of more satisfied 
customers and fewer unprofitable 
‘nuisance’ service calls. 


*‘Throughout the years, Fluid Heat’s 
Engineering Department has come up 
with many of the industry’s‘ firsts’ and 
exclusives. You can be sure, when you 
handle the Fluid Heat line, that you 
sell ‘the finest units available . . . for 
any size installation. It really pays to 
have a Fluid Heat Franchise!”’ 





line is easy to sell, 
easy to service! 


Big: complete 


easy ¢ 


oO install, 


us Fluid Heat 
herr Air Condition- 
ing Furnaces. Vertical 
and horizontal models, 
i ranging from 70,000 to 
1 200,000 BTU per hour. 












Famous Fluid Heat — 

sure Burners. Four models, 
with firing rates from 7/10 
to 12 gallons per hour. 





Famous Fluid 
Heat Wall Flame 
tary Burners. 
Pon models with 
firing rates from 
¥% to 4% gallons 
per hour. 





i Boiler 
us Fluid Heat 
ee Units. Six models, 

















——— 


rated from 300 to 1090 sa- 
ft. of standing steam. 


—_——— 





Mail coupon VOW for details! 


Manufactured by ANcHOR Post Propucts, INc. 





Baltimore 24, Maryland. Established 1892 


6700 Eastern Avenue, Baltimore 24, Md. 


Dealer Franchise Plan. 


‘““WORLD’S ECONOMY CHAMPION’’ 
FLUID HEAT DIVISION, Anchor Post Products, Inc. 


**Sell the lime that’s 


Quality-Engineered 
— FLUIB HEAT!” 









f Testing operations being conducted in one section of Fluid 
Heat’s large Engineering Laboratories. Other facilities are 
devoted to research and design—all aimed at maintaining 
Fluid Heat’s leadership in the field of Heating Equipment. 





| 
| 
Gentlemen: Please rush me full details on Fluid Heat’s | 
| 
| 














Sheared 


fo Size for Your 
COMBUSTION 
CHAMBERS! 


Have your Engineering Department 
check your percentage of scrap saving! 


We are specialists in producing heat- 
resistant stainless steels for combustion 
chambers. Whether you are a large or 
small user of these steels our steel- 
making facilities can offer exceptional 
service by especially shearing to your 
specified combustion chamber steel 
blanks, or multiples thereof. 


Ingersoll 








HEAT-RESISTANT STAINLESS STEELS 





Give your combustion chambers all 
four operating advantages 


MORE QUIET BURNER 
OPERATION 


CLEANER HEAT 


BETTER TEMPERATURE 
CONTROL 


CONSIDERABLE SAVINGS ON 
FUEL COSTS 


Write for additional information 


gersoll STEEL DIVISION 


BORG-WARNER CORPORATION 


310 South Michigan Avenue e Chicago 4, Illinois 





Plant: New Castle, Indiana 








ENGINEERING 


- 
PRODUCTION 








at Hillside, N. J., William Schumacher 
has been named district sales manager 
for that area. Other changes saw Rob- 
ert Miller become sales manager of the 
road machinery division, and Ralph 
Nitz succeeded him as district sales 
manager at Kansas City, Mo. 


Laurence D. Sibley has been named 
vice president in charge of sales, Com- 
bustion Control 
Corp., Cambridge 
42, Mass. He has 
been associated 
with the company 
as general sales 
manager since 
1949 and in other 
executive capaci- 
ties since 1945. A 
graduate of M.I.T., before joining 
Combustion Control Mr. Sibley had 
been executive engineer, Marine Divi- 
sion, Bendix Aviation Corp. 





J. Phillips Cosgrove has been elected 
executive vice-president, American 
Radiator & Standard Sanitary Corp., 
Pittsburgh 30, Pa. Mr. Cosgrove joined 
American-Standard as a machinist in 
the Bayonne, N. J. plant in 1919, trans- 
ferred to the export department as a 
salesman in 1921 and became manager 
of the department in 1929. From 1940 
to 1946 he was director of European 
divisions. In 1946 he was elected vice- 
president of foreign divisions and was 
named to the board of directors. Also 
since then he has been a member of the 
company’s executive committee. At the 
same time Mr. Cosgrove was elected 
executive vice-president all other off- 
cers were re-elected. Also, Joseph A. 
Grazier, secretary; John E. King, treas- 
urer and Walter Whittaker, comp- 
troller, were promoted to vice-presi- 
dent. Four new officers named are 
Thomas W. McNeill, vice-president, 
purchasing; John C. Reed, vice-presi- 
dent, research; Howard L. Spindler, 
vice-president, public relations and Al- 
bert W.. Swan, assistant treasurer, 


H. D. Leisenring has been appointed 
sales manager, Pacific Coast area, 
Meter Div., A. O. Smith Corp., Los 
Angeles 22, Calif. Formerly sales man- 
ager, Pittsburgh Meter Co., he will 
make his headquarters at the factory. 
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HEIL Builds Both Dida and Unit - - 
to Give You Undivided Responsibility 





MORE AND MORE DEALERS ARE SAYING... 
“| LIKE DOING BUSINESS WITH HEIL” 


When you sell HEIL Automatic Heat, you don’t have to worry 
about a burner manufacturer who blames the furnace maker—or an 
equipment manufacturer who passes the buck to a sub-contractor. 
HEIL designs and builds both unit and burner. Designs them to 
work together at peak efficiency. Builds them together to the 
same high standards of accuracy and craftsmanship. That means 












far less trouble in the first place...and it also means that 





Oil-Fired and Gas-Fired 


dg gy Ron Me HEIL assumes full responsibility for the entire unit. 





With HEIL Automatic Heat you have a full line of oil-fired and 
gas-fired units and conversion burners to sell. You have a com- 
plete range of sizes. You have beautifully styled units, loaded 
with provable sales features. You have units that are far easier 





to install and service. And, best of all, you’re dealing with people 


Oil and Gas Conversion 


Gas Cs Gas-Fired Gravity Fumaces who take pride in their friendly, honest dealer relationships. 


- Oil-Fired Boilers 
Write today and see why so many dealers say “I like doing 


business with HEIL.”’ 











MILWAUKEE 1, WISCONSIN Oa OF eM Sane arate oe HILLSIDE, NEW JERSEY 
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THERE'S A LOT OF conversation and 
some little anxiety in the fueloil indus- 
try over getting adequate supplies 
for next winter. In the dealer survey 
this month, reported in the “Oilheat- 
ing Trends” section, one of the sales 
resistance factors holding back more 
burner installations this spring was the 
question of fueloil supply. This rated 
fifth in importance, accounting for 
12% of the total sales resistance. 

That isn’t large, but we don’t want 
it to grow. Some of the primary sup- 
pliers, particularly in the East, are 
telling fueloil distributors not to count 
on much or any increase over last sea- 
son in the oil they can give them. At 
this early stage, that advice is more 
precautionary than alarming, for the 
large refiners do expect to have at 
least some more product than last 
winter. 

Most industry economists are fore- 
casting that the demand for heating oil 
will be up around 10%, plus whatever 
may be needed if the winter is colder. 

If the industry installs 750,000 burn- 
ers this year about 600,000 of those 
will be for new oil customers. The dif- 
ference will be in replacements and 
losses to other fuels. 


Average Consumption declines 


As oilheating moves into lower in- 
come brackets with smaller homes, the 
average consumption per burner de- 
clines. Then we have steadily improv- 
ing efficiencies through the years. The 
combination of those two influences 
will cause the average new installation 
this year to use about one-sixth less 
oil than the average of the 5,172,134 
burners in use at the start of the year. 

The 600,000 estimated new oil cus- 
tomers will only need as much oil next 


10 


season as a half million of the old 
burners will burn. So the projected 
10% rise in fueloil demand about fits. 

The greater concern among the sup- 
pliers is the possibility of a colder than 
normal winter. After two mild seasons 
in the principal oilheating areas the 
law of averages would indicate more 
cold next time. If it comes, and is 
severe, there could be trouble. 

We keep hearing that the trouble is 
not crude oil supply nor refinery ca- 
pacity, but rather transportation and 
storage. 

The Korean war has taken a few 
tankers out of civilian use. Then the 
fast growing use of petroleum in Eu- 
rope and other parts of the world has 
diverted some tankers to those runs. 
Very few new ones are being built. 

At the peak last winter tanker own- 
ers were able to get 200% premium 
over Maritime Commission rates. With 
the spring the oil movement slackens. 
Today tankers can be chartered at little 
or no premium. How unfortunate for 
all concerned that those tankers can’t 
be hauling more fueloil now to go into 
storage. 


Wise to keep Tanks filled 


Understanding of the whole storage 
problem is on the fuzzy side. It is ele- 
mentary that fueloil should be moved 
and stored as near the consuming cen- 
ters as possible. As your suppliers urge 
you to keep bulk tanks and consumer 
tanks filled it is wise to cooperate as 
fully as you can. Human nature being 
what it is, you can probably expect 
better treatment in a pinch if you have 
been willing to play ball. 

But there’s another side to the whole 
storage problem that is even more im- 
portant and harder to resolve. That’s 
the matter of the unfilled storage ca- 
pacity of the primary suppliers. 

These suppliers, mostly major com- 
panies, have total refinery and terminal 
storage capacity for light products ap- 
proaching 400 million barrels. It aver- 
ages a little more than half filled. Light 
products include gasoline, kerosene, 
diesel and distillate heating oils. They 
are interchangeable in the tanks; only 
a light cleaning operation is necéssary 
to fill with one product after another. 

At their peak, usually around No- 
vember 1, they will be 60-65% filled. 


There is still upward of 100 million 
barrels of empty shell capacity. 

Perhaps no way can be found to use 
more of this storage. Certainly the in- 
dustry is working on the problem. The 
big trouble, of course, is that when 
you have too much kerosene you can’t 
pour it into a tank half filled with 
gasoline. Again, not enough of the big 
tanks are inter-connected with piping 
and pumps to be able to freely pump 
two halves into a whole. 

Sometimes a terminal will have only 
one of the big tanks for each of the 
four light products. But even with 
these practical difficulties, there must 
be some way to better handle this large 
storage capacity in days like these. 


Can we use idle Storage? 


It would be easier, we all know, if 
it was simply a problem of the “oil 
industry.” But in affairs of this kind 
there is no oil industry. We have in- 
stead several hundred refiners or pri- 
mary suppliers working independently. 

If Shell could store its gasoline in 
Gulf’s terminal tanks, and Gulf moved 
its distillate over to Socony there 
would be less empty capacity. We had 
that system during the war; don’t want 
it today, unless not doing it would 
cause homes to go cold. 

But whatever the mechanics of the 
problem, whatever the methods found 
to solve it, it’s hard to accept the posi- 
tion that the great petroleum indus- 
try with all its high powered intelli- 
gence is unable to find a way to make 
use of that idle 100-150 million barrels 
of capacity. 

Meanwhile, there is no sound reason 
for the oilheating industry to slack off 
on selling burners. They're not easy 
to sell this spring; it takes real work. 
But the organizations that work hard 
are getting some nice business. 

There is no probability of our get- 
ting an unexpectedly large year like 
1947; there are too many Government 
brakes. So let’s keep our storage filled 
as tight as we can, sell all the oilburners 
we can and not worry unduly about 
supply. There are enough possibilities 
for improvement in the oil outlook 
that some of them are quite sure to 


help us. 


If it’s any comfort, gas supply looks 
very short, especially in the Mid-west. 
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Let Scully 


about VENTALARM Signal. 


... carry the VENTALARM 
story to customers and prospects. 





What standard installation of all 
your present fuel accounts with 
VENTALARM Signal means to you 
in savings of time, money, fuel, 
and equipment. 

A SALES PLA 
FOR FUEL oll 


N 
ACCOUNTS 





_ 


How VENTALARM Signal helps 
you 

. « transfer your accounts from 
“call in" basis to "keep full" basis. 


- renew present fuel delivery 
contracts. 
. « eliminate most causes of deliv- 
ery complaints. 


“‘tested literature’’ 


- .~ tell you the real faets 





For Your Mailing 





Colorful folders ready for your use 
as mailing enclosures. Tell com- 
plete story to your customers as to 
benefits you give them by equip- 
ping their fuel tanks with the 
Whistling VENTALARM Signal. 


VENTALARM 
wan Insurance 
naan Policy 
pouty 


For distribution with installation of 
VENTALARM Signal. Educates and 
impresses; binds customer closer. 


SAMPLE LETTERS 


Proven customer goodwill build- 
ers for use when offering new type 
VENTALARM Oil Delivery. 


VENTALARM Signal 











Savings up to 30%, on delivery costs have been realized by every fuel oil 
company that has equipped old as well as new accounts with VENTALARM 
Whistling Tank Fill Signal. Savings in time, fuel, equipment, and man- 
power. The kind of savings that are more important today than ever before. 


Don't deny your company VENTALARM Signal delivery savings because 
of a misunderstanding as to the work involved in making old tank installa- 
tions. It's easier than you think. 





1. The average installation on an old tank can be made in less 


than 15 minutes. 


fittings are necessary. 












Fuel Oil Company pamphlets and 
sent 


sample customer mailings 

immediately upon request. 
Customer mailing folders available 
at less than $10. per 1000 copies. 















Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 


2. VENTALARM Signal is available in enough shapes and 
sizes to satisfy any tank vent pipe conditions you may have. 


3. Compression fitting does it. No pipe threading or special 


IN EFGHTY PERCENT OF THE CASES: 


Type LC (quick compression hook-up) 
in its variety of vent pipe sizes will fill 
your needs. 


BOTTOM TOP PART NO. 
1/4," male 11/4," compression fitting 220 
1," male 1" compression fitting 221 
i" male 1" compression fitting 224 
¥,"" male ¥,"" compression fitting 229 
2" male 2" compression fitting 275 


THE REMAINING TWENTY PERCENT 
of conditions can be met with Elbow 
Models LE 90 C and LE 45 C, LU {union 
top), and Series 900 for use where vent is 
far distant from fill pipe. 


Model LA with threaded top to receive 
threaded vent pipe available for new 
burner installations. 


All models for old and new 
tanks are available through 
your regular Supply House. 


Fully protected by 
U.S. and Foreign patents. 


SCULLY SIGNAL COMPANY 


76 First Street, Cambridge 41, Mass. 
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0 
DEC JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1946 1947 1948 1949 1950 195} 
Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 152 reporting to 
Census Bureau, FuELom & Om Heat's estimates of shipments are: 


FEBRUARY: TWO MONTHS 

Percent Percent 

1951 1950 Change 1951 1950 Change 

Conversion 40,653 26,782 + 51.8 85,313 53,410 + 59.7 

Boiler Units 5,653 2,925 + 93.2 11,947 6,696 + 78.4 

Furnace Units 12,332 7,043 + 75.1 25,218 13,524 + 86.4 

All Domestic 58,638 36,750 + 59.5 122,478 73,630 + 66.3 

Commercial 3,650 1,995 + 82.9 7,566 3,693 + 104.8 

Total 62,288 38,745 + 60.7 130,044 77,323 + 68.1 

150 

- Stocks OF DoMESTIC OILBURNERS & UNITS ssa 
140 F (in Thousands) End of Month Shown | j 


Factory Stocks ; 30 
Dealer Stocks ------- e } vd 
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l 
April Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS  BOILER-BURNERS FURNACE-BURNERS 
April Aver. $331 $684 $616 
March Aver. 332 677 621 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
April 137.2 Six monthsago 133.2 April 138.1 Sixmonthsago 135.6 
March 137.0 Yearago 121.6 March 137.1 Yearago 126.3 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES~ RETAIL CONVERSION BURNER ~ JAN. 1940= 1/00 








INDIVIDUAL INCOMES ~- BUREAU OF LABOR STATISTICS — 1939 = 100 ---------------- 

CONSTRUCTION COSTS -RESIDENTIAL- DEPT. OF COMMERCE -/939 =100 ———--———- —— 

COST OF LIVING - BUREAU OF LABOR STATISTICS — 1935-39=100 
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 SQwheating Teends 


ESTIMATED INSTALLATIONS of domestic 
oilburners and units in April were 39,- 
250. This is 20% below the 49,152 
installed in the same month last year. 
This is the second successive month 
showing a decline, since January and 
February had been above last year. 

The April installations were di- 
vided: New homes 11,424; Replace- 
ments of old oilburners 9,541; Conver- 
sions from other fuels 18,285. 

Total installations for the first four 
months were 139,489 compared with 
137,045 last year, up about 2%. 


BURNER STOCKS: Stocks of domestic 
oilburners and units in dealer hands on 
May 1 were approximately 96,255. 
This compares with 122,105 on April 
1 and 140,709 on March 1, It is quite 
clear that dealers are making a large 
share of their installations out of in- 
ventory instead of drawing on factory 
stocks. This drop in burner stocks has 
been very sharp and is not too healthy 
for the industry. As retail sales have 
lagged an element of uncertainty has 
prompted the dealers to unload. As a 
result inventories may reach a low 
point at mid-summer when sales are 
expected to increase substantially. 
Most of the general economists are pre- 
dicting that the demand for consumer 
durable goods will be significantly im- 
proved by July and that is just about 
the point at which material availability 
is expected to be tighter. 

Factory stocks on February 28, the 
latest available data, were 67,163 which 
is the highest point reached since 
March 1948. 


TANK STOCKS: On May 1 dealers 
had on hand approximately 138,013, a 
slight drop from the previous month 
but reflecting a very high level at this 
season of the year. It is notable that 
these tank stocks are 44% higher than 
their stocks of oilburners, reflecting the 
wide-spread opinion that tanks will be 
the, most critical item in a shortage 
period. The tank manufacturers would 
appear to be pressing for sales at the 
existing high cost level, with the dealers 
not too receptive. The national average 
price for a 275 gallon tank in April 
was $44 compared with $46 the pre- 
vious month. 
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THE REVOLUTIONARY NEW 





Cmbustionecn. 


OW PRESSURE’ wurner 














woe LP 


The amazingly different Combustioneer ad LP (low 
pressure) oil burner has a capacity range from .65 to 3.0 
gph. Features a completely new hydraulically operated 
compound air and oil metering pump with one moving 
part—utilizing a free floating piston which floats in a 
bath of oil. Operates equally well with inside, outside, 
or single or double line tank installations—no extra 
pump or parts need to be added. Two hydraulically 
operated safety shut off valves—one for the nozzle, the 


exciusive Goppbeesoneor ADVANTAGES | 


© “A flip of the finger’’ selects required oil capacity from .65 


to 3.0 GPH with burner operating. 
® No pistons to change. 


No pumps to add or change. 


Secondary air, and oil capacity adjustable while burner is 


running. 
®@ No lift pump required for outside tank installations. 


No special high speed motor—standard motor used. 


®@ Simple full floating, hydraulically operated piston—no link- 


age to wear. 


®@ Interchangeable from low to high, or high to low pressure. 


other for the tank. No other oil burner has Triple Ve- 
locity Visorhead*—three velocity carburetion. Under- 
writers’ Laboratories approved to burn all domestic fuel 
oils. 


When you sell Combustioneer products, you offer un- 
matched quality and dependability, at a competitive price. 


Excellent dealer franchises are still available, Write for full 
information. 


WE HAVE OPENINGS FOR TOP-NOTCH TERRITORY SALES MANAGERS! 


Gmbuslioneer 








Combustioneer DIVISION 
THE STEEL PRODUCTS ENGINEERING COMPANY 
SPRINGFIELD, OHIO 


or 


C 


MANUFACTURERS OF BETTER HEATING EQUIPMENT SINCE 1928 
GAS BURNERS, HIGH AND LOW PRESSURE OIL BURNERS, STOKERS, COAL-GAS-OIL FURNACES, AND HUMIDIFIERS 


CLIP AND MAIL TODAY! 
DIVISION 


|= a: 





The 


1253 West Columbia Street, Springfield, Ohio 


Please send “me information about a Combustioneer 
Franchise. 


Name 
Firm Name 


Street Address 


City 


Steel Products Engineering Company 
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.... Trends 


By sections of the country the April 
price average for a tank of this size 
was: New England $45; Mid-Atlantic 
$45; Midwest $42; Pacific Northwest 
$47. 


‘ OFFICE HELP: One of the reporting 
dealers had requested that we check 
with the group to learn the amount of 
office help employed for each 1 million 
gallons of fueloil sold. The average, 
country-wide, is 1.45 persons, with 
very little difference between sections 
of the country. This calculation was 
not to include proprietors nor general 
managers. Stated another way, office 
help represented .24¢ per gallon de- 
livered, The two calculations tie in 
very well and indicate that the average 
ofice employee of all types is earning 
$2400 a year. 


The reporting dealers were then 
asked how much they had increased 
the average earnings of office employees 
since January 1, 1950 which is the base 
date used by government in the defense 
program for controlling wage rates. 
Only 57% of the reporting dealers 
answered this question.. They have 
raised their average office wages 9.4% 
during that period. It may be that the 
other 43% have made no increases or 
perhaps their raises were sporadic 
rather than across the board. 

SALES RESISTANCE FACTORS: March 
sales dropped importantly from those 
of the previous year. The reporting 
dealers were asked what were the prin- 
cipal reasons for this decline, or what 
were the major influences holding back 
sales during the spring months. The 
table shows the relative weight of these 
influences in various sections of the 
country. 

Some comparisons were possible 
with a similar study made in May 
1950. Five of the six questions are 
much the same. Most significant is the 
fact that the question of oil supply now 
rates 12% compared to no importance 
last year. More persons are today un- 
settled about the future, while less than 


Oilburner* and Building Permits 


OILBURNERS 

April 4 MONTHS 
1951 1950 1951 1950 
49 59 226 204 
205 256 «971 1400 
it ar ope 
46 80 296 241 
"8 3 10 "9 
210 80 990 371 
42 21 138 104 
18 ‘6 Wa 
127 47.819 ~=—s«550 
40 55 90 ~—-:120 
"7 27) 140 Ba 
sly i ot ae 
41 45. 236 «= (245 
15 18 61 62 
24 40 7” «111 
148 158 433 © 405 
64 91 248 .° 438 
30 2% 162°. 110 
59 17 173 81 
-. 1977 -. 7298 
1361 1443 5759 5398 
$34 -. 1900 
ne ee 
4 38 ce 
22 24 52 47 
18 30 50 70 
7: 101 3 205 
526 825° 2635 2214 
39 39 184 124 
390 448 1209 1503 
11 8 an. eas 
38 48 246 205 
32 55 303—S—« 298 
ae ae 
219 654 
an 24 2 93 
24 26 97 93 
am 24 ae 
51 71 256 343 
72 Ss 2m 6 
67 45° 279~=Ss(3 4d 
or 20 a 57 
43 191 318 587 
25 26 79 63 
75 14 277 242 
oe on Ome 
49 47 164.~—s«147 
4192 4976 18108 17448 

15.7 +3.7 





DWELLINGS 
April 4 MONTHS 
1951 1950 1951 1950 
Albany, N. Y. ae + is < 
Baltimore, Md. 436 380... 1759 2152 
’ Binghamton, N. Y. 12 1%) 24 24 
Bloomfield, N. J. 8 14 23 33 
Boston, Mass. 31 24 90 86 
Bridgeport, Conn. + ae a i 
Buffalo, N. Y. 56 47 198 219 
Columbus, O. < oi ne 2 
Des Moines, Ia. 92 271 270 520 
Detroit, Mich. 687 1339 2724 5380 
Elizabeth, N. J. 1 1 25 19 
Freeport, N. Y. ae af oh ae 
Greenwich, Conn. 39 33 151 118 
Hackensack, N. J. 21 9 29 73 
Hartford, Conn. : f ae ie 
Hudson County, N. J. Pr as ae al 
Irvington, N. J. 7 16 17 20 
Lynn, Mass. 6 23 35 47 
Meriden, Conn. das mp owe a 
Milwaukee, Wisc. 395 329 834 943 
Minneapolis, Minn. 204 320 422 532 
Montclair, N. J. a a a ne 
Morristown, N. J. 1 1 4 7 
Mt. Vernon, N. Y. ate 
Newark, N. J. 
New Bedford, Mass. 
New Haven, Conn. 
New Orleans, La. ay ae ae Ae 
New Rochelle, N. Y. 10 19 47 38 
New York City (total) ee v2 oe 
Brooklyn-Queens 
Manhattan, Bronx, Rchd_ .. a ra re 
Norfolk, Va. 67 145 301 488 
Oakland, Calif. ais x Ce 
Omaha, Neb. bas 133 res 319 
Orange, N. J. 4 2 22 3 
Passaic, N. J. is 5, ve ad 
Paterson, N. J. 22 32 64 65 
Philadelphia, Pa. a a te Me 
Plainfield, N. J. 14 15 62 47 
Portland, Me. 25 18 49 42 
Portland, Oreg. 151 219 588 680 
Poughkeepsie, N. Y. = oe oe ka 
Providence, R. I 20 33 86 100 
Reading, Pa. 7 8 33 25 
Richmond, Va. 47 68 295 251 
Roanoke, Va. 9 a es ae 
Rochester, N. Y. Sie as 
Rockville Center, N.Y. -- 16 a 48 
Salem, Mass. 13 12 26 26 
St. Louis, Mo. 53 103 192 322 
St. Paul, Minn. 126 180 318 362 
Schenectady, N. Y. e a rs a 
Seattle, Wash. 204 248 726 844 
Springfield, Mass. 54 78 179 223 
Stamford, Conn. oa ae Ls ea 
Syracuse, N. Y. 31 67 94 140 
Trenton, N. J. 3 4 17 24 
Utica, N.Y. 19 20 51 29 
Washington, D. C. se a ae i's 
West Orange, N. J. 21 24 84 85 
White Plains, N. Y. 8 10 41 35 
Wilmington, Del. 11 50 113 114 
Worcester, Mass. . e- is ne 
Yonkers, N. Y. si a ee as 
Totals 2906 4177 9993 14116 
Percent Change —30.4 —29.2 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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Importance of Sales Resistance Factors 


New 

Eng. 

General unsettled conditions 32% 
Don't have the money 17 
Not enough real selling 19 
Waiting to buy gas 11 
Doubtful of oil supply 10 


Expect prices to drop 11 
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half as many this year are holding back 























Mid- Mid- Pac. Total 
Atl. West N. W. 1951 
28% 25% 33% 28% 
19 20 26 20 
17 13 14 16 
i 18 9 13 
13 12 7 12 

i | 12 11 11 


Tein because they expect a price drop. 
1950 FUELOIL ‘SUMMER STOCK PILING: 
ig Among all reporting fueloil distribu- 
sy tors 58% plan more vigorous cam- 
“4 paigns this summer than they had last 
14 (Please turn to page 126) 
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“Tt was back 
all nine playare hit... 


and scored in ona inning [ 
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...43 years later —Thatcher still scores! 
Take the modern Hi-Boy. It's great for 
“ sit all : | | Mm c [ ‘. pete 


“The Thatcher Hi-Boy is built compact, specifically de- Hi-Boy winter air con- 
° P ditioner with 70,000 

signed for today’s small homes...another result of our a.tikapaeael 

d -T.U. at reg. s 

more than 100 years of productive teamwork. Based on naiene taunt 

many generations of engineering home-heating equip- eiiiiene 

ment, we know that to score home any winner takes the 

spirit of young blood and the experience of old-timers.” 

















A COMPLETE WARM AIR HEATING LINE 7 me 
FOR OIL * GAS * COAL if, \, 
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Government Influences on Fuels 


by 
Milburn Petty 


‘WASHINGTON—Fuel oil supply still 
appears OK for next winter, officials 
here insist. But there are several big 
“IFs” in the picture. 

So, Interior Secretary Chapman 
has warned consumers of all fuels to 
fill their storage this summer, saying: 

‘Active public support for a broad- 
gauged summer fuel buying campaign 
will make it possible to assume an ade- 
quate supply for all consumers and 
help materially to make rationing and 
other controls in the fuels industries 
unnecessary.” 


Oil & Gas Materials Cut 30% 


Despite warnings that oil and gas 
rationing might result if not enough 
materials are made available for the 
petroleum industry to do its job, the 
oil-gas steel budget was cut 30%. to 
963,000 tons for the third quarter. 

The Petroleum Administration for 
Defense had put in requests totaling 
1,400,000 tons for everything except 
oil country tubular goods and equip- 
ment covered in special programs. 

In rejecting PAD’s arguments, the 
officials of Defense Production Ad- 
ministration took the position: 

“So what—if we don’t give you 
enough materials, you can ration.” 


PAD Divides the Pie on Steel 


So, instead of DPA or some other 
agency cutting back each program sub- 
mitted by PAD, it lumped them al! 
together, cut the total and dumped 
into PAD’s lap the responsibility for 
deciding how it was to be divided up. 

Overnight, PAD was confronted 
with the task of developing procedures 
for apportioning this lump sum allo- 
cation where it will do the most good. 

This involves controls on the dis- 
tribution and use of materials in all 
branches of the oil and gas industries. 
It gives PAD more power than PAW 
had in World War IL. 

First step was to draft an order re- 
quiring prior approval from PAD for 
the construction of any oil or gas 
facilities costing over $5,000. This 
will give PAD an idea of what to ex- 
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pect in the way of steel requirements. 

PAD then went to work on a sys- 
tem to provide priorities assistance on 
the basis of “relative essentiality” un- 
der PAD’s overall supply program 
for oil and gas. 

Next was an order to limit inven- 
tories of every operator to minimum 
working levels. 


Pipe and Tanks Get First Call 


While developing this plan to con- 
trol materials used by the oil and gas 
industries, PAD had also to take care 
of some urgent situations. 

One of these was getting steel plate 
to build storage tanks in the “frozen 
in” areas before cold weather comes. 

Next, a quick survey of unfinished 
cross-country oil and gas pipelines in- 
dicated there were 30 or more which 
urgently needed steel, being counted 
on to supply next winter’s fuels. 

It is expected that several hundred 
thousand tons of PAD’s steel alloca- 
tion will be turned into line pipe, with 
the ratio: Oil, 30%; Gas, 70%. 

With the balance, PAD must take 
care of refining and all other branches 
as well as maintenance, repairs, etc. 


Synthetic Fuel Plan Pushed 


Secretary Chapman’s “plugging” 
for synthetic fuels projects seems to 
be bearing fruit. 

An eastern syndicate has lined up 
several banks and insurance com- 
panies to furnish $2'75,000,000 for a 
coal hydrogenation project—if the 
government will contract to buy the 


- output of certain products. Such a 


plant would make gasoline, distillate 
fuel oils, diesel fuel, etc., as well as 
chemicals. The government is willing 
to enter into such a contract. And 
talks as to terms are making headway. 


Red Tape Seen in New Tax Move 


Ordinarily, fuel oil dealers are not 
concerned with the federal tax on 
motor fuel. But they may be affect- 
ed by the proposed extension of this 
tax to diesel fuel used on highways. 

Since most of the two billion gal- 
lons of distillate sold each year could 
be used in a highway diesel truck or 





bus, the Internal Revenue Bureau 
would have to find some way of pre- 
venting tax evasion. 

This would require a tax refund or 
tax exemption system, either of which 
would involve more red tape and 
paper work for the fuel oil dealer and 
his customers. 


NPC Launches New Oil Studies 


At Interior Department’s request, 
the National Petroleum Council is 
studying trends in petroleum-consum- 
ing equipment including oil burners. 

NPC is also making a census of 
tank trucks, studying the adequacy of 
LP-Gas transportation and investigat- 
ing the feasibility of storing petroleum 
products underground. 

The military has asked PAD to 
study and report on the effects of con- 
verting one of the Big Inch pipelines 
back to oil in event that a war should 
cut off tanker deliveries from the Gulf. 

These lines, now being used to 
bring gas from Texas to the East 
Coast, were built as oil carriers in 


World War II. 
OPS Works on Residual Prices 


Long-awaited action on residual 
fuel oil prices, to relieve the “squeeze” 
on East Coast Marketers, is expected 
soon from Office of Price Stabilization. 

For a long while, the petroleum 
branch had hoped that OPS or some 
other government agency would act to 
control tanker rates. 

But no agency showed any inclina- 
tion to take control of tanker rates. So, 
the petroleum branch worked up a 
set of specific prices reflecting, in part, 
the higher tanker rates and hopes to 
get it OK'd soon. 


API Case May Be Dismissed 


Defendants in the West Coast anti- 
trust suit, which seeks to disintegrate 
the major oil companies out there, 
have asked the Supreme Court to re- 
quire the Department of Justice to dis- 
miss either that case or the ten-year- 
old API-Mother Hubbard Case here 
because of “duplication” of charges. 

DJ is debating whether to dismiss 
the API Case or risk having the high 
court ask why there has been no action 
in this omnibus suit, pending since 
1940. There are 225 defendants still 
remaining in this case. 
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Budgets for Fueloil 


Monthly payment Plans have advantages for both Customers and Dealers 


by 
Kirk B. Shivell* 


peg A LARGE EASTERN FUEL- 
OIL DEALER sat at a luncheon 
among some of the other dealers in his 
city. He spoke ruefully: “It used to be 
that the family doctor was the one peo- 
ple kept waiting for his money; today 
I think it’s the fueloil dealer.” 

Every dealer at the table dolefully 
agreed. They concurred that they are 
finding it increasingly difficult to col- 
lect money from customers. And it was 
no consolation to them when it was 
pointed out that the condition is not 
merely local; fueloil dealers throughout 
the country are having the same 
trouble. For some it has become seri- 
ous, faced as they are with rising op- 
erating costs and today’s high require- 
ments for working capital. 

Families are finding it increasingly 
difficult to make ends meet in today’s 
economy and therefore are lagging gen- 
erally in the payment of their bills. And 
to make matters worse, many fueloil 
dealers, having been far too lenient in 
the way they have handled credits in 
the past, find it almost impossible to 
draw a tight line suddenly. The ques- 
tion is, “What can be done?” 

Budget payment plans offer one of 
the very best solutions, and this year 
more fueloil dealers than ever before 
will make such plans available to their 
customers, A recent survey made by 
our company showed that some 64% 
of northeastern dealers will promote 
budget plans for next season’s fueloil, 
many of them doing so for the first 


time. A smaller, but still sizable per- . 


centage of mid-western dealers will do 

the same. It is expected, also, that more 

west coast dealers will adopt them. 
The advantages of a budget plan to 





*President, Kirk B. Shivell, Inc., New 
York. Mr. Shivell is a marketing and pro- 
motion counsel, specializing in the petro- 
leum and oilheating fields. ' 


both customer and dealer are so well- 
proved that there really is no good 
reason why virtually every dealer 
should not offer the plan to the families 
he serves. Most of the dealers who do 
not have budget plans probably are 
either not wholly familiar with the 
handling of them, or fear that budget- 
ing might increase delinquencies or of- 
fice work, or might be unacceptable to 
customers. Actually, budget plans are 
easy to handle, are no burden in the 
office, and are welcomed by a large 





Kirk B. Shivell 


percentage of families. Since most 
families handle their finances on some 
sort of system, a budget plan fits fuel 
payments into this in a way that is 
orderly and convenient. Experience 
shows that there are very few delin- 
quencies among families on budget 
plans; and accounts generally are fully 
settled by the end of the season. 

A dealer has considerable latitude in 
how he chooses to handle the details 
of his budget plan, but the simple un- 
derlying principle of all plans is the 
same: First, you estimate the quantity 
of fueloil a customer will use during the 
next year, basing your estimate on an 


average number of degree-days and 
your knowledge of how much oil the 
customer has used in the past. Next, 
you estimate the average price of oil 
per gallon for the coming year; then 
multiply this by the estimated con- 
sumption. Divide the total by the num- 
ber of months over which payments are 
to be made to find the amount the cus- 
tomer pays you each month. 

For instance, suppose you estimate 
that a certain customer will use 2,000 
gallons next season, that the average 
delivered price will be 13.4 cents, and 
you are going to spread the cost into 
10 payments: 


Estimated consumption (gals.) . 
Estimated average price (cents) 


2,000 
13.4 





Estimated total oil cost ....... $268.00 
10 equal monthly payments 
Wun IG OSGI lS oh ara caw aies $ 26.80 
Throughout the year, you make de- 
liveries exactly as you always have, 
leaving with the customer every time 
a ticket showing the number of gallons 
dropped and the retail price in effect 
at the time. At the end of the year, or 
heating season, you present the cus- 
tomer with an itemized statement 
showing the amount actually due for 
each delivery and the total of the 
monthly payments he has made. Then 
you make a final settlement between 
you, because almost always there will 
be a balance due one way or the other. 
Due to variations in weather, price, or 
both, the customer will have overpaid 
or underpaid you, usually by a small 
amount. Therefore, at the end of the 
season, he remits the balance or you 
give him a refund. In most budget plans 
June is the settlement month, since it 
is the first month after the end of the 
heating season. 


Incidentally, you will want to have 
a fixed policy in the matter of refunds. 
Some dealers like to send checks be- 
cause it makes customers feel good to 
get money back. Others prefer to give 
their customers a choice of a check or 
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a credit toward the first budget pay- 
ment of the next season. If you elect 
to do the latter, it is a good idea to en- 
close a return card with the June Ist 


statements, so your customers can 
conveniently tell you their choice. 

The first thing each dealer must de- 
cide for himself is the period over which 
his budget plan will extend. There are 
plans in effect calling for from 6 to 12 
payments, with settlement in addition. 
Probably the plan most acceptable to 
customers is one which calls for 9 or 
10 regular payments, plus final settle- 
ment, because, on the one hand, fami- 
lies don’t want monthly payments to be 
too high, and on the other, they like to 
be free from heating costs for at least 
a month or two each year. 


When to start Payments 


Some dealers are successful in in- 
ducing their customers to start paying 
for next season’s oil as early as June or 
July, and naturally this is a great ad- 
vantage to the dealer as it helps in 
financing his summer fill-up. From the 
customer’s point of view, it is better to 
start payments close to cool weather, 
say September, and you might encoun- 
ter some resistance from your custom- 
ersif you attempt to elicit payments too 
early. This is something you must de- 
cide yourself, using your own knowl- 
edge of the people you supply. 

There is a flexible type of budget 
plan which permits payments to start 
any month in the year, but companies 
which use it caution strongly that it 
defeats its purpose unless it is required 
that all payments be completed by the 
end of the heating season. Thus, under 
this plan, a customer could start in 
June and make 12 payments, in July 
and make 11, and so on. 

Another point to decide is what day 
of the month payments are due. This 
can be anywhere from the Ist to the 
10th; it’s up to you. Only be sure you 
don’t give your customers any choice 
of days. Let them know clearly that 
all payments must be made on or before 
due date. 

You can, of course, mail your budget 
plan customers each month a reminder 
that a payment is due. However, you 
will save work and money, and prob- 
ably get prompter payments in the 
bargain, if you use small installment 
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books with coupons for each payment. 

Before installments begin, your of- 
fice writes the name of the customer on 
his book, fills in each coupon with the 
due date and amount of payment and 
mails the book to the customer, Space 
should be provided on each coupon for 
the customer to fill in his name and ad- 
dress before mailing it with his check, 
but it also is a good idea to have each 
coupon and book bear an account num- 
ber, which will make tracing easy when 
a customer forgets to write in his name. 

Some dealers use coupon books 
which have a place on the inside cover 
for filling in the entire budget calcula- 
tion. This shows the estimated gallon- 
age, estimated average price, and the 
number and amount of payments. 

Coupon books have proved very 
satisfactory. They minimize office work 
and, remaining in the customers’ hands, 
they are an ever-present reminder. 

You may wonder whether to include 
the cost of an annual service contract 
in a budget plan. The possible disad- 
vantage in doing so is that it may de- 
prive you of some service income you 
otherwise would receive during the 
summer. The advantage is that includ- 
ing it may encourage the sale of serv- 
ice contracts. Furthermore, it helps to 
give the customer the desirable impres- 
sion that there are no “extra” bills in 
connection with his heating. 

You may run into this question, too: 
Suppose you have a customer who owes 
you an old balance. Should you add it 
on to the amount to be paid by next 
season and let it be liquidated by the 






... « Budgets for Fueloil 


monthly payments? Experienced credit 
management says, “Be careful; you 
may only be making a bad condition 
worse.” 

Some companies meet this question 
by permitting only a limited amount of 
old balance (say, up to $25) to be 
added to budget accounts. Others set 
up an interim budget plan under which 
the entire old balance will be paid off 
by installments between June and Sep- 
tember, then the new budget plan goes 
into effect. 

Under no circumstances should a 
fueloil budget plan include any inter- 
est, service fee or extra charge of any 


kind. Opinion in the industry seems to 


agree that to do so would destroy a 
budget program. Instead, it should be 
emphasized to customers that there are 
no extra costs; that they will pay only 
for the oil actually delivered at regu- 
lar prices, the same as before. 

The secret of success in promoting a 
budget plan seems to lie more than any- 
thing else in the emphasis a dealer puts 
into it. Interviews made by us with a 
large number of dealers who have had 
experience with budget plans indicate, 
without exception, that those who 
have been most successful and who are 
most pleased with the system, are the 
ones who have put real effort into sell- 
ing it to their customers. 

The logical way to offer your plan 
to your customers is by mail. You can 
send either a simple letter, some de- 
scriptive literature, or both; and be 
sure to include a return card, A budget 
plan isn’t complicated, so whatever 
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Do not send this book 
with payment. Simply fill 
in coupon, tear ovt and 
mail with payment. This 
stub is your record. 
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Budget Account No. ..................... 


FUEL OIL BUDGET PAYMENT 


eer 19 .... Amount of Payment $........... 


Fill in your name and address and mail to us with payment 
before the date shown above, 
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ee eras 


YOUR NAME OIL Co. 
YOUR ADDRESS AND 
TELEPHONE NUMBER 
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A typical coupon used for fueloil budget accounts. This comes in booklet form, 
the inside cover of which shows the calculations used to arrive at the amount of 
each monthly payment. 
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you do, be simple in the way you pre- 
sent it. In this connection, it should be 
remarked that while some dealers use 
elaborate budget plan contract forms 
filled with small-type conditions, we 
never recommend this practice. A 
simple, clear-cut offer with a return 
card acceptance is a bona-fide contract, 
and you are amply protected. There is 
no point in scaring customers by mak- 
ing them fear they are signing their 
souls way. In general, be informal but 
businesslike in your approach. Some 
dealers, indeed, are so informal that 
they refer to their budget plans as 
“Fuel Clubs,” an adaptation of the 
Christmas Club idea. 


Typical sales Letter 


Here is the type of appeal which, 
worked into either letter or literature, 
should produce budget plan results: 
Dear Customer: 

We have a method by which you 
can avoid ever having a high fuel 
bill. 

You can’t predict how much oil 
you will use in any month. About 
the only thing you are sure of is that 
bills will get highest in the five 
coldest months, November to March. 

You can change all this by using 
our easy Budget Plan, making cer- 
tain you will never have a high fuel 
bill. Here is how the plan works: 

We estimate in advance the 
amount of oil you will use during 
next heating season and multiply 
this by the estimated average price of 
oil for next season. Then we divide 
the total into 9 equal payments 
which you make each month from 
September to May. 

Of course, because the weather 
probably won’t be exactly as esti- 
mated, and because oil prices may 
vary too, there may be a balance in 
your account, one way or the other, 
at the end of the heating season in 
May. Therefore, we will send you 
a statement in June showing all oil 
deliveries and all payments. If you 
owe us a balance, you send us a 
check. If you have overpaid us, we 
give you a refund. 

Each year more families are pay- 
ing for their heating by budget 
method. It costs nothing additional. 
There is no interest, service fee, or 


a 


“extra” of any sort. For the oil you 
use you will pay the posted price ef- 
fective at each delivery date, the 
same as you always have. You will 
receive a meter ticket with each de- 
livery, showing the gallons delivered 
and the price per gallon. 


Of course, if you prefer to con- 
tinue receiving your oil on the old 
pay-as-delivered basis, we shall be 
very glad to keep to the old arrange- 
ment. But we think you will like the 
greater convenience. of the budget. 


If the plan sounds attractive to 
you, your signature on the enclosed 
card will put it into effect for next 


season. Sincerely yours, 


After this mailing, start selling. Fol- 
low up the mailing with at least two 
others at 10 day intervals. One good 
personalized slant to take in following 
up is to work out an estimate of the 
customer’s consumption, cost and 
budget payments for next year so he 
can see the details in black and white. 
The monthly payment often looks so 
moderate that it clinches the proposal. 


And get your sales people on the 
phone, particularly calling customers 
who are chronically delinquent and 
whom you would like especially to 
have on a budget plan. Also, it will 
pay you to advertise the plan via your 
local newspaper or radio station. 

Your salesmen may find that the 
budget plan is mighty useful in land- 
ing oil prospects. The mere fact that 
you offer a convenience that your com- 
petitors do not will help to interest 
prospects in your company whether 
they wish to take advantage of this 
convenience or not. 
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Commission works to start 
New York oilburner Courses 


A 16-MAN OIL INDUSTRY Advisory 
Commission has been named by the 
Oil Industry Information Committee, 
New York-New Jersey District, to 
work with the Board of Education of 
the City of New York. The Board 
requested the formation of the Com- 
mission to assist in the preparation of 
courses and establishment of facilities 
to educate young men to work in the 
various branches of the oil industry. 


The immediate purpose of the Com- 
mission is to put into effect a program 
under which students who have com- 
pleted three years’ instruction in the 
City’s trade schools will be able to take 
a one year course in oilburner service. 
Eventually, this program is to be en- 
larged to implement a regular four- 
year course in oilheating, with the ulti- 
mate purpose the establishment of a 
petroleum trade school in the City. 

Philip H. Schepp, New York Oil 
Heating Association, is secretary for 
the Commission, the other members of 
which are: Eric S. Bergman, Degree 
Day Systems; George Knittel, “K” Co., 
Inc.; Francis F. Carroll, Bay Oil Co.; 
E. B. Lipsett, Socony-Vacuum Oil Co.; 
Anthony J. Sbare, Sbare Automatic 
Heat, Inc.; Murray Lieblich, H. Lie- 
blich & Co., Inc.; Joseph A. Ross, 
Modern Utilities Engineering Co.; 
Alen E. Burns, Burns Heating Supply 
Co., Inc.; Harold N. Hurston, Wil- 
liams Oil-O-Matic Div.; W. E. Dobie, 
Minneapolis - Honeywell Regulator 
Co.; Robert Gray, FuELom & Om. 
Heat; William J. Bennett, Industrial 
Bank of Commerce; Frank Howard, 
Fuel Oil Board of Trade of the Bronx; 
Fred Grinnell, Oil Industry Informa- 
tion Committee and L. T. White, 
Cities Service Co. 

The first meeting of the Commission 
took place on May 16, which laid the 
groundwork for establishment of 
courses at the Samuel Gompers Voca- 
tional High School, and the Thomas 
Edison Vocation High School. Initial- 
ly, students who have completed three 
years of electrical training will take a 
final year of oilburner study. When 
the regular 4-year course is begun, the 
first three will be devoted to electrical, 
plumbing and sheet metal training as 
it relates to oilburning, with the senior 
year devoted exclusively to oilheating. 


oe 

Chester Bland, president, Ohio Elec- 
tric Mfg. Co., Cleveland, Ohio, has 
been elected a member of the board of 
directors, Trans-Lux Corp., New 
York, manufacturer of visual projec- 
tion equipment for financial houses 
and operators of a chain of motion pic- 
ture theaters. Mr. Bland also is a di- 
rector of several industrial firms, in- 


cluding The Leland Electric Co. 
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Pulsation is Music 


Discordant no doubt, yet heating Pipes and Tubes react like organ Pipes 


by 
Stanley C. Paterson* 


F® ALL ITS AGE the heating indus- 
try continues to have basic prob- 
lems common to all its members. 


To my mind the chief among these 
troublemakers is the phenomenon 
known in the trade as “boiler pulsa- 
tion.” Of all the time consuming and 
exasperating problems met in the field 
by service personnel, this is the worst. 


Some say it’s the flame, others say 
it’s the boiler. First this method, then 
that method is set forth as the correc- 
tion. All the methods fail the acid test 
of application. Actually the basic 
theory underlying the cause of this 
phenomenon has been known, at least 
in some circles, for some time. Unfor- 
tunately, there is a break between un- 
derstanding the theory, and the pro- 
duction of a suitable device to provide 
a solution. However, unless one under- 
stands the cause, the solution becomes 
almost impossible. 

Noises in oilheating systems may be 
classified into three distinct classes: 

1. Mechanical noise from the moving 
components of the oilburner. 

2. Continuous roar of the flame. 

3. A resonant noise known as boiler 
pulsation. 

Noises coming from the first two 
mediums are well understood, and in 
most instances can be more or less con- 
trolled by proper oilburner design. The 
third noise; i.e., boiler pulsation, is a 
persistent rumble of a pulsating nature 
which is sometimes present in heating 
systems. The occurrence of the pulsa- 
tions vary from job to job and seldom 
will one find duplicate cases or even 
consistent results in the same case. The 
noise may be an occasional low rumble 
for only a second or two, or in extreme 
cases be a continuous pulsation during 
the entire firing cycle. 

The noise may occur only once in a 
while during certain climatic condi- 
tions or may exist every time the burner 
operates. The intensity of the noise is 





*Waltham Oil Burner Co., East Boston, 
Mass. 
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as variable as the occurrence, and 
ranges from one that is faintly audible 
to one so pronounced that the pulsa- 
tion can in some instances be felt. 
During the period of pulsation the 
flame behaves quite peculiarly. Gener- 
ally any semblance of shape is lost, the 
flame swelling and falling with the 
noise. Almost always the phenomenon 
is accompanied by smoke. 

At times it is dificult to distinguish 
between true pulsation and unusually 
loud flame roar. However, opening the 
boiler or furnace door always dampens 
out true boiler pulsation. This fact 
alone gives a significant clue to the 
cause of the phenomenon. Basically, 
boiler pulsation is a sound and thus 
the laws that govern sound must be 
explored first if we are to analyze pul- 
sation properly. Sound, of course, is a 
vibration which travels outwardly in 
all directions in much the same man- 
ner as ripples spread out on a surface 
of water. It enters the ear as minute 
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changes in pressure which gives rise 
through the mechanism of the ear to 
the sensation of hearing. The theory 
of sound and the various media caus- 
ing them have been studied for years. 
One particular phenomenon has 
aroused the curiosity of investigators 
and is helpful to us in the understand- 
ing of the problem at hand. The phe- 
nomenon is known as the “singing 
flame.” If we take a tube of the proper 
length and diameter and insert a flame 
into the end of the tube, we will dis- 
cover that as we raise the flame inside 
the tube, a sound or note will be pro- 
duced. If the note is sufficiently loud, 
the flame will be observed to dance or 
pulsate. While the exact mechanism of 
this phenomenon is not completely 
known, it is of course an example of 
what is called “resonance.” 
Resonance in sound is the response 
given to a sound when it is coupled 
with a system which is capable of vi- 
brating with the same number of cycles 
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per second or what is more commonly 
termed “frequency” as the original 
source. Perhaps the best example of 
this law is the response obtained when 
a tuning fork is placed near the open 
end of a cavity. If the dimensions of 
the cavity are such that the frequency 
at which the air in the cavity will vi- 
brate (this is called the “natural or 
fundamental frequency of the cavity”) 
is the same frequency as the tuning 
fork, the sound made by the fork will 
be greatly reinforced by the cavity. 


Flame is the source of the Sound 


The parallel between this example 
and a pulsating boiler or furnace can 
be immediately seen if we consider the 
burner flame as the source of the sound 
and the combustion chamber, flues, and 
smoke pipe of the boiler or furnace as 
the cavity. Then, if the sound produced 
by the flame happens to be the same 
frequency as the natural frequency of 
the boiler or furnace, the sound of the 
flame will be greatly amplified and 
boiler pulsation or “resonance,” as we 
will from hereon refer to it, will result. 


It is obvious after a bit of thought 
that there is a great deal of similarity 
between a boiler and organ pipe. Both 
are-continuous passages open on one 
end and excited by something that pro- 
duces a vibration. In the case of the 
organ pipe, the air and reed causes the 
sound; and in the case of the boiler, the 
flame. Thus, if a note of the same fre- 
quency as the natural frequency of the 
organ pipe is impressed upon it, “‘reso- 
nance” results, Likewise, if the flame 
of an oilburner produces a note of the 
same frequency as the natural frequen- 
cy of the furnace or boiler, resonance 
or pulsation should result. 


The laws governing the relationship 
between the dimensions of the organ 
tube and the frequency of the note pro- 
duced are well established. Therefore, 
if these laws were applied to pulsating 
furnaces, it would be easy to determine 
whether an analogy actually existed. 
This very thing was done by a research 
group of the American Gas Associa- 
tion with furnace elements that were 
known to pulsate and they concluded 
that the acoustical properties of the 
furnace elements obeyed the same laws 
as open end organ tubes; thus, pulsa- 
tion was simply a resonance of the 


fundamental frequency of the furnaces. 

This being the case, if the sound 
emitted from a pulsating boiler is 
analyzed, we should find one pre- 
dominant frequency which should bear 
some relationship to the length of the 
system as the laws of organ pipes re- 
quire. In the AGA study it was found 
that the furnace elements fired with a 
gas flame pulsated with a frequency 
whose wave length was twice the length 
of travel of the flue products, which is 
exactly the law of open end tubes. 
Thus the analogy between the two was 
definitely established. Keeping in mind 
that this research was done with a gas 
flame, it is important to determine if 
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an oil flame would produce the same 
phenomenon. 

Careful experiments in our own re- 
search laboratories indicated that while 
a definite relationship exists between 
the length of flue passage and the fre- 
quency of the pulsation, this relation- 
ship is not as clear cut as in the case of 
the gas experiments. Unfortunately, as 
this article is written, the experimenta- 
tion has not progressed sufficiently far 
as to determine the exact formula. 

Before going deeper into the sub- 
ject, it would be wise to summarize 
what we have so far explained. The 
phenomenon commonly known as 
boiler pulsation is basically a resonance 
condition with the flame as the excit- 
ing medium and the boiler or furnace 
as the resonating cavity. Pulsation ex- 
ists then whenever the flame produces 
a sound whose frequency corresponds 
with the boiler’s natural frequency. 

Next we should see what is known 
about the various elements of the sys- 
tem in an effort to determine how this 
resonance comes about, and finally ap- 


ply this knowledge to explain some of 
the reactions of pulsating systems. 

Since the flame is the thing. that 
basically causes the resonant wave to 
form, an analysis of it should prove in- 
teresting. Several investigators have 
studied the sounds produced by flames 
of various sorts. The Underwriters’ 
Laboratories performed an extensive 
work some years ago in analyzing the 
noises produced by oilburner flames. 

It is generally agreed that the flame 
itself produces a wide variety of noises 
in the burning process; however, the 
AGA study seems to indicate that the 
production of the resonant noise or 
pulsation is due not so much to the ac- 
tual noise of the flame as it is to the 
heat transfer itself from the flame to 
the air since they were able to produce 
the same resonance in an open end 
tube with either a gas flame or an elec- 
tric heating element which, of course, 
gave off no audible noise. 

Lewis and Van Elbe in their exten- 
sive investigations into the physics of 
flames by Schlieren photography sub- 
stantiated this opinion in their discov- 
ery that hot flue gases travel up from 
a flame in multiple spherical form 
which might possibly set an entire col- 
umn of air above it into vibration if 
enclosed in an open ended tube. 


Altering natural Frequency 


As we have already learned, the nat- 
ural frequency of a system is deter- 
mined by its length. Experiments in 
our laboratory indicate that in an oil- 
fired heating system, the natural fre- 
quency of the system can be altered by 
increasing or decreasing its length. It 
was found that the frequency of the 
pulsation varied directly with the 
length of the stack, increasing ap- 
proximately two cycles per foot as the 
stack decreased. However, since the 
flame is able to produce a wide variety 
of frequencies, it is doubtful if adjust- 
ing the length of the smoke pipe would 
be a practical method of pulsation con- 
trol as the problem of getting the prop- 
er length would be a time-consuming 
trial and error process on each installa- 
tion. Further, since the natural fre- 
quency of the boiler is effected also by 
the temperature of the flue gases, any 
setting once made might change due to 
variations in the heat transfer such as 
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changes in nozzle delivery, soot de- 
posits in the boiler, decreases in the 
efficiency of firing, smoking, etc. 

In an organ pipe the sound is one 
note only, Boiler pulsation appears to 
be a varying or modulating note, not 
a steady note of one frequency. Actual- 
ly when one analyzes the sound made 
during pulsation with the proper in- 
struments, one finds that there are a 
great many different frequencies pres- 
ent in greater or less magnitude. The 
frequencies generally will fall into one 
or more bands with a specific peak fre- 
quency. However, in all cases it has 
been possible for us to find one par- 
ticular frequency which is the funda- 
mental and whose amplitude greatly 
exceeds all others. 

It is interesting to note in this con- 
nection that when the boiler pulsation 
ceases, the resonant frequency van- 
ishes and reappears only during peri- 
ods of pulsation. To illustrate this, let 
us take an example from the field. A 
certain boiler was observed to pulsate. 
Sound measurements taken without 
the pulsation indicated that the sound 
generated by the burner fell into two 
distinct bands, one from 48 cycles to 
58 cycles, and the other from 125 cycles 
to 135 cycles. Opening the door or ad- 
justing the burner did not affect this 
range. When the boiler went into pul- 
sation, the frequency bands were great- 
ly reduced in intensity or eliminated, 
and a distinct resonant frequency of 
44 cycles was observed. Eliminating 
the pulsation removed the 44 cycle note 
and restored the original conditions. 


Resonant Frequency 


Actually, of course, the resonant fre- 
quency is not a steady note but varies 
in strength continuously. There is al- 
ways a minimum value below which 
the sound level does not fall, but it 
varies between this value and the maxi- 
mum. This, of course, is to be expected 
since the source of the sound; i.e., the 
flame, is not a steady state. It is impor- 
tant here to note that while it is com- 
monly believed that the fluctuation of 
the flame is a source of the pulsation, it 
is apparent after some study that this 
is not true. 

The belief springs from the fact that 
if one observes the flame of a pulsating 
boiler, it appears to swell and fall with 
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the pulsation causing the observer to 
feel that perhaps this strange behavior 
is causing the pulsation. Actually, how- 
ever, the opposite is true. We must re- 
member that pulsation while it is a 
resonant noise, like all noise it is ac- 
tually a pressure phenomenon. As the 
amplitude of the sound increases, so 
does the pressure change. Actually in 
boiler pulsation very large pressure 
variations can be found which, of 
course, will have an effect on the ap- 
pearance of the flame, causing it to 


swell and shrink as the pressure inside’ 


the boiler increases or decreases. 
Another popular fallacy concerning 
this very matter is that smoke some- 











how causes pulsation. Again the oppo- 
site is actually true. If the flame is ad- 
justed so that it is near the maximum 
efficiency of the burner, then anything 
which will cut down the air supply to 
the flame will cause the flame to smoke. 
When a boiler is in pulsation, the pres- 
sure inside the boiler will vary between 
positive and negative values and at 
times the pressure can become positive 
by several hundredths of an inch. 
When the oilburner is originally ad- 
justed, it is done so with a steady draft 
over the fire. However when pulsation 
occurs and a varying positive pressure 
is established in the boiler because of 
the resonance, the air delivery to the 
flame from the fan will be affected. 

It is of course well known that the 
air delivery of a fan depends on the 
pressure or draft against which the fan 
is operating. Therefore, when the pres- 
sure becomes positive in the boiler in- 
stead of negative, the volume of air 
supplied to the flame by the fan de- 
creases and thus the flame will smoke. 
This was easily proven in our labora- 
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tory by setting a boiler into pulsation 
and then increasing the air supply 
sufficiently to overcome the added re- 
sistance caused by the positive pressure 
in the combustion chamber where- 
upon the smoke stopped even though 
the pulsation continued. 


Pulsation on starting only 


With this background, it is possible 
to explain the wide variety of unusual 
things that happen with a pulsating 
boiler. Perhaps the most mystifying has 
been why a boiler will pulsate on start- 
ing only and not during running; and 
also why increasing or decreasing the 
firing rate will in some cases eliminate 
pulsation. 

As I have already noted, the natural 
frequency of the boiler is affected not 
only by its length but also by the tem- 
perature of the flue gases. To be exact, 
the natural frequency of the boiler is 
determined as a product of the wave 
length of the system times the velocity 
of sound through the system. 


The velocity of sound in a boiler is 
inversely related to the density of the 
gas in the boiler. Thus, the higher the 
temperature of the flue products, the 
less their density and accordingly the 
greater the velocity of sound through 
them. Therefore, as the temperature of 
the flue products changes, the funda- 
mental frequency of the system also 
changes. 


It is possible, therefore, that when 
the oilburner starts, the temperature of 
the flue products is so low that the 
fundamental frequency is outside the 
band of frequencies produced by the 
burner. As the boiler heats up, the 
fundamental changes and _ becomes 
within the range of the flame and reso- 
nance or pulsation begins. As the tem- 
perature still further increases, the 
fundamental frequency increases as 
well, and eventually goes beyond the 
range of the burner whereupon reso- 
nance or pulsation ceases. This was il- 
lustrated by one of the experiments 
performed in our own laboratory. 

A furnace which was known to pul- 
sate on starting was set up so that the 
stack temperature and the frequency 
of pulsation could be recorded. When 
the burner started, no pulsation was 
noted until the stack temperature 
reached 500° when a resonant fre- 
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quency of 52 cycles appeared. As the 
stack temperature increased, the reso- 
nant frequency increased as would be 
expected so that at a stack temperature 
of 600° the pulsation had become 55 
cycles. When the stack temperature 
rose to 700°, the resonant range had 
been exceeded and pulsation ceased. 
Increasing the stack temperature by 
increasing the oil input, of course, 
would not bring on pulsation. How- 
ever, when the stack temperature was 
decreased to below the 700° range, pul- 
sation was again established. The same 
thing is accomplished with a forced 
warm air furnace when the blower is 
turned on or off and explains why 
some furnaces pulsate only when the 
blower is either turned on or off. 


Effect of changing firing Rates 


Increasing or decreasing the firing 
rate of the burner either by changing 
the nozzle or changing the pump pres- 
sure seems to correct pulsation in some 
cases. This, of course, can be explained 
in exactly the same way as the pulsa- 
tion on starting only. Since there is a 
connection between the temperature of 
the gas in the boiler and the funda- 
mental frequency, anything that is 
done to move the fundamental fre- 
quency outside of the range where it 
will be excited by the burner such as 
increasing or decreasing the tempera- 
ture of the flue gases by increasing or 
decreasing the firing rate of the burner 
will, of course, eliminate pulsation. It 
might be noted here that it would be 
far more effective to decrease the firing 
rate than to increase it, as increasing it 
to eliminate pulsation frequently will 
cause pulsation on starting when the 
fundamental frequency of the boiler 
passes through the range where it can 
be excited by the flame. 


The sure cure for pulsation has al- 
ways been to vent the combustion 
chamber. The observant serviceman 
has noticed with a match flame or ciga- 
rette smoke that air is neither sucked 
in or blown out generally but the cham- 
ber breathes. Actually what is happen- 
ing from a physics point of view is that 
the resonance is being dampened by 
being vented to the atmosphere. Easy 
as this solution may be, it is hardly the 
best as it does (especially with a high 
draft) affect the firing efficiency. 


From this discussion it should be 
obvious that it is ridiculous to say that 
a certain boiler or furnace tends to- 
ward pulsation, for any boiler or fur- 
nace will pulsate if excited by the 
proper oilburner, The apparent ten- 
dency for some systems to cause pulsa- 
tion while others do not is more pro- 
nounced when we compare cast iron 
systems with steel. The incident of pul- 
sation is generally greater in the latter 
than in the former. The reason for this 
is simple. In order to have a resonating 
cavity, it is always necessary to have a 
tight system; i.e., a system which does 
not have air leaks. Cracks or other 
leakage to the atmosphere will destroy 
the resonance effect due to dampening. 
Thus most welded steel units are effec- 
tive cavities since they contain no 
leaks. However, it is very difficult if 
not virtually impossible to seal a cast 
iron sectional unit against leakage 
which renders them dampened cavities 
incapable of resonance. Of course the 
leakage in cast iron units is harmful to 
efficiency as well and therefore does 
not provide a satisfactory solution. 

Unfortunately, to this writing no 
one has definitely discovered a cure for 
the problem although we are continu- 
ing to search. However I do hope that 
this article has shed some light on the 
fundamental causes of the phenomenon 
and taken away at least some of the 
mystery connected with it. 
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Chairmen designated 
for OHI Committees 


CHAIRMEN for various committees were 
named during the meeting of the Ex- 
ecutive Committee, Oil-Heat Institute 
of America, held in New York on 
April 25. President T. A. Crawford 
was requested to appoint members to 
the committees, with the names to be 
submitted to individual chairmen for 
approval and for the addition of extra 
members as needed. 

The following nine members were 
appointed chairmen of the indicated 
committees: R. S. Bohn, Constitution; 
Nat Hunter, Engineering; C. S. Die- 
ter, Finance; H. H. Wilkinson, Mem- 
bership; George Hochstein, Planning; 
L. A. Casler, Public Relations; Frank 
Kirwan, Trafic; T. A. Crawford, 


Show and H. H. Wilkinson, Nominat- 
ing. This latter committee is an interim 
committee to act, if necessary, before a 
nominating committee is appointed to 
pick nominees for election to the board 
of directors at the annual meeting. 
Mr. Wilkinson will be assisted by the 
chairmen of the Distribution and Ac- 
cessory Division and two representa- 
tives from the Manufacturing Div. 

A tenth committee chairmen, to head 
a Government Committee, is to be 
named after NPA announces the In- 
dustry Advisory Committee for the 
oilburner industry. 
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Spiess resigns as Secretary, 
Distribution Division, OHI 


W. O. SPIESS has tendered his resigna- 
tion as National Secretary, Distribu- 
tion Division, Oil-Heat Institute of 
America, Inc., with the explanation 
that while he was happy in his present 
position he has decided not to follow 
trade association work as a career. He 
left the end of May and the Institute 
is trying to secure a replacement. 

A prospectus prepared on the job ex- 
plains that the National Secretary, 
Distribution Division, works under the 
supervision of the Institute’s Manag- 
ing Director and is responsible to the 
elected chairman of the Distribution 
Division for executing plans, programs 
and policies approved by the Division. 
The Secretary is concerned directly 
with the 25 Chapters of wholesalers 
and dealers in oilburning equipment 
and fueloil and some 1600 individual 
members many of whom are not lo- 
cated in Chapter areas. 

The general aspects of his position 
require an ability to analyze, evaluate 
and interpret news, a working knowl- 
edge of advertising and sales promotion 
techniques and a knowledge of how to 
organize a group of oilheating and 
fueloil dealers into local Chapters. He 
also must be a good correspondent and 
be able to accept a limited number of 
speaking assignments before member- 
ship and non-membership groups on 
OHI and industry subjects. R. H. L. 
Becker, managing director, Oil-Heat 
Institute of America, 6 East 39th St., 
New York 16, is accepting resumes 
from applicants. for the position. 
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Small tidewater Plant pays 


In which the Marran Family has had an interesting History 


by 
Robert Gray 


45 HE FACT THAT the Marran family 
out at Patchogue, Long Island, 
celebrated this spring its 60th anniver- 
sary in the same business is not the 
reason for this story. Quite a number 
of fueloil marketers have been in busi- 
ness that long, particularly since so 
many of them graduated into fueloil 
from the coal business. 

The more interesting things about 
W. R. Marran’s Sons, Inc., are that 
the company has been operated since 
1935 by a widow of one of the Mar- 
rans while raising four children as a 
sideline, and the fact that a company 
with under three million gallons in 
sales volume can afford its own tide- 
water plant and barge deliveries. 

As for company history, it was some- 
what unusual that the whole 60 years 
since the start in 1891 were in the oil 
business. It was never coal. The early 
William Marran made a deal with 
Standard Oil Co. of New York back 
in the Rockefeller days to sell its kero- 
sene and lube oils. When that company 
became Socony the supply source was 
continued, so it’s been a case of 60 
years’ buying from one supplier. 

Grandpa Marran drove his wagon 
around the streets selling kerosene from 
door to door. Kerosene cooking and 
lighting were the newest modern house- 
hold gadgets in the nineties. The horse’s 
name was Yankee Doodle. In the 
week-ends he was dressed up in racing 
colors and competed with the neigh- 
bors’ horses for speed honors. 
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The kerosene business was slipping 
badly in the early years of the new 
century as electricity and gas were tak- 
ing over the lighting load, Gasoline, 
for the new horseless carriage, was to 
save the oil industry. The second gen- 
eration, sons of William and named 
Francis L. and Robert, did most of their 
business in gasoline. 

Then Francis bought out Robert, 
getting full control, but soon afterward 
he died. His widow made a difficult 
decision. With four children ranging 
in age from 12 down to less than a 
year, she decided that she could run 
the business and preserve it for her 
own boys, the third generation. Mrs. 
Marran had not been around the of- 
fice; she knew nothing of business ac- 
tivities or management methods, but 
with the help and guidance of the em- 
ployees she made it go. 

That was in 1935 and the gasoline 
business was fast being supplanted by 
fueloil, since the family was not build- 
ing highway service stations. Today 
the only gasoline business is done at one 
service station located at the bulk 
plant and at the two pumps on the 
dock where pleasure boats come in 
summer months for a fill. This business 
runs as high as 3,500 gallons a day 
on July and August weekends. 

The story goes that when Mrs. Mar- 
ran first ran the business she also chased 
around after new accounts; no Patch- 
ogue family in those years ever moved 
from one house to another, no new 
family ever came to town, without her 
showing up with the moving van to ask 
for the fueloil business. She always 


walked, wouldn’t learn to drive a car, 
still doesn’t . . . that’s a man’s job. 

In a small town like Patchogue, Mar- 
ran’s million gallon storage capacity 
looks impressive. It is large for a firm 
doing just under three million gallons 
in sales of all products, for the stock 
turnover is less than three times a year. 
But back in 1909 Grandpa Marran 
had bought a piece of property on the 
shore of an inlet from Great South 
Bay, so that today a bulk plant so situ- 





Mrs. Francis Marran has managed the 
business since 1935, while raising four 
young children, with three of them 
now through college. A clearly femi- 
nine type after 16 business years she 
cooks the family dinners, at least when 
guests are there, and she won't learn 
to drive a car because that’s men’s 
work. 
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ated can get barge deliveries if it has 


large enough tanks. 


Deliveries by barge bring a large sav- 
ing in cost. The present William Mar- 
ran, oldest of Mrs. Marran’s boys and 
now helping with the management, 
estimates that the barge operation 
saves around 7/10¢ a gallon, partly in 
the lower barge price level and also 
in the saving in transport charges from 
another terminal on the island. The 
Marran bulk plant, if being built to- 
day, would probably cost a hundred 
thousand dollars all told. That is a big 
investment to handle sales of under 
four hundred thousand dollars. But the 
7/10¢ saving in cost (or increase in 
margin) represents twenty thousand 
dollars a year and that of course is a 
splendid return on the bulk plant cost. 


Fueloil is delivered in a 30 mile 
radius from the plant, but two-thirds 
of the volume is within ten miles. The 
far deliveries are to larger customers, 
estates, institutions and such. With a 
modern fleet of six tank trucks and 
unusually good dispatching methods, 
the trucks are averaging 4,500 gallons 
delivered in eight hours. 

Last fall the company received spe- 
cial notice in the industry when one of 
its employees won a first prize in FUEL- 
om & Or Heat’s Useful Ideas Con- 
test. The idea that won it had to do 
with adjusting degree-day calculations 
for sun and wind effect, both quite im- 
portant at the shore. After accurately 
determining the “K” factors for the 
homes of three employees, recording 
clocks were installed in these houses to 
show the actual running time of the 
burners each day. When the average 
of the three clocks is checked each 
morning against the average “K” fac- 
tor the sun and wind effect become 
apparent. So a plus or minus adjust- 
ment is made to the cumulative degree 
day total, and this automatically ad- 
justs all customer records for sun and 
wind. 

The recording clock routine has 
since been carried into oilburner work. 
Before replacing a combustion cham- 
ber or even a nozzle, the recorder is 
left on for two days. This fixes the 
true firing rate under current condi- 
tions, which of course are checked with 
instruments. 

After resisting going into the oil- 


On the dock, William R. Marran, 
right, takes the breeze with Robert 
Gast, Socony representative. A new 
office is under construction at the left. 
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burner business for many years, the 
company started in 1949 selling Delco 
burners, and now has an arrangement 
with an appliance store on Main Street 
for a show window display. 
Marran’s had preferred to work with 
local oilburner dealers, giving them 
leads and getting some back in return. 
But more recently in that neighborhood 
some service men have been getting 
burner users to switch oil suppliers by 
telling them that their burner service 
troubles were due to bad oil . . . the 






















service man of course getting an oil 
commission from the new supplier. 
This has made it almost mandatory 
that Marran’s go all the way into oil- 
heating, so they can service their own 
oil accounts, keep them happy and also 
get new ones through direct burner 
sales. 

Patchogue is a pleasant town, sixty 
miles from New York. It’s a home 
town. After sixty years in business you 
know everybody, even the newcomers 
because you make it a point to look 
them up. Oilheating in such a commu- 
nity is more than making a living; it’s 
a way of life, a pleasant, satisfying life 
in the generations of the Marran 
family. 


New Jersey fueloil Meeting 


Draws record Attendance 


GS se THIRTEENTH ANNUAL con- 
vention of the Fueloil Distribu- 
tors Assn. of New Jersey drew an un- 
usually large registration of industry 
men to Asbury Park May 3 and 4. 
By the evening of the first day the fig- 
ure had passed 800 and some few more 
registered on the 4th. This is nearly 
double the number attending last year. 
The greatly enlarged interest reflects 
uncertainties in the fueloil business and 
a desire by distributors for help from 
the speakers. 

The first speaker, Kirk B. Shivell, 
New York marketing and advertising 


counsel, emphasized the absolute neces- 
sity for improved efficiency in fueloil 
distribution if the average marketer is 
to survive. In his opinion, our industry 
has just now reached full maturity. In 
the development years many slipshod 
practices and slipshod operators were 
able to keep going, but now he feels 
that with rising costs and relatively 
small margins for the years ahead, only 
the efficient will survive. Survive they 
will, he believes, because he predicts 
that the independent oil marketer will 
dominate more of the fueloil market 
than he serves today. 
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.... New Jersey Meeting 


The next speaker, Robert Gray, 
FuELor & Om Heat editor, explored 
the outlook for continued oilheating 
growth in a defense economy. He 
forecast burner installations this year 
as only a little below 1950, although 
factory shipments are expected to drop 
materially. He re-emphasized his be- 
lief that the fueloil supply problem for 
next season is largely an economic one 
... that we would hear little of it if re- 
finery prices at the Gulf had not been 
frozen at a point so far below gasoline. 


Van Cleve on Public Relations 


H. B. Van Cleve, president of Mari- 
time Petroleum, New York, spoke of 
Oil Industry public relations. He 
pointed out that the fueloil industry is 
typical of American business, that the 
great bulk of its volume is handled by 
several thousand small business men. 
Small business men are reluctant to 
seriously study public relations, feeling 
that it’s only a job for the large compa- 
nies. Van Cleve showed that in API's 
first postwar survey of public opinion, 
more than a third expressed views an- 
tagonistic to the oil industry, most of 
them considering it monopolistic. 

He emphasized concentration on 
educating the youth of the country to 
understand American business and 
specifically our industry. In a recent 
survey by Junior Achievement groups 
throughout the country it was amazing 
to learn that 65% of all high school 
students interviewed said that Govern- 
ment should take over and operate all 
business. And these, Van Cleve men- 
tioned, are our citizens of tomorrow. 
He talked of the work done with high 
school students by Horace Davenport 
of Salem, Mass., in asking them to take 
over and run his business for a day, 
and then mentioned the work being 
done by L. T. White of Petroleum Ad- 
visers, New York, in pioneering oil in- 
dustry education in New York public 
schools. 


Butler urges Storage 


Wiley Butler, president of Coastal 
Oil, Newark, spoke briefly on the 
necessity for dealers increasing their 
fueloil storage capacity, particularly in 
Eastern States this season. Then he in- 
troduced Normal Brassler, vice-presi- 
dent of The Paterson Savings and 
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Trust Co., who had prepared a paper 
on “Financing and Banking the Fuel- 
oil Dealer.” 


He believes that one of the most 
pressing needs of the fueloil marketer 
is more capital. He mentioned a recent 
oil industry survey in which 62% of 
the marketers questioned wanted to 
know how to raise money for expan- 
sion. Showing why so many fueloil men 
are short of capital, he mentioned: (1) 
the higher costs of carrying inventories 
with oil costing twice its prewar price; 
(2) operating costs continue to mount; 
(3) inflationary pressures are more in- 
tense and will get worse; (4) accounts 
receivable are higher because of higher 
billing prices; (5) customer expansion 
is faster than profits will finance; (6) 
collections are slower. 


He considers it sound to borrow for 
capital assets and also for short-term 
capital needs at banks. He explained 
several types of short-term loans and 
what bankers require to grant them; 
then he told of longer term capital 
loans, mostly of a property investment 
nature. 


Urging that fueloil distributors get 
acquainted with their bankers before 
they run into a tight spot, he urged that 
bankers be brought into the marketer’s 
confidence and given an understand- 
ing of the operation of the business; 
this could result in a lot of useful finan- 
cial advice even if there were no im- 
mediate need for assistance. 

Speaking of a desirable set of finan- 
cial ratios, particularly to warrant un- 
secured loans, he finds these about 
necessary: (1) current assets to liabili- 
ties, 2 to 1; (2) net profit on net sales, 
2 to 5% after all taxes; (3) net profit 
on net worth, 10% minimum; (4) 
collection period, average 25 days. 


Dene Hodges for PAD 


Dene B. Hodges, director of the sup- 
ply and transportation division, P.A. 
D., Washington, was the featured 
speaker on the second day. He warned 
fueloil distributors to move every pos- 
sible drop of fueloil as far out on the 
supply line to the ultimate consumer 
as possible while supplies are still easily 
available during the summer months. 
Otherwise he predicts that transporta- 
tion facilities will be tight next winter. 
He said that PAD is now concentrating 


its efforts on getting added storage ca- 
pacity erected at points that are frozen 
in through the winter. He mentioned 
that new storage tanks which will con- 
tribute to the defense program can be 
processed under the accelerated amor- 
tization procedure, which means that 
they can be depreciated for tax pur- 
poses at 20% a year. This is worth in- 
vestigating by marketers who need 
more storage capacity. 

The other second day speaker was 
W. R. Scheuman, Cities Service Re- 
search and Development Co., who 
talked on the “Quality of Present Day 
No. 2 Fuels.” Mentioning that they are 
harder to burn than 10 years ago, they 
yet have a higher heating value, im- 
proved stability and cause less nozzle 
clogging. 
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U. S. Department of Labor 
Fueloil Prices (March) 


FIELD INVESTIGATORS for the Depart- 
ment of Labor monthly check prices 
of principal fuels in several cities in 
each section of the country. Getting 
retail quotations from various sup- 
pliers in each market, the prices are 
averaged and published. Those in the 
table that follow were taken March 
15 (cents per gallon) : 


Range No.1 No.2 No. 3 
Boston 14.73 14.57 12.50 
Manchester 15.30 14.80 13.20 
Portland, Me. 14.40 14.40 12.40 


3 Buffalo 14.95 ne etre bacl4 
1 New York ee ao: Leo ae 
Philadelphia ae S45 22.20 te 
1 Chicago 14.91 14.48 13.63 13.61 
4 Detroit 5.0) RESTS. BAO a 
Milwaukee ss EATS 13:84 23572 
1 Kansas City .. 12.83 11.83 11.73 
Minneapolis 14.97 14.73 13.68 13.73 
1 Baltimore wc L936 32:44 be, 

1 Wash., D. C. 52 hS184 12.85 
Jacksonville sc, BAST 23.60 me 
Norfolk xo. 3,6052:20° 12:20 
Richmond ««, L400) 12:60 ory 
2 Savannah oe 4609 13.97 ‘ge 
5 New Orleans 6 TERS 12587 Ade 
Portland, Ore. .. 14.34 12.10 6.90 
6 San Francisco os UBT 1154 6:85 
4 Seattle os. BA 19:36 Bit 





1 Prices include 2 percent tax. 

2 Inspection tax of one cent per gallon 
included on kerosene only. 

3 Prices include 1 percent tax. 

4 Prices include 3 percent tax. 

5 Prices include 3 percent tax on all fuels 
except gas; prices for kerosene and 
fueloil No. 1 also include one cent per 
gallon State health tax, and 1/32 of one 
cent per gallon State inspection tax. 

6 Prices include 3.5 percent tax on all 
fuels except gas. 
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Toward cleaner Combustion 


RACTICAL SERVICE MEN as well as 

high-minded theorists can be riled 
by soot deposits in oil-fired furnaces 
and boilers. 

In the April, 1950 issue appeared a 
question from C. A. H., Newark, a 
heating man annoyed by the carbon 
film on the block of heavy refractory 
material inside the firing door of the 
oil boiler in his own home. 

In the September 1950 issue, service 
man G. J. of Greenlawn, N. Y., ex- 
plains he is new at burners but finds 
too much soot in every boiler he sees. 
He wants boilers to have clean, white 
heating surfaces. 

Then in the Readers’ Problem de- 
partment of the October, 1950 issue of 
FuELOIL & O1t HEAT appeared a let- 
ter from G. F. J., London, proving a 
scientific Englishman can have com- 
bustion ideas helpfui to a Newark 
heating contractor trying to clean up 
his own boiler. 

To top off this Readers’ Problems in- 
terest in soot, three entries sent into 
the FuEoi & Ort HEAT Useful Ideas 
Contest complained about the escape 
of soot from typical swinging-disc type 
draft regulators. 

Impressed by all this talk about 
minimizing soot in furnaces and boil- 
ers, FUELOIL & Ort HEAT technicians 
decided to find out what could be done 
on an actual installation to reduce car- 
bon formation. 

Just for test, the combustion engi- 
neer’s boiler was fired at 2.25 gph for 
a few days, a firing rate much higher 





than needed to heat the house. This 
gave a stack temperature of 605° in- 
stead of the 430° which was usual on 
this job. With windows open to avoid 
90° in the house, the burner was kept 
running two hours at a time. Results: 
The direct heating surfaces lost their 
soot and became white; the refractory 
lining inside the firing door became 
clean because its soot-coating was 
burned off. 

Then, putting the boiler back into 
normal service produced again the soot 
film inside the firing door and on the 
direct heating surfaces. The stack tem- 
perature was 430° again. In 30° 
weather, the burner ran only about 15 
minutes every two hours. 

To prove a point, the combustion 
engineer removed the block of heavy 
refractory material from the inside of 
the firing door and substituted the lin- 
ing of insulating firebrick shown in the 
photograph. True, a microscopic 
amount of carbon may be deposited on 
this new lining during the first few sec- 
onds following a cold start. However, 
the lining heats quickly to a tempera- 
ture high enough to burn off any car- 
bon, and to keep itself clean even with 
oil burner “on” periods as short as four 
minutes for summer water heating. 

The photograph of the tubes and di- 
rect heating surfaces was taken after 
the boiler had been fired one month 
during the heating season by a flame 
which turned out lopsided after a new 
1.35 gph nozzle was tried, and which 
purposely was left lopsided by the 

















fueloil & oil heat 
Short Short Article 
on Burner Service 


curious combustion engineer. 

Heavy on the right, the flame gives 
relatively high heat to the tube ends 
and tube sheet on the right, keeping 
them free of carbon. Later the flame 
was made straight through installing a 
good nozzle, and tuned for the same 
CO, reading. This gave the same smoke 
reading obtained earlier with the flame 
crooked. Operated according to the 
same on-off cycle used before, this 
straight 1.35 gph flame did not leave 
white any of the tube ends or direct 
heating surfaces. 


The combustion engineer believes 
this indicates that hard-firing a particu- 
lar part of the boiler cleans it up. 
Spreading the heat from the same flame 
over all the direct heating surfaces 
causes them to stay cool while the 
burner operates. With the boiler direct 
heating surfaces below some certain 
temperature with the burner in opera- 
tion, these surfaces become coated with 
soot. Operating above this tempera- 
ture, these surfaces remain free of 
soot. 

All this ties in with a saying we first 
published years ago: An underfired 
furnace or boiler, giving a stack tem- 
perature below about 450°, tends to 
be a soot machine. Where unfortunate- 
ly you obtain a stack temperature 
above 900°, the flue passages may 
never need cleaning. 











Fuel pump Salvage with Inserts 


New maintenance Facility cuts down number of Discards 


by 
Howard O. Haas 


RK“: PUMP CASTINGS formerly 
scrapped because of worn and 
stripped threads are now salvaged 
with helical-wire thread inserts in the 
rebuilding department of a Long Is- 
land oilburner parts supplier. These 
Heli-Coil thread inserts provide new 
threads that are stronger, more wear- 
resistant and more corrosion-resistant 
than the original threads. In addition 
they are quickly and easily installed. 
Between 10 and 20 defective fuel 
unit castings, or approximately 1 pct 
of the units processed, are repaired by 
the wire-insert method in the machine 
shops of Sid Harvey, Inc., Valley 
Stream, N. Y. each week. At a sav- 
ing of $3 and more per casting, this 
amounts to a yearly saving of over 
$2,000. 
thread inserts permit re-use of obso- 


Equally important, these 


lete castings that might not be obtain- 
able at any price. 


Damaged Threads are marked 


In most cases, castings experience 
no appreciable service wear. How- 
ever, when worn or damaged threads 
are found in the inspection operation, 
they are chalk-marked for easy iden- 
tification and the casting is put aside 
for repair. 

A typical fuel unit with a worn 


thread in one of its valve-port open- 
ings is shown being chucked into a 
lathe in Fig. 1. The boss containing 
the worn threat is readily identifi- 
able by its circular chalk marking. 
The thread in this valve-port is 7-18. 
Other units have 1-20 and 1 1/16-20 
threads in their port openings. 

Repair operations follow this pat- 
tern: (a) the damaged thread is 
cleaned out with a drill larger in diam- 
eter than the major diameter of the 
original thread, (b) the hole is re- 
tapped with a special oversize tap, 
and (c) a helical thread insert is in- 
stalled. Fig. 2 shows the worn 7-18 
thread being removed with a 57/64- 
in. drill mounted in the tailstrock of 
the lathe. Next, a special tap labelled 
“7-18 Heli-Coil” is used to retap the 
hole oversize, Fig. 3. 


Inserting the Heli-Coil 


After the drilling and tapping op- 
erations, the fuel pump casting is re- 
moved from the lathe and placed in a 
vise. Here, the operator gives the 
Heli-Coil insert a starting turn into 
the new thread by hand, and then 
positions the inserting tool for the final 
inserting operation, Fig. 4. 

The Heli-Coil insert (made by 
Heli-Coil Corp., Long Island City, 
N. Y.) is then screwed into the pump 
casting until it is a quarter to half a 
turn below the machine surface of the 


boss, as shown in Fig. 5. In its free 
state, the insert has an outside diam- 
eter larger than the diameter of the 
tapped hole. The action of the insert- 
ing tool during installation com- 
presses the insert to slightly less than 
the inside diameter of this hole. Upon 
removal of the inserting tool, the in- 
sert expands and permanently locks 
itself in place. 


Completed in five Minutes 


For a through hole, the notched 
tang of the insert is held in the jaws 
of a plier and bent back and forth a 
few times. This detaches it from the 
insert. Blind holes do not require 
tang removal. The entire operation is 
completed in 5 min. 

Thread repair operations on other 
fuel units are the same, except that 
the damaged threads are cleared out 
with l-in. and 1 1/16-in. drills re- 
spectively and retapped with special 
taps identified by and keyed to the 
original thread size. 


Fig. |. (left) The upper right valve 
port opening in this oil burner fuel 
pump casting contains a badly worn 
thread. First step in the wire-insert 
thread-repair operation is the chuck- 
ing of this castings into the lathe. 


Fig. 2. (right) When properly aligned, 

the worn threads are cleaned out with 

a drill slightly larger than the major 
diameter of the original thread. 
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Fig. 3. (left) The cleaned out valve- 
port opening is then tapped oversize 
with a special Heli-Coil tap. 


Fig. 4. (right) Prior to installation 
with the inserting tool, the 7-18 
thread insert is started into the hole 


Originally, damaged-thread  cast- 
ings were salvaged by tapping to the 
next oversize thread and making over- 
size parts to fit. This took 2 to 3 man- 
hours. Neglecting material costs and 
considering only the labor charge, it 
was found that repair costs amounted 


to more than the casting was worth. 
New threads stronger than original 


For this reason, thread repair op- 
erations by the oversize-thread method 
were soon discontinued. From that 
time until the wire-insert method was 
instituted, all fuel pump castings hav- 
ing damaged threads were discarded 
as scrap. During the past two years 
over 1500 fuel units have been re- 
paired with helical thread inserts. In 
addition to the cost saving per unit, 
none of these has ever come back be- 
cause of a damaged insert thread or 
because of unsatisfactory sealing 
qualities. 

Thread damage to a fuel pump cast- 
ing usually occurs during servicing 
and is caused by the following: (1) 
cross-threading, (2) application of an 
excessive tightening torque, (3) fail- 
ure to replace the lead valve-port 
gasket, or (4) abrasive wear. 

The strength of the 18-8 steel wire 





inakes the new threads stronger than 
the original threads. This increased 
strength makes it practically impos- 
sible to cross-thread valve plugs into 
pump castings. It also prevents the 
stripping of valve port threads when 
plugs are tightened excessively. Un- 
controllable factor is the serviceman 
forgetting to replace the lead gasket. 

The tough, smooth surface of the 
precision-formed stainless steel wire 
insert makes threads wear practically 
negligible and provides good seating 
qualities between both the casting and 








the valve plug units. The latter is im- 
portant in order for the pump to op- 
erate successfully under high pres- 
sures and vacuums. All units repaired 
with Heli-Coil inserts are tested to 
pressures up to 200 psi and vacuums 
of 20 in. of mercury. 


Fig. 5. (bottom) The installed Heli- 

Coil insert can be seen half a thread 

pitch below the boss surface of the 

salvaged fuel pump casting. The only 

tools necessary for the complete op- 

eration are a drill, a tap, an inserting 
tool and a pair of pliers. 























Open House dedicates 
Danna’s new Building 


tes RECENT OPENING of new of- 
fices and showrooms at 501 Burn- 
side Avenue, Inwood, Long Island, 
N. Y., by the Danna Oil Company, 
Inc., marked the climax of a steadily 
increasing fueloil and oilburner busi- 
ness. Three brothers, Thomas, Lee and 
Dominick D’Anna, are present pro- 
prietors of the firm, founded by their 
father in 1922. Thomas is president of 
the corporation, Lee is vice-president, 
and a sister, Mrs. Fannie Brady, is 
secretary-treasurer. Dominick is active 
in service and installation work. 

An open house celebration on April 
14 marked the opening of the new 
building, featured by a drawing for 
two conversion oilburners and controls. 

The father began the firm with a 
kerosene truck and continued in busi- 
ness for himself until shortly before 
World War II. At that time fueloil, 
oilburners and service were added. 
General Electric oilfired units are sold, 
with Sun-Ray pressure oilburners of- 
fered for conversion work. 

Today, Danna operates five fueloil 
trucks, one with 1500 gallon capacity, 
‘two with 1800 gallon tanks, one 2400 
gallon truck and a 700 gallon unit for 
kerosene deliveries. Also, four service 
and installation trucks are maintained. 

Last year a total of 2 million gallons 


of fueloil were delivered to 850 cus- 
tomers, an average of about 2350 gal- 
lons per customer. This is considerably 
above the national average of 1883 gal- 
lons for 1950, mainly because Danna 
has a number of customers in large, 
old-fashioned residences in nearby Far 
Rockaway and Arverne. These many- 
roomed houses represent a high pro- 
portion of total customers and require 
quite a bit more fueloil for heat and 
hot water requirements than the nor- 
mal sized home. 

Also, there are a number of summer 
resort hotels in the area and Danna 
supplies many of them with fueloil for 
hot water heating, which represents a 
rather sizable volume of oil moved dur- 
ing the summer months. 

The facilities at Danna’s former lo- 
cation, which it had occupied for 12 
years, became inadequate as the com- 
pany’s services and business increased 
and a complete new building at a new 
location was decided upon. The one- 
story brick structure that was built 
fronts on Burnside Avenue and con- 
tinues around on a side street, where 
the garage is located. 

Oilburner parts and controls are 
stocked in a separate room that is sup- 
plied with ample shelf space and which 
contains also a work table where it is 





L. to r.: Thomas, Lee and Dominick D’Anna, and their sister, Mrs. Fannie Brady, 
operators of Danna Oil Co., Inc., Inwood, N. TY. 
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planned to mount test benches for shop 
work on controls and pumps. 

The main central portion of the 
building contains executive and busi- 
ness offices, washrooms and a wide ex- 
panse of floor and window space for 
displaying equipment. Radiant coils in 
the floor heat the building with forced 
circulation hot water from an oilfired 
Fitzgibbons boiler. 

In the way of burner service Danna 
offers six different plans to its fueloil 
customers. The cheapest plan includes 
only cleaning and adjustment of the 
burner and controls, with vacuum 
cleaning of the system offered sepa- 
rately on another plan. A third is a 
combination of these two, with a 
fourth including the cleaning, adjust- 
ing and vacuuming, plus all burner 
service calls for one year. 

The most comprehensive plan in- 
cludes all these items, plus the installa- 
tion of any oilburner part that requires 
replacing—plain thermostat, aquastat, 
pressuretrol, motor, fuel pump, trans- 
former and nozzle. The sixth plan is 
similar to this one, except that it ex- 
cludes the vacuum cleaning job. 

With such a variety of plans to 
choose from, a customer is enabled to 
select any number of service items, or 
combinations, to obtain a simple clean- 
ing and adjustment of burner and con- 
trols for $3.50, or a year-round policy 
covering service calls, parts, vacuum- 
ing, cleaning and adjusting for $25. 

In 1950 Thomas Danna reports the 
company sold a total of 80 oilburner 
installations, about equally divided 
among units and conversion burners. 
The first few months of 1951 were 
slow, he continues, but early in May 
there were 11 installations on the 
books. Just recently a full-time sales- 
man was added and with this extra im- 
petus Danna is looking forward to a 
continuation of its healthy oilburner 
and fueloil business. 
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Electric Heating in New York 


In spite of 2¢ Kw Cost, quite a few Homes use it 


LECTRIC HEATING IN the Grand 
Coulee country of Eastern Wash- 
ington, where rates are $19 a Kw year 
... electric heating in the TVA states 
where the charge is four mills a Kw; 
those situations are understandable. 
But electric heating in the heart of 
New York City where the lowest rate 
is two cents a Kw seems incredible, yet 
it’s being done. 

Running into A. J. (Tony) Sbare 
at industry meetings, he has mentioned 
several times that he is selling some 
electric heating for homes and com- 
mercial buildings. Tony has a substan- 
tial oilburner and service business in 
the Bronx. Because of a lifetime’s ex- 
perience, he is being called more often 
these days as a consultant on trouble 
jobs, big jobs. 

Tony was always a pioneer, an im- 
aginative type, going back to his Elec- 
trol. days of the twenties. Public 
spirited, he has been in the forefront 
of association activities in the Metro- 
politan area most of his adult life. Just 
now he is on three committees to help 
the New York Board of Education get 
some oilburner courses started in its 
trade schools. 

In pioneering electric heating, he has 
no plan to give up oilheating or even 
to sidetrack it. Rather it’s something 





A. J. (Tony) Sbare, pioneer oilheating 

engineer in the New York market, is 

finding considerable success installing 
electric radiant heating. 


new, something different, and he be- 
lieves it will be very important ten 
years from now. He was pointing out a 
curious circumstance. When he helped 
introduce oilheating to Westchester 
County twenty-five years ago, it was 
the rich families with big homes that 
bought it first. With electric heating 
the reverse is true. 

Tony steered the way to look at a 
half dozen homes where he had made 
installations long enough ago for the 
owners to have a good cost record. 
Strangely, these were small homes, lo- 
cated in the cheaper parts of the Bronx, 
homes of working people. At one of 
these homes, not illustrated, where the 
owners had spent $1,350 for an elec- 
tric heating installation, the visitor's 
first impression was that he would not 
give that price for the whole house. 

What has caused folks like these to 
want electric heating? In the first place, 
only one of the homes visited had pre- 
viously used central heating in any 
form. The others were accustomed to 
space heaters, or bail-type portables in 
some rooms. Incomes in these house- 
holds are up. Often several members 
are working. 

Mom has come into her own at last. 
Pop and the boys and the girls have 
showered her with everything electrical 
to make life easier. Kitchens glisten 
with the porcelain white of freezers 
and automatic washers and dryers. The 
old kitchen table has given away to 
chromium and plastic surfaces and the 
chair upholstery is by duPont. 

They wanted better heating, but 
they wanted individual room heating 


Typical small homes in the Bronx, New 
York City, entirely heated with elec- 
tric panels. In the top one, Sbare in- 
stalled eight panels grouped into three 
thermostat zones. He replaced some 
wiring with heavier types, put in a 
switch and fuse panel box and insu- 
lated the bottom of the floor with 
aluminum foil stapled to the joists. The 
price, two years ago, was $850. Elec- 
tric bills, including heating, cooking 
and all other household facilities were 
$186 in the first 12 months. 


because they were used to it, so Tony 
has sold them a system of radiant wall 
units. It seemed incredible that such 
families could afford the electric bills, 
at least after things get back to more 
normal incomes. But, amazingly, the 
bills are low. We studied several of 
them for the cold months, December 
through February. These four and five 
room houses would have total electric 
bills of perhaps $25 in the coldest 
month, and these were at the high 2¢ 
rate, don’t forget. With only 3,400 odd 
Btu in one Kwh, how are such figures 
possible? 



































































High and low wall types are shown in 
Appleman’s display, at top. Next is 
Gellis’ meat market on 161st St., in 
the Bronx where electric panels were 
installed low behind the counters to 
keep warm the feet and legs of the 
butchers. The rest of the room is kept 
cool to preserve the meats. Bottom 
photo shows living room in Sbare’s 
house with electric panels installed 
under the windows. 
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This seems to be the answer: those 
families heat rooms only when and if 
they use them. Each room has its own 
wall thermostat and also a cut-off 
switch. Only one or two rooms are 
heated at one time as a rule. As a per- 
son went into any room to stay awhile, 
he would flip the switch and the heat- 
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.... Electric Heating 


ing started. On leaving the room he 
would turn it off. 

There could be no comfort in that 
kind of sporadic heating if most fuels 
were used, but with radiant electric 
heating it works. The electric panels, 
with anywhere from one to four in a 
room, gain their full heat and radiant 
effect within about two minutes after 
being turned on. Within five minutes 
they will have warmed any person in 
the room who may be in range, which 
means within a 90° angle from the cen- 
ter of any unit. 

That person will be fully comfort- 
able as long as he stays in range. The 
rays do not heat the air; they heat the 
object they contact. At the start there 
will be no heating effect in the back 
corners of the room outside the radia- 
tion angle, but after a while enough 
heat is released from objects in the 
room, that have been warmed by radi- 
ation, to warm the air all over and thus 
the thermostat cuts off the units. Once 
a room has been fully warmed by this 
method air temperatures will not vary 
more than five degrees from floor to 
ceiling. The radiation from the start, 
within the 90° arc, is fully effective up 
to 25 ft. distances. 

In each of the homes visited the 
owners were more than enthusiastic 
about their electric heating; they wel- 
comed Tony as a close friend. 


Commercial Installations 


He has made installations in several 
commercial buildings as well as in 
these homes. Often in business there is 
some special reason why the more 
popular heating systems are not 
wanted. There was the butcher shop 
where the proprietor wanted heat only 
for the feet and legs of the men work- 
ing behind the counters. Otherwise the 
room should be quite cool to preserve 
the meat in the showcases. Then there 
was the cold-water flat or tenement 
that a photographer bought and re- 
built . . . ultra-modern. There had been 
no boiler room, no chimney, no heat 
distribution through the building. Elec- 
tric heating saved a large amount on 
its initial installation, so much in fact 
that it will be many years before the 
high electric bills will begin to hurt. 

Sbare believes that in spite of the 
unexpected success he has had up to 





now, homes will not be the best source 
for electric heating sales, other than 
possibly auxiliary heating. He has 
done quite a little of that work. In a 
house with central heating, some room 
may not get warm enough. If improv- 
ing this condition calls for a lot of ex- 
pensive work, electric radiant panels 
could be recommended. Some older 
persons want a very warm bath room. 
The electric panel works fast. Maybe 
a wing is built onto the house and the 
central heating system needs a larger 


(Please turn to page 125) 








Modern New York apartment owned 
by photographer Thomas Post was con- 
verted into six living units from an 
original cold-water flat. There was no 
boiler room, no boiler, no flue. Electric 
heating in the six apartments is cost- 
ing the owner about $1,500 a year. Be- 
low that is a building on New York’s 
35th St., electrically heated because it’s 
the home of Continental Radiant Glass 
Heating Corp., had total heating bills 
last year just under $3,000. 
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Clean Combustion to the Nth Degree 


Laboratory Finecombing emphasizes incomplete Combustion when Burners start 


by 
J. W. Schulz 


| Remronces OF FUELOIL is among 
the interests of the oilburner tech- 
nicians at the Socony- Vacuum Labora- 
tories, Technical Service Department, 
located in Greenpoint, Brooklyn. These 
men insist, however, that you can’t 
work at improving combustion on typi- 
cal oilburner installations without get- 
ting ideas about improving oilburner 
equipment, as well as ideas on what’s 
the perfect domestic fueloil. 

It’s been indicated by excellent au- 
thority, these laboratory men point out, 
that 94% of all oilburner field prob- 
lems involve equipment rather than 
quality of fueloil. For that reason, a 
considerable part of the activity in this 
Socony-Vacuum laboratory is con- 
cerned with oilburner nozzles, combus- 
tion chambers, draft regulators, fuel 
units, and oil strainers and filters, as 
well as with typical oilburners. 

Recent projects at the laboratory 
have included the evaluation of noz- 
zles for pressure burners in terms of 
gph capacities and spray characteris- 
tics; evaluation of combustion cham- 
bers in terms of dimensions, shapes and 
materials; checking the effects of sul- 
phur on the oil handling parts of burn- 
ers, and the effects of sulphur on fire- 
side combustion deposits both on the 
direct heating surfaces of boilers and 
on combustion chamber surfaces; deter- 
mination of the fueloil quality require- 
ments of different types of burners in- 
cluding wall flame burners, vaporizing 
pot type burners, and low pressure and 
high pressure gun burners. 

The men in this laboratory have de- 
veloped an interesting classification of 
their own for gun burners, terming 
them (1) hot head burners, (2) open 
gun tube burners, or (3) intermedi- 
ates, between the two extremes. 

To proceed with their investigations 
of the smoke producing characteristics 
of pressure burners, these men explain, 
they found it best to obtain and study 
exact evaluations of flue gas smoke on 
an instantaneous basis. This work led 


them to the conclusion that starting 
and stopping smoke produced by typi- 
cal pressure burners is of such great 
importance that efforts should be made 
to improve such burners and should 
hinge on reducing or eliminating such 
smoke. Deciding to make efforts to im- 
prove pressure burners along the lines 
of such thinking, they set up and 
studied arrangements of commonly 
available equipment, such as control 
devices and oil-handling specialties, 
which could be added to typical pres- 
sure burners. These arrangements can 
be added to pressure burners by burner 
manufacturers, or can be applied by 
service men to typical pressure burn- 
ers which are already installed. 


Lengthy studies were made in the 
laboratory of two side-by-side oil-fired 
boilers. Operated according to identical 
on-off cycling, the two boilers were 
identical with respect to equipment and 
adjustments except for this detail. The 
burner firing one boiler performed as 
a typical pressure burner, whereas the 
burner firing the other boiler had been 
fitted at the laboratory with specialty 
devices selected for their ability to re- 





duce or eliminate starting and stopping 
smoke. 

These specialty devices included: 

1. A solenoid type cut-off valve in- 
stalled in the oil line to the nozzle. 

2. A time-delay switch arranged to 
open the above-mentioned solenoid 
valve a few seconds after the burner 
motor started. Notes from the labora- 
tory men mention a delay of four to 
ten seconds. 

3. An auxiliary cut-off valve, gen- 
erally available and installed near the 
nozzle for the purpose of improving 
starting by preventing oil from spray- 
ing from the nozzle at pressures lower 
than about 80 lbs. 

That, then, is the arrangement first 
studied in the laboratory. As the fuel 
unit of the typical pressure burner 
used in these tests naturally had in it 
a cut-off valve, the burner had three 
cut-off valves all told, when fitted with 
this arrangement. 

A laboratory report issued some time 
after the tests of the two side-by-side 
boilers had been completed indicates 
that the first two components, as listed 
above, of the arrangement are most im- 


Schematic drawing of the tape type smoke recorder. In the laboratory this has 

been used to prove that starting and stopping smoke given by pressure burners 

is independent of fueloil quality. In addition it proved that the devices selected 

to give freedom from starting and stopping smoke do not affect the running 
condition of a burner. 
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portant, This report says that the third 
component will clean up any remaining 
small amount of starting smoke, but 
for some applications would be op- 
tional. 


With further relation to these three 
component parts, the laboratory says: 
All these parts are readily available 
and should be selected for ruggedness, 
ease of installation, and low cost; as 
they have been used extensively in 
other applications, their sources of sup- 
ply should be well known to the trade. 


It is apparent, then, that the oil- 
burner technicians of Socony- Vacuum 
have a keen awareness for devices 
which can be added to new and old 
pressure burners to reduce or eliminate 
starting and stopping smoke. They be- 
lieve it worthwhile to add such devices 
to installed oilburners. Of necessity 
they made the first, lengthy tests using 
particular specialties to gain the oil- 
delay on starting and the sharp, prompt 
cut-off on stopping, which they find 
provide the freedom from smoke 
needed for pressure burners. However, 
they do not recommend any certain 
makes and models of specialties. In- 
stead, they recommend in general that 
pressure burners be improved by being 
made more nearly smoke-free than they 
now are, through the addition of ex- 
cellent devices which provide (1) a 
suitable oil-delay of perhaps four sec- 
onds or more on starting, and (2) 
exceedingly prompt and sharp cut-off 





This smoke indicator is of the eiec- 
tronic type. Responding instantly, it 
gives readings on the large dial. At the 
same time, the instrument records the 
smoke readings on a circular. chart. 
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This tape type smoke record- 
er, shown in full in the lower 
picture, is reported to give a 
most reliable and _ graphic 
smoke record of burner starts 
and stops. The upper bart of 
the gate through which the 
tape passes has been turned 
sideways for these pictures. 
Notice the rectangular smoke 
passage in the upper view. 


of the oil to the nozzle on stopping, as 
can be produced, for example, through 
use of a nozzle-line solenoid valve wired 
in parallel with the oilburner motor. 


The smoke recording instrument 
shown schematically in an accompany- 
ing drawing is responsible for Socony- 
Vacuum’s intensive interest in the 
smoke producing characteristics of 
pressure burners. Use of this instru- 
ment is responsible also for the Socony- 
Vacuum technicians’ search for de- 
vices that can be added to typical pres- 
sure burners to eliminate excessive 
starting and stopping smoke, and thus 
to give an extremely high degree of 
clean combustion from such burners. 


This tape-type smoke recorder was 
developed in this Greenpoint labora- 
tory of Socony-Vacuum. 

The timer shown in the drawing 
moves the tape through the instrument 
at the rate of 90 inches of tape per 
hour, the movement of the tape being 
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continuous with the tape being taken 
from the supply spool and collected on 
the take-up spool. A belt and slip ar- 


rangement, similar to that used in mo- 
tion picture projectors, causes the take- 
up spool to put slight tension on the 
tape leaving the timer, and to wind up 
this tape properly. This belt and slip 
arrangement is not shown in the draw- 
ing. 

The tape is of special filter paper, 
similar to that used in some other types 
of smoke instruments. Through a spe- 
cial arrangement, the manufacturer of 
this paper provides it in the big spools 
which this instrument uses. 

Study the photographs to gain an 
idea of the important gate shown in the 
drawing. It is here that the smoke of 
the flue gases places its record on the 
tape. The gate fits the filter paper in an 
air-tight manner so that only flue gases 
are sucked through the tape. The flue 
gas channel in the gate is of rectangular 
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cross-section, as can be seen in the 
photographs. A 10-watt electric heater, 
which can be seen in the photographs, 
is used to heat the metal blocks of the 
gate assembly, such heating being 
necessary to prevent wetting of the 
tape by water condensed out of the 
flue gases as a result of chilling them. 

The flue gas sample, continuously 
drawn from a boiler in the laboratory 
and continuousuly being run through 
the recorder, enters the instrument 
through the rubber tubing shown in 
the upper lefthand part of the draw- 
ing. The line in the lower righthand 
part of the drawing connects to the 
diaphragm type suction pump used to 
draw the flue gas sample to and through 
the recorder. 

A vacuum of about 5” to 7” usually 
is maintained on the vacuum gage, and 
may be lowered or raised by adjusting 
the valve in the pipe to the vacuum 
pump. Opening this valve farther sim- 
ply admits air to this pipe, lowering 
the vacuum. 

Through adjusting the vacuum, the 
report of smoke on the tape can be 
altered. Smoke of given density can 
give a lighter or darker mark on the 
tape, as desired. Thus the smoke rec- 
ord on the tape can be adjusted to agree 
with any standard spot smoke tester, 
on an instantaneous basis or a continu- 


ous basis, as desired. 


The speed the tape moves through 
the recorder is a variable in the design 
or adjustment of the instrument. Al- 
tering this speed also causes smoke of 
given density to make a lighter or dark- 
er mark on the tape. 

Applying two such smoke recorders 
to the two side-by-side boilers for three 
months, with the two oilburners operat- 
ing 20 minutes “on” and 40 minutes 
“off,” gave the Socony-Vacuum tech- 
nicians their idea for oil-handling and 
control devices that can be used to end 
the starting and stopping smoke which, 
according to these technicians, is the 
big thing about pressure burners that 
needs attention now. 

A study of this recorder brings out 
that not even a small puff of smoke can 
get through the instrument without 
leaving its mark. Any tendency for a 
presure burner to give a puff of smoke 
on starting or stopping is inevitably re- 
corded on the tape. A clear space be- 
tween two smoke records on the tape 
indicates nicely that normal burner 
operation is smoke-free, whereas smoke 
is produced on starting and stopping. 
Of course, this is just one recorder 
arrangement that can be used to give 
a smoke record. The laboratory uses 
other smoke checking instruments as 
well, including instruments made for 
basement use by service men, and an 
electronic smoke recorder that simul- 























































Fitted with the three components recommended to obtain smoke-free, complete 
combustion during starting and. stopping, this burner provided most of the data 
that caused Socony-Vacuum to reach its conclusions regarding minimizing smoke. 








Close-up of the laboratory burner fitted 
with the three component parts dis- 
cussed in the article. The tube which 
resembles an electronic or radio tube 
actually is a time-delay switch, which 
includes a bimetal strip, a heater ele- 
ment, and the contacts which cause 
the solenoid valve to open after a delay. 


taneously gives readings on a large dial 
and provides a chart having numerical 
values for the smoke produced. It ap- 
pears, however, that the tape-type 
smoke recorder is the machine that 
made the men in this laboratory strive 
for the nth degree of clean combus- 
tion from pressure burners. 


o, 
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John G. Kearns, vice president in 
charge of production, York-Shipley, 
Inc., York, Pa., is heading a Defense 
Order Div., established to prevent de- 
fense contracts from interfering with 
the normal production of automatic 
heating equipment. Also, Donald J. 
Norbeck, purchasing agent, has been 
appointed director of purchases and 
assistant general production manager 
and Robert B. Dundore has been pro- 
moted to purchasing agent, to be as- 
sisted by Edward A. Small, Warren S. 
Brillhart and William B. Knowlton. 


A. S. C. Hulton has been appointed 
vice-president in charge of transporta- 
tion and supplies, Shell Oil Co., New 
York 20, N. Y. He replaces D. G. 
Hodges, on leave as director of supply 
and transportation for PAD. Mr. Hul- 
ton joined Shell in 1936 and since 
1945 has handled petroleum transpor- 
tation and supply matters for the Shell 
group of companies. 
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Mulvey sees Supply adequate 
if no severe Distortions 


PEAKING BEFORE THE Pennsylvania 
Retail Coal Merchants Assn. at 
Pocono Manor on May 9, J. J. Mulvey 
reviewed the supply and demand situ- 
ation in No. 2 fueloil and concluded 
that the supply for next heating season 
will be ample providing we are not 
too drastically cut back on our steel 
needs this summer and that we do not 
have an unusually severe winter. Mul- 
vey is manager of the fueloil depart- 
ment, Atlantic Refining Co., Philadel- 
phia. High spots of his talk, in the form 
of scattered paragraphs, follow: 


Competitive two Ways 


Heating oil must compete in price 
not only with its competitive fuels— 
coal and-gas—but must also compete 
pricewise with its related products at 
the refinery. 

Early refining of crude oil was con- 
ducted to produce maximum quantities 
of kerosene, primarily for illuminating 
purposes. Sizable quantities of gasoline 
were destroyed for lack of markets. 
With the introduction of the automo- 
bile, gasoline became the leading prod- 
uct of petroleum refineries, while kero- 
sene, which met increasing competition 
from electricity and gas, fell to a rela- 
tively minor position. Each time an- 
other passenger car is put into use an 
additional 650 gallons of gasoline must 
be provided annually. In the manufac- 
ture of this much gasoline refiners must 
produce and dispose of nearly 600 gal- 
lons of distillate and residual fueloils. 
Oilheating resulted from efforts to pro- 
vide a market for these products. 


To be quite honest with you I am 
not at all certain as to what the im- 
mediate future has in store for fueloil, 
just as no other business man today 
feels capable of foreseeing the probable 
development of international and po- 
litical events and of weighing the ef- 
fects of these. 

Consumption of heating oils is ex- 
pected to continue its upward trend. 
By the middle of the coming heating 
season the number of burners in op- 
eration will be about 8% above the 
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number in use last year. Normal weath- 
er conditions nationwide would raise 
consumption another 3% above last 
season. 

Additions to burners in use in the 
North Atlantic States will probably ap- 
proximate the same 8% figure esti- 
mated for the country as a whole, but 
because last year’s weather in this re- 
gion was 10% warmer than normal, 
an average winter next year could have 
a considerable effect on heating oil re- 
quirements in this area. 

An offsetting factor to increased de- 
mands is an apparent trend toward 
lower average unit burner consumption 
due to replacement of obsolete equip- 
ment with effiecient units and the bet- 
ter insulation and smaller size of mod- 
ern homes. 


Restricting factors 


Several factors will operate to pre- 
vent even greater increases in oilburner 
installations. In the first place defense 
restrictions will require cuts in burner 
production— Robert Gray, Editor of 
FuELoi. & Om HEAT magazine re- 
cently estimated that factory shipments 
will be curtailed 15% to 20% from 
1950 levels. 


Secondly restrictions on home build- 
ing will cut deeply into a large segment 
of the oilburner market—more than 
37% of 1950 burner installations were 
made in new homes. But oilburners will 
be in demand to replace obsolete heat- 
ing equipment in older homes. As in 
the past a large number of these in- 
stallations will replace other fuels, but 
an increasing number will replace old- 
er oilburning equipment. Consequent- 
ly the full effect of burner sales will 
not be reflected in fueloil demands. 
Some homes now heated by oil will 
probably convert to gas—about 68,000 
such conversions were made last year 
—but we estimate that not more than 
80,000 consumers, nationwide, will be 
lost for this reason during 1951. 

Competition from gas cannot be 
dismissed lightly. Utility companies 
and dealers in gas equipment are con- 





ducting vigorous sales campaigns. The 
oilheat industry is not ready to de- 
fault in the contest for business how- 


ever. 

Nor do we concede that gas is 
cheaper to install than oil. In a rece: 
survey GAS HEAT magazine came -.) 
with some revealing figures. As meas- 
ured by U. S. weighted averages, the 
cost of conversion gas units, installed, 
was about $100 less than an equivalent 
oil installation. But where heating units 
were installed, either furnace or boiler 
types, gas costs ran $10 to $23 more 
than oil units. 

Pricewise the competitive relation- 
ship between oil and gas varies widely 
from area to area. In localities where 
gas transportation costs represent a sub- 
stantial part of the price paid by con- 
sumers it appears unlikely that on a 
Btu basis gas will ever be able to under- 
sell heating oil. We believe that this 
condition holds throughout the East 
Coast of the United States, at least 
from Washington northward. 


In areas close to natural gas sources 
oil now has a less favorable position 
pricewise. Future price movements may 
be expected to bring oil and gas prices 
nearer to parity. Indications of rising 
gas prices are found in higher field 
prices in purchase contracts now being 
negotiated, minimum field price regu- 
lations being imposed by some produc- 
ing states, and proposed taxes now 
under consideration on gas exported 
from, or passing through, some states. 


New equipment Advantages 


Gas heat has one decided advantage, 
psychologically, over both coal and oil. 
Widespread use of gas for heating is 
quite recent; gas burners are relatively 
new; most are of modern design and 
operate at high efficiency; a high per- 
centage of installations are designed 
for gas use, and, therefore, give better 
performance than converted equip- 
ment. On the other hand much oil 
equipment is older, has not always re- 
ceived proper maintenance, is improp- 
erly operated, or was not originally de- 
signed to give the same efficiency in fuel 
consumption to be found in today’s 
gas burners. In the early days of oilheat 
—as recently as the middle thirties— 
efficiency in fuel utilization was not a 
pertinent factor. Fueloil was cheap and 
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A Famous s Signature 


That Stood for Leadership 


and Integrity 


John Hancock, 1737-1793, led an influential life as a member of the Massachusetts general 
court, president of the first and second Provincial Congresses, and first governor of Massa- 
chusetts. On July 4, 1776, John Hancock put his hand to the Declaration of Independence. 
Since then his famous signature has been an American symbol of leadership and integrity. 


ON TRANSFORMERS 
- ‘THE FAMOUS 
SIGNATURE IS 








JEFFERSON ELECTRIC COM 


@ Over a quarter of a century ago, the founders 
of Jefferson recognized that a fabricator with 
specialized engineering skills in research, ex- 
perimentation and manufacturing methods was 
needed in the “small” transformer field. 
Therefore, Jefferson has continually pioneer- 


ed in the development and application of auto- : 
matic electric ignition for oil burners. The 


patented Mid-Point Ground design was instru- 


mental in securing Underwriters’ Laboratories 
approval for electric ignition. The Radio Inter- . 


ference Barrier, another patented Jefferson de- 
velopment, made possible the elimination n of 
the condenser with its limited life span. 

Today, the signature “Jefferson” on 

oil burner ignition jvomepewant is 

highly espected as a syn 

ship and i i The bh degre of : 















~ nomical, éeliable, 
: spatk. 
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In Canada: Canadian Jefferson Electric Co sd alee T ron int 
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plentiful to the point of excess. 

Oilheat suffers by comparison when 
an owner of a modern gas heater com- 
pares costs with his neighbor who burns 
oil in a 1937 model. But actually mod- 
ern oilburning equipment, properly 
installed and maintained, need ask no 
quarter from the most efficient gas 
equipment. 

For these reasons I believe demand 
for oilheat has many years of growth 
ahead. Gas competition may slow our 
growth from the phenomenal rate re- 


corded since World War II, but as the 
forecast for next winter shows, we are 
looking upward. 

Now for an appraisal of prospects 
of meeting the expected increase in 
heating oil demand. This requires an- 
swers to a number of questions: 

Will other products in the middle 
distillate range be increasingly com- 
petitive with heating oil in refining op- 
erations? Definitely yes. As a result of 
accelerated dieselization programs and 
increased freight volume, significant 
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Six SIMPLE CHECKS TO MAKE BEFORE CALLING FOR SERVICE 
| 

















increases are occurring in railroad re- 
quirements for diesel fuel. In 1941 rail- 
roads consumed less than 3 million 
barrels of diesel fuel. By 1950 their use 
of diesel had multiplied more than 15 
times. This year another 25% increase 
is expected, which will raise railroad 
diesel consumption to more than 60 
million barrels annually. Railroads re- 
quired about 6% of all distillate fuel 
in 1946; this year they will need more 
than 13%. 

Will there be sufficient refining 
capacity to process required volumes 
of crude oil? New peaks in rates of 
refinery operations were attained the 
first three months of this year when 
U. S. refineries were operated at 94% 
of rated capacity to process more than 











6.4 million barrels of crude oil daily. e 
@ « } The North Atlantic States are supplied : 
by refineries located on the East and 
| 101 RIVERSIDE AVENUE NEWARK 4, N. J. Gulf Coasts of the United States, Dur- 
| ing the first quarter of 1951 these 
| 1— GAUGE GLASS 4 — FUSES Bi ae , , 
: ' | refineries operated at 98% of their 
Your boiler sure needs water Small pieces of glass that | ; : ; ¥ 
Pec ngage eine eee | rated capacity. Next winter, the indus 
Sec vitdndeenont Makes a big difference between try will have to refine some 6.6 million 
Check this item first “operating” and “not’’ | barrels a day, with much of the re- 
ane een med oo ANY OF THEM quired increase being on the East and 
| Gulf Coasts. 
2 — THERMOSTAT 5— Ol More Capacity coming 
A silent Watchman who works Just like a car, it can’t 
Doy ‘and night Run on air E i jects scheduled to be A 
But can't do his job if The oil in that tank has got to re age sa id in 
The setting’s not right Be there completed before next winter shou 
IS IT SET ABOVE ROOM TEMPERATURE? DO YOU HAVE ENOUGH OIL? provide sufficient additional capacity to 
meet near normal heating oil de- 
3 — SWITCHES 6— RELAY mands, but postponement of comple- 
They must be on for the Your relay has a button tion dates due to material restrictions 
Burner to work Sticking through the cover : 
Should they be turned off Never push it more than once , ae —— hme ie eee 
It just won't perk Or why, you'll soon discover supplies of heating oil. 
ARE THEY ON? IT IS POSSIBLE OPEN THE FRONT DOOR OF THE FURNACE If future military and civilian re- 
ONE WAS TURNED “OFF” ACCIDENTALLY. | SLIGHTLY—PUSH RELAY ONCE. quirements are to te wet, the record- 
breaking program of refinery expan- 
Now Thai You've Made These Simple Checks sion completed since the end of World 
Aad Chached View Que end AX War II must be more than duplicated 
And Still the Burner Will Not Work : 
Please Give Us a Call in the next five years. Such a program - 
At is already underway and has the ap- H 
HUMBOLDT 2-2300 proval of defense officials. : 
sii ENE = + Will supplies of crude oil be ade- A 
: quate? We are currently producing f 
An effective wall chart, which the B. & F. Oil Co., Newark, N. J., has distributed ore than 6 million barrels of crude 3 
to its customers. ‘‘Six simple checks to make before calling for service,” the poetry hd me ty half * 
for which is original, was worked up mainly to offset the number of service calls  ©@©h Gay, and are importing nearly ha 
where the only corrective measure needed was to add water to the boiler or push 2 million barrels daily. A continuation 
the thermostat setting high enough to make the burner operate, according to _ of present rates of supply should as- 
Vernon I. Cowell, manager of the heating department. sure sufficient crude oil to meet de 
He says, “We felt that if we could semi-educate our accounts to make these _ mands over the next twelve months. i if 
simple checks before they called us, and we could save making one call out of By next winter potential rates of <a 
twenty, the cards would have served their main purpose. Needless to say, the ee aa dto72 mil Illus 
number of service calls due to low water in the boiler, satisfied thermostat, blown Production may be increased to 7.2 mil a 
fuses and no oil have been reduced considerably.” (Please turn to page 122) ae 
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AIR-SEEL fan 

in “on” position. 
By “closing the door” on heat-wasting cold air during “off” period, Silent 
Glow’s AIR-SEEL saves heat... fuel . . . and fuel dollars. The patented 
AIR-SEEL fan is scientifically designed with blades that automatically fold 
flat against each other when burner stops. This exclusive feature “seals” the 
heat within the heating plant . . . and, unlike ordinary burners, prevents the 
passage of cold basement air through the intake into the system. 


Important, too, the AIR-SEEL fan is equipped with micrometer flame 
control for adjustment of both velocity and amount of air to fit varying fire- 
box conditions. Another fuel-economy feature! 


That all adds up to a “dollar-saving” story that’s easy to tell, easy to 
sell . . . and is a business-building opportunity you can’t afford to miss. 


Sell AIR-SEEL and you're sure of more profitable oil burner sales! 


SEER RRB SER 888 
To: THE SILENT GLOW OIL BURNER CORP. 


850 Windsor Street, Hartford 5, Connecticut 

1500 So. Western Ave., Chicago 8, Illinois 
Please send me complete information about AIR-SEEL 
Illustration above shows how 


AIR-SEEL prevents intake of 
cold air, 


Name 
Cengage 
Street 


City 











Control your own Prices, 
says Tom Brown at E.S.P.A. 


PEAKING BEFORE the Empire State 
Petroleum Assn., which held its 
annual meeting at Buffalo, May 21 and 
22, Thomas A, Brown urged the oil 
men present to establish their own in- 
dependent pricing methods rather than 
rely on following a market leader as 
‘in the past. Brown is president of 
Sentinel Oil Co., New Rochelle, and 
also president of the association. 

Brown pointed out that the No. 1 
project for the year for the fueloil dis- 
tributor or gasoline jobber should be 
the establishment of standards and 
practices to increase the individual mar- 
keter’s income to a point more realistic 
to his operations. 

Following an historical market lead- 
er is no longer a sound policy, he be- 
lieves, for times have changed .. . 
today many marketers of fueloil have 
sales larger than the “market leaders.” 
In his view, efficient operators who 
know their costs should establish their 
own mark-ups to take a fair profit for 
the good service they render the public. 

Thomas W. Phelps, assistant board 
chairman of Socony-Vacuum, another 
speaker, questioned the tendency for 
automobile manufacturers to design 
their cars for higher octane gasolines, 
because this calls for great expansion in 
refinery facilities, necessitating invest- 
ment of several billion dollars. He 
thinks it more practical that they con- 
centrate their talents on designing en- 
gines to get much better efficiencies 
from present grades of gasoline. (Ed. 
note—the average motor car utilizes 
only 6% of the Btu energy in its fuel 
. . . 94% is wasted.) 

He expects the oil industry to be 
able to finance its own expansion pro- 
grams over the next few years, largely 
out of profits as in the past. It costs 
$5,000 per daily barrel of enlarged fa- 
cilities as the industry expands, Thus 
a million barrel a day growth, the pro- 
gram now in progress, requires five 
billion dollars new capital output. 

Kirk B. Shivell, New York market- 
ing counsel, spoke on “Keeping oil the 
No, 1 fuel.” It was principally an ap- 
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praisal of the position of oil in the 
competitive fuel markets, with special 
emphasis on the need for adequate and 
sustained promotion of oilheating to 
the public. “Today,” he said, “it is 
obvious that the era of success without 
up-to-date techniques of promotion, 
operation and management is just 
about over in the fueloil industry.” 

The featured guest speaker of the 
convention was Edwin H. Collins, di- 
rector and general manager of mar- 
keting for Esso, who talked on “The 
Jobber and Mobilization.’ He discussed 
at considerable length the problems of 
an industry with prices frozen on its 
sales but increasing costs on the things 
it buys, the only answer being more 
effective operation. Speaking of deal- 
ings between suppliers and marketers, 
he had this to say: 


Better industry cooperation 


“Tt is my belief that the coming years 
will witness a pronounced change in 
the relationship between resellers and 
their supplying companies. There is 
evidence that this transition has al- 
ready started. I believe that communi- 
cation between the jobber and his sup- 
plier has begun to increase. The 
exchange of information on mutual 
problems is becoming a practice rather 
than an exception. It is slowly becom- 
ing recognized that, in fact, the jobber 
and his supplier comprise an unwritten 
partnership to which each party con- 
tributes. By that statement I am cer- 
tainly not implying a legal relationship. 
I am merely indicating that each of us 
needs the other, for our own good and 
for the good of our country’s economy. 
A parallel situation can be found in 
the relations between the suppliers and 
their service station dealers. The deal- 
ers are independent businessmen the 
same as the jobber. By working to- 
gether toward the solution of the deal- 
er’s problems, they have, in effect, be- 
come partners. 

“However, in spite of this relation- 
ship, in many instances the large and 
small oil companies are competing in 


the same markets. The jobber is com- 
peting with other jobbers as well as 
with the larger companies. And, believe 
me, the supplying companies welcome 
this competition. It is unfortunate that 
so few people recognize the highly 
competitive nature of the oil industry. 
I believe that the larger companies in 
their own interest must foster this 
competition. If a situation should ever 
arise where jobber competition had 
dwindled and the petroleum markets 
were dominated by a few companies 
I am afraid the prospects of free enter- 
prise continuing in the oil industry 


would be limited.” 
of 


NPC told oil Supply is 


adequate for next Winter 


ONE OF THE BEST attended meetings of 
the National Petroleum Council was 
held in Washington on May 9. Among 
other phases of the proceedings re- 
ported by Petty’s Oil Letter was a talk 
by PAD Program Director Burrill who 
stated that no shortage of oil supply 
next winter is foreseen if facilities are 
operated at near capacity through 1951 
and the first quarter of 1952. Lack of 
transportation may cause spot short- 
ages, he said, particularly if the win- 
ter is cold and matters could be com- 
plicated by such events as the closing 
of the Abadan refinery or any other 
large source of supply, or if fueloil is 
called upon to take over much of the 
heating load from gas due to failure 
to complete gas transmission facilities. 

Mr. Burrill predicted that 1951 do- 
mestic crude demand would hit a peak 
of 6,160,000 barrels a day during the 
third and fourth quarters and that im- 
ports will average about a million bar- 
rels daily through the winter. Refinery 
runs, he expects, will total about 6,- 
575,000 barrels a day, or 91% of re- 
fining capacity, which will reach 7,- 
200,000 barrels a day by the end of 
this year. 

Among new assignments to be un- 
dertaken by the NPC at the request 
of the Oil and Gas Division of the De- 
partment of Interior is a study of the 
feasibility of underground storage for 
petroleum products, trends in petro- 
leum-consuming equipment and a cen- 
sus of tank trucks. 
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Maine 

New Hampshire 
Vermont 
Massachusetts 
Rhode Island 


Connecticut 
NEW ENGLAND 


New York 

New Jersey 
Pennsylvania 
Delaware 
Maryland 
Washington, D. C. 


CENTRAL ATLANTIC 


Virginia 

West Virginia 
North Carolina 
South Carolina 
Georgia 
Florida 


SOUTH ATLANTIC 


Michigan 
Ohio 
Indiana 
Illinois 
Wisconsin 
Minnesota 


Gasheating Systems 
operating by States 


ESTIMATES published in the May 1951 
issue of GAs HEAT indicate there were 


a total of 10,769,100 gasheating in- 


stallations in operation on January 1, 
1951. Centrally installed gasheating 
systems accounted for 4,087,300 of this 
total; gas floor and wall furnaces 


Gas Units Operating January |, 1951 











Central Floor-Wall Space 
Heating Furnaces Heaters 
1,060 10 475 
725 15 300 
100 15 40 
40,630 480 10,065 
5,465 100 1,960 
9,865 235 3,890 
57,845 855 16,730 
201,080 1,220 96,175 
60,385 885 6,300 
264,340 1,440 265,440 
3,445 40 285 
61,570 550 4,440 
55,390 729 1.755 
646,210 4,660 374,395 
36,620 2,460 15,605 
36,300 70,100 136,215 
190 120 320 
57) 1,200 32435 
51,750 27,160 90,300 
1,500 930 6,065 
126,935 101,970 251,640 
427,050 13,010 47,425 
510,380 50,220 342.997) 
50,090 3,975 15,330 
171,485 5,680 21-775 
57,680 345 2,380 
122,500 735 6,070 





totaled 1,697,100. There were esti- 


mated to be 4,984,700 gas space heat- 


ers in operation. 


The following tabulation lists all 
three types of systems in use. 














Iowa 104,440 975 7,700 
Missouri 249,400 9,355 40,620 
Kansas 129,710 77,780 134,415 
Nebraska 74,020 9,080 19,025 
North Dakota 7,300 330 615 
South Dakota 15,250 2,375 7,550 

NORTH CENTRAL 1,919,305 173,860 635,460 
Kentucky 35,730 16,500 101,325 
Tennessee 44,840 10,020 38,580 
Alabama 17,840 15,700 91,295 
Mississippi 14,415 35,700 111,490 
Arkansas 10,700 47,600 114,430 
Louisiana 17,250 153,010 261,100 
Oklahoma 57,950 118,830 311,685 
Texas 79,410 375,870 1,063,590 

SOUTH CENTRAL 278,135 773,230 2,083,495 
Montana 37,000 3,950 21275 
Idaho 70 15 140 
Wyoming 11,635 5,440 10,355 
Colorado 119,840 7,345 17,600 
New Mexico 25,000 24,695 37,470 
Arizona 30,600 37,670 57,210 
Utah 42,380 1735 7,090 
Nevada 20 15 100 

MOUNTAIN 266,545 80,865 157,240 
Washington 7,915 1-125 2,200 
Oregon 20,090 2,750 3,440 
California 764,320 557,785 1,460,100 

PACIFIC 792,325 561,660 1,465,740 

TOTAL UNITED STATES 4,087,300 1,697,100 4,984,700 


































when you go after 
REPLACEMENTS and CONVERSIONS 


Builders of fine Oil Burner Equipment since 1903 


with 


Now is the time to replace oil wasting burners with a Bankheat. 
It’s the easiest selling that you can do today .. . selling that will 
make you a profit, and a new set of satisfied customers. 


Bankheat Burners have an unequalled reputation for oil-saving 
efficiency. In thousands of homes they are powering boilers, 
boiler burner units and water heaters. For many years in many 
lands they have been building up a record of economical per- 
formance. They’re fully automatic, precision built, easy to 
install, exceptionally dependable. They are today’s best bet for 
dealers who want sales, May we send you the full story? 


There’s an automatic Johnson 
Burner for EVERY heating need. 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
401 No. Broad St., Philadelphia 8, Pa. 


QUICK PROFITS . . . EASY INSTALLATIONS . . . SATISFIED CUSTOMERS 


BANKHEAT BURNERS 
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MEET ANY 


HOT WATER NEEDS 


with GENERAL Tankless Heaters 


Here’s versatility in water heaters that’s unmatched by in- 
ternal or other external tankless heaters. General Tankless 
Hot Water Heaters are available in eight sizes with capacities 
from 31 to 35 gallons per minute—enable you to supply the 
precisely correct heater size to meet the hot water needs of any 
domestic dwelling. 


General Tankless Heaters make your selling job easier in 
other ways, too. Easily connected to any automatically-fired 
boiler, they require no gas or electricity. Clean, efficient 
Operation is assured. Seamless copper coils. You save on 
installation time because there’s no bulky storage tank or 
complicated piping. 

Get complete information on the whole line of General 
Tankless Heaters. Write for Catalog 19-A. General Fittings 
Co., 118 Georgia Ave., Providence, R. I. 


































Size 101 
Capacity 
5 g.p.m. 


Size 102 
Capacity 
8 g.p.m. 


Size 102A 
Capacity 
12 g.p.m. 


Size 105 
Capacity 
20 g.p.m. 





Size 103 
Capacity 
15 g.p.m. 


NEW GENERAL 500 
ALL-COPPER UNIT 


Family-size tankless heater that weighs. less 
than 1/3 as much as conventional tankless 
heaters. Non-corroding copper shell, insulated 
with ——s Seamless copper tubing. Eas- 
ily drained. Capacity 4 g.p.m. 


































Ceiling Price Regulation 
issued to cover Services 


regulation establishes ceiling prices at 
the levels prevailing in the period De- 
cember 19, 1950 to January 25, 1951. 

In determining ceiling prices for 
services, organizations must use the 
first of the following provisions which 
applies: 

(1) The highest price at which you sup- 


plied the same service during the “‘base pe- 
riod” (December 19, 1950, to January 25, 


eee: PRICE REGULATION, effec- 
tive May 16, 1951, has been is- 
sued by the Office of Price Stabiliza- 
tion, Economic Stabilization Agency, 
the provisions of which remove most 
services from the coverage of the Gen- 
eral Ceiling Price Regulation. Nearly 
all items of service now are governed 
by Regulation 34, and, in general, this 





.... MONARCH... 


Investigate THE NEW G81 COMBUSTION HEAD 





The new G8I combustion head will produce just as 
high combustion efficiency as the G74 head and will 
burn from .60 to 2.00 gph. 











“PLUS” FEATURES OVER THE G74 


MONARCH 









BURNER @ Costs half as much. New Monarch 
NOZZLES p " 

Preferred © As easy to install as an ordi- orous Bronze 
Because: nary air cone and stabilizer. Nozzle Filter 





1. Each nozzle is in- 
dividually tested and 
checked for capacity 

against the flow of a 
calibrated master sam- 
ple. Capacity tolerances 


© Simpler in construction. 







The first practical all- 
metal Nozzle Filter. 
Rugged and compact. 
Solid metal to metal 
contact with Tip elimi- 
nates any possibility of dirt 


WRITE FOR 
INFORMATION 














are as low as plus or between 
minus 2!/2%. the Tip 
and Filter. 

2. Standard noz- Equivalent 

to 200 mesh 


zles will fire most 
gun type high 
pressure _ burners 
satisfactorily. (Spe- 
cial series are also 
available for burners 
requiring specified 
spray characteristics.) 


Write for Catalogue D 


MONARCH MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PENNA. 
European Distributor: A. Coutau, Rue de la Scie No. 16, Geneva, Switzerland 


“ 


screen, and 
recommended 
for use on frac- 
tional gallonage 
nozzles. 








getting inside the nozzle 








1951, inclusive) to a purchaser of the same 
class. (Be sure to read the definition of 
“purchaser of the same class” in section 27 
(a) (11) of this regulation.) If, however, 
in the base period you did not have a flat 
price for the service but did have a rate or 
a pricing method to determine your price, 
you may continue to use your highest base 
period rate or pricing method to determine 
your ceiling price for the same service, to a 
purchaser of the same class. 


(2) If you did not actually deliver the 
service in the base period, then the highest 
price at which you offered in writing to 
supply the same service for delivery in the 
base period to a purchaser of the same class. 
If, however, in the base period you did not 
offer in writing to supply that service to that 
class of purchaser upon the basis of a flat 
price but did have a rate or pricing method 
upon the basis of which you could have 
supplied that service to that class of pur- 
chaser, then the price resulting from the 
application of your highest base period rate 
or pricing method which would, by your 
usual trade practice, have been used by you 
had you supplied the service in the base 
period. 


(3) The ceiling price of your closest com- 
petitor for the same service to a purchaser 
of the same class, if you did not actually 
supply it or offer it for supply in the base 
period to any purchaser. However, you may 
not take your closest competitor's ceiling 
price if such price is based on his offering 
price. The term “‘ceiling price” as used in 
this paragraph and in sections 6 and 7 of 
this regulation also includes a ceiling rate 
or pricing method. If you are a new seller 
first making sales after the effective date of 
this regulation, or a seller of a new service 
first sold by you after the effective date of 
this regulation, you will comply with sec- 
tion 6 of this regulation. 


(b) In the use of a rate or a pricing 
method you may not charge more for each 
factor of the rate or pricing method than 
the highest price you charged for such fac- 
tor in the base period. For example, you 
operate an automobile repair shop and you 
do not have a fixed flat price for body re- 
pair work but make a labor charge of $3 per 
hour plus the price of any parts supplied. 
You may not now charge more than $3 per 
hour for your labor charge even though 
you are paying your mechanics more than 
you paid them in the base period. Further- 
more, you may not now charge more than 
the highest price you charged for the parts 
in the base period unless a commodity regu- 
lation establishes a new ceiling price for 
such parts in which case you may charge for 
such parts the ceiling price so established. 


Sec. 6. Pricing for new services and sell- 
ers. (a) If you are a new seller or are sell- 
ing a new service which cannot be priced 
under section 5 of this regulation, your 
selling price is the same as the ceiling price 
of your closest competitor for the same 
service to a purchaser of the same class. 

(b) Within 10 days after determining 
the ceiling price under this section you must 
report the price in writing to the appro- 
priate OPS district office explaining how the 
price was computed. You must also comply 
with the applicable provisions of section 18 
of this regulation. 


Sec. 7. Services which cannot be priced 
under section 5 or 6 of this regulation. (a) 
If you cannot determine a ceiling price un- 
der section 5 or section 6 of this regulation, 
you must file an application with the Direc- 
tor of Price Stabilization, Washington 25, 
D. C., for approval of a ceiling price in line 
with the level of ceiling prices otherwise es- 
tablished by this regulation, and in the case 
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It’s unwise to pay too much, but 
it’s unwise to pay too little. When you 
pay foo much you lose a little money, that 


is all, When you pay too little, you 


wen 
se 


sometimes lose everything, because the thing you \  \) 
bought was incapable of doing the thing you : | 
bought it to do. The common law of business balance 
prohibits paying a little and getting a lot—it can’t 

be done. If you deal with the lowest bidder, it’s well to 
add something for the risk you run. And if you do 


that, you will have enough to pay for something better. 
John Ruskin 


tho standard bro INMUSrY.. . 


PHILOSOPHY IN BUSINESS—No. | of a Series 
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AUTOMATIC BURNER 
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1823 Carroll Avenue «+ Chicago 12, Wlinois / 
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of a commodity rental or a manufacturing or 
processing service, a ceiling price consistent 
with the level of ceiling prices established 
for the sale of the commodity by the applica- 
ble ceiling price regulation. The application 
shall contain a description of the service, 
anticipated direct labor and _ material 
costs, and the proposed ceiling price. It 
shall also contain a full explanation of the 
reasons why you cannot price this service 
under section 5 or 6 of this regulation. If 
you supplied any other service in the base 
period, submit, in addition, a description 
of the most comparable service showing 
your present direct labor and material costs 
for it and your present ceiling price. 


The services for which a ceiling price 
is requested under the foregoing may 
not be sold at the price requested until 


it has been approved by OPS. It is to 
be considered approved, however, 20 
days after application, or additional in- 
formation which may have been re- 
quested, is mailed, unless OPS notifies 
the petitioner it is disapproved. 


The next Section of the regulation 
covers services supplied in the base 
period but subject to seasonal varia- 
tions in price, which would include 
summer clean-ups. This states that if 
there existed a regular established sea- 
sonal variation in price and the service 
was delivered in the base period, the 
















Dear Mr. 





KolbKast Shapes * KolbKast Insulated Shapes 
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HERE’S how 
ine Helped... 


WATERFILM BOILERS 
Jersey City 7, N. J. 


Kolb: 


The Kolb Kast chambers were 
carefully chosen as a com- 
ponent part of the Venko qual- 
ity packaged unit because of 
the excellent combustion re- 
sults obtained from their use. 


Very truly yours, 
WATERFILM BOILERS, 


HERE’S how 
we can help YOU too: 


Give us your toughest combustion chamber 
problem. Our engineers will show you how 
we can solve it. Write today to — 


KOLB 












INC. 


\ 








| 
| 
| 
| 
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REFRACTORIES 
COMPANY 


Meadow & Jackson Sts. 
Philadelphia, Penna. 





“ceiling price for your other seasonal 
periods shall reflect your customary 
dollar differential between that season 
and the base period.” 


(b) Seasonal services not supplied in the 
base period. If the service was not supplied 
in the base period either by you, or by a 
competitor in the same general trading area 
serving the same kind of purchaser, and if 
you supplied the service regularly during 
one or more seasons of the period January 
26, 1950, to December 18, 1950, inclusive, 
your ceiling price shall be the price you 
charged in the last season prior to the base 
period: Provided, nevertheless, That if you 
are one of the sellers referred to in para- 
graph (c) of this section you may add to 
that price the increase permitted in such 
paragraph (c). If you customarily maintain 
other seasonal variations in price you shall 
reflect your customary dollar differential 
in price between those seasons and the last 
season in which the service was supplied. 

(c) You may under paragraph (b) of 
this section use the following table to com- 
pute your percentage increase if you are 
a seller who on each day of the last season 
prior to the base period employed not more 
than seven individuals. If, however, during 
the last season prior to the base period, you 
employed eight or more individuals in any 
one day and you can show in your report 
to the Director of Price Stabilization that 
your direct costs have now increased above 
your costs in the last season prior to the 
base period, you may under paragraph (b) 
of this section add no more than these di- 
rect costs to that price which you charged 
in the last season prior to the base period un- 
less these direct costs exceed the table per- 
centage applicable to you, in which case you 
will then use that table percentage. 


(1) The table percentage applicable to 
you under this paragraph and paragraph 
(b) of this section shall be as follows for 
the applicable season: 

8 per cent Jan. 26, 1950, through April 
30, 1950. 

7 per cent May 1, 1950, through June 30, 
1950. 

6 per cent July 1, 1950, through July 31, 
1950. 

5 per cent Aug. 1, 1950, through Aug. 
31, 1950, 

4 per cent Sept. 1, 1950, through Sept. 
30, 1950. 

3 per cent Oct. 1, 1950, through Nov. 
30, 1950. 

2 per cent Dec. 1, 1950, through Dec. 
18, 1950. 


In selecting the appropriate percentage 
increase apply the percentage for the date 
in which the highest price for the season 
was first announced by you in writing or, 
if there was no such announcement, the 
first date on which the service was sold 
by you at the highest price in the season. 

(d) This section applies only if the sea- 
son during which the variation in price was 
in effect regularly consisted of at least 14 
consecutive days. 

(e) Reports. Within 10 days after estab- 
lishing or determining your ceiling price, or 
any change therein, under this section, you 
must report the price in writing to the Di- 
rector of Price Stabilization, Washington 
25, D. C., explaining how the price was 
computed. You must also comply with the 
applicable provisions of section 18 of this 
regulation. 


Copies of the complete Regulation 
34 may be secured from OPS, Wash- 
ington 25, D. C., or district offices, 
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American-S$tandard 


First in heating... first in plumbing 


THE OAKMONT OIL BOILER has what it takes 
for today’s competitive selling’ 




















I Built-in water heater. (tank 
* or tankless type) —provides 

constant supply of year ’round hot 

water. 

2 Finned flue surfaces—extract 
* maximum heat from hot gases 

as they pass to chimney. 

3 Arcoflame Oil Burner — spe- 
* cial flange model designed for 

Oakmont. Boiler and burner op- 






















erate as a unit for top efficiency. 

4 Insulated jacket — stream- 
* lined metal jacket in Forge 

Red, with heavy layer of insulation 

to prevent excessive heat loss. 

5 Tight joints—machine ground 
* contact surfaces of doors and 

sections prevent short-circuiting of 

gases, uncontrolled infiltration of 

air, and escape of odors. 


6 Observation glass —for ob- 
* serving flame without open- 

ing door. 

7 7-inch nipples—extend below 
* waterline and insure rapid 

circulation of boiler water. 

8 Steam space—especially large 
* steam dome and releasing area 

insure dry steam at entrance to 


piping. 
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‘ | ‘HE moderately priced Oakmont Oil Boiler is I ‘ 
tops in the field of oil heating. Its good looks 

win the approval of even the most critical shopper. N ow IS the time 

Its quiet, trouble-free performance provides the clean, 


comfortable warmth that keeps customers sold for life. to go after more 


Designed for small to average sized homes by engi- - x : PF 
neers who really know oil fuel, the Oakmont is built d b 
to give fast, economical heat. moaerniz ati on | ODS: 
You can install the Oakmont as a complete oil 
heating unit with its own Arcoflame Oil Burner, or Fully half of the homes in your community need 
you can sell the boiler separately for use with any something new! And, you can sell and install 
other adaptable burner. American-Standard heating equipment for modern- 
For more details about the Oakmont Oil Boiler, as pag nae ee lietle ap 1096 dawn Sask Ge teens Mp 
well as information on American-Standard boilers oe 
for other fuels, contact your Wholesale Distributor. 
American Radiator & Standard Sanitary Corporation, 
P. O. Box 1226, Pittsburgh 30, Pennsylvania. 




















LOOK FOR THIS MARK OF MERIT 





AMERICAN-STANDARD + AMERICAN BLOWER * CHURCH SEATS + DETROIT LUBRICATOR * KEWANEE BOILERS + ROSS HEATER * TONAWANDA IRON 





White Fuel completing 
two year expansion Program 


A TWO YEAR building and expansion 
program, involving an expenditure of 
more than two million dollars is near- 
ing completion at White Fuel Corp., 
Boston. New tank construction that 
provides an additional million barrels of 
petroleum products storage brings the 
company’s total storage capacity to 
more than 65 million gallons, making 
White the largest cargo terminal for 
storage and distribution of refined 
products in New England. 

Prompted by the necessity for in- 
creased storage at the point of con- 
sumption, particularly in New Eng- 
land where sources of supply are 1500 
miles away, White Fuel’s current ex- 
pansion is in line with industry trends. 
It permits the company to bring in an 
additional 42 million gallons of petrole- 
um products during the off season. As 
a result, the company is less dependent 
on tanker -transportation during the 
winter months and many additional 
days of supply in the oilburning months 
are provided. 





Ul 


John P. Brmingham, co-founder 
and president of White Fuel Corp., di- 
rects its operations, which this year will 
reach sales volume of some 33 million 
dollars. The firm’s activities include 
the marketing of heavy oils for indus- 
trial use, light heating oils sales to 
dealers, as well as direct distribution 
to the consumer, 


\/ 
“~~ 


Automatic Burner 
sold to Noma Electric 


THE AUTOMATIC BURNER CORPORA- 
TION, Chicago, one of the earliest pio- 
neers in the oilheating industry has 
been sold to Noma Electric Corpora- 
tion, New York. Joseph and Jack 
Hearst have sold all of their stock to 
the new owner and expect to continue 
active in the management. Joseph will 
continue as President and Jack as Vice 
President. The reported price was in 
excess of $1,000,000. 

Noma Electric has bought up about 
fifteen successful manufacturing cor- 
porations in recent years and merged 
them into a single entity. Noma’s stock 


Hawley 


with 


(With Efficient ST* Pr 


PORE BP ae oe 


THE COMPLETE VERTICAL BOILER 


is listed on the exchange and actively 
traded. 

There will be no change in the man- 
agement policies nor product of the 
company in the present planning of the 
Hearst brothers. In recent years about 
75% of the ABC output has been sold 
to manufacturers of boilers and fur- 
naces and the balance to a well estab- 
lished line of dealers. 

* 
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Imperial Oil declines 
new fueloil Contracts 


A SHORTAGE OF FUELOIL, which will hit 
particularly at new housing, was in- 
dicated in Montreal, Canada on May 
21 with the announcement that one of 
the largest oil companies in the city 
has asked its dealers to accept no more 
contracts. Existing contracts, however, 
will be honored, it was said. 

The recommendation, in the form of 
a letter, was received by dealers of the 
Imperial Oil Company throughout 
Montreal this week-end. It was not in- 
dicated whether other oil companies 
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inciple) emanate 





Cousider THESE FEATURES 


Large steam dome— 
permits fully sub- 
merged tubes. 


The Mt. Hawley line of gas and oil fired ver- 
tical boilers is available in eight sizes to meet 
every home and industrial heating need. 















With the Mt. Hawley line, you are com- 
pletely prepared to cash in on all types of busi- 
ness, thanks to the extensiveness of the line — 
quality of product — and competitive prices. 


















Domestic Water Coil 
—tankless or tank 
type — Mt. Hawley 
designed and built. 


Be ta eas Spinner Tube Inserts 
—tetard hot gases— 
direct head to boiler 


water faster. 





Richly styled, compact in size to save space, 
Mt. Hawley oil and gas fired boilers are real 
sellers — real - goodwill builders — real money 
makers! 


Flame observation 
port. Permits positive 
flame adjustment for 
greatest efficiency. 








*Slanting type princi- 
ple. Extracts more 
heat—lowers stack 
temperature. 


Ideal for 
Convector, 
Radiator or 
Radiant 
Panel Heating 


Mt. Hawley oil burn- 
er—fully Underwrite 
ers’ approved, 


Write today for complete literature and 
prices. You'll be glad you did! 


Combustion chamber 
baffle deflects heat 
to boiler water for 
greater economy. 


Extra heavy Banroc 
insulation — top and 
sides. Conserves fuel. 


Mitlowey OlL BURNERS 


Model G-4 for larger 
homes. 1.50 to 4.00 
G.P.H. 


Four inch Vermiculite 
combustion chamber 
insulation permits 
wood floor installa- 
tions. 


FOR OIL OR GAS FIRING 2 


Model G-8. 9.00 to 
20.00 G.P.H. 


Model G-6 
9.00 G.P.H. 


Model G-2 for small- 5.00 to 
er homes. .65 to 1.50 


G.P.H. Beautifully finished in Pe 


Green Hammerloid. 








PEORIA 4, ILLINOIS 














June 


" 1951 














““At your 


service, 


More and more families are on the move 
today—resettling in suburban areas—go- 
ing to new jobs in towns and cities all over 
the country. That means new business for 
all types of dealers. 


Where do these strangers look to find the 
things they want to buy? They go right to 
the buying guide they’ve been accustomed 


FOR FURTHER INFORMATION, CALL YOUR LOCAL TELEPHONE BUSINESS OFFICE. 


@ 


stranger’ 







to use—the ‘yellow pages’ of the telephone 
directory. How do we know? Nationwide 
surveys prove that 9 out of 10 shoppers use 
the ‘yellow pages’ for buying information. 


Help these prospective customers find your 
fuel business. Make sure you are identified 
in the ‘yellow pages’ under headings of all 
the products and services you offer. 
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are following suit or plan to do so. 

The news left the construction in- 
dustry in a state of confusion. Build- 
ers approached said that they were cov- 
ered insofar as houses still under con- 
struction but containing oil units were 
concerned. In cases where oil units 
have not been installed but have been 
planned they were going to switch over 
to coal systems. Any future building 
will be planned for coal heating. 

In cases where houses heated by oil 
change hands, it is assumed that the 
contract will change hands at the same 
time and will consequently be honored. 





J. R. Baillie, a fueloil supplier of 
6654 des Erables street, said he had 
been advised in a letter from the Im- 
perial Oil Co., that it would be “ad- 
visable”’ not to take any new contracts 
for this winter because of a developing 
fueloil shortage. Baillie quoted the let- 
ter as saying it was doubtful whether 
the Imperial Oil would be able to sup- 
ply him more oil this year than last. 

A spokesman for Canadian Fuel Oil 
Co., 8376 St. Denis street, supplied by 
Shell, said it appeared that only Im- 
perial Oil agents would be affected by 
the reported shortage and this was due 





Why they’re 
extra-important 
to YOU... today 


to the fact that Imperial’s oil came 
from Iran. The spokesman said that as 
far as he knew, Imperial Oil was the 
only company so far which had advised 
representatives to decline new contracts. 

McColl-Frontenac distributors were 
still accepting new contracts. 

Valentine Dessoy, the Montreal Di- 
vision Manager of Shell Oil of Canada 
stated that he had not yet received any 
directive on the restriction of fueloil 
contracts. “Our company is definitely 
accepting all fueloil orders,” he said. 

A representative of the Mount 
Royal Fuel Oil Regd., 908 Gilford 
street, supplied by British-American, 
said he had received no word yet from 
B-A advising him not to take on new 
contracts. “It seems that we'll continue 
to get the oil we need, for the time be- 
ing, at least,” he stated. 

In Ottawa, Government officials said 
while the oil situation is not critical, 
it could become serious, because of: 

1. Increased use of oilheating equip- 
ment both in homes and industry. 

2. Use of catalytic method which 
produces a higher quality of gasoline 
but less fuel and diesel oils. 

ate 
Estimates oil and gas 
may exceed coal Reserves 


HARRY J. KENNEDY, vice president for 
marketing, American Petroleum Insti- 
tute and vice-president, Continental 


Oil Co., told members of the Indiana 


Oil Jobbers Association recently that 
“total recoverable oil and gas resources 
could very well equal or exceed the re- 
coverable coal deposits. As reported 
in the New York Journal of Com- 
merce, his talk pointed out that the 
only comprehensive estimate of coal re- 
serves was made 30 years ago and has 
been found “highly exaggerated” on 
the basis of a more recent preliminary 
report of the United States Geological 
Survey. 

Mr. Kennedy chided the coal indus- 
try for its efforts to ‘fasten shackles 
on its competitors” and accused the coal 
industry of furnishing the “major im- 
petus” for a proposed new national 
fuel policy aimed at “end-use control 
of national energy resources that will 
shift a greater portion of our fuel re- 
quirements from oil and natural gas to 
coal.” 


You’re due to be busier in the 
days ahead. So more than ever 
you'll want to depend on Edding- 
ton products. Eddington Filters, 


for instance, are proved reducers 
of service interruptions. They’re 
big in filter area, do a thorough 
filtering job, need infrequent 
cartridge change. They'll do their 
part to keep your service up to 
par, no matter what’s ahead. 


Want information on any of the 
items listed? Just drop us a 
postal; you'll get a quick reply. 


EDDINGTON METAL SPECIALTY COMPANY 
1050 Czarnecki Street, Eddington, Pa. 
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Industey Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group’s 
activities to reach the editor by the 18th. 


New England OHI holds 


annual Meeting, Banquet 


THE OIL HEAT INSTITUTE OF NEW 
ENGLAND, Boston, Mass., held its an- 
nual meeting and banquet on May 16 
at the Hotel Bradford, Boston. This 
year’s program eliminated the usual in- 
dustry luncheon, in favor of an after- 
noon meeting to make it more con- 
venient for members to attend. 

The president and treasurer of the 
Institute submitted their annual re- 
ports, followed by election of 7 new 
directors for three year terms. Addi- 
tions to the board included: Donald G. 
Clark, Worcester Automatic Heating, 
Inc., Worcester; Donald R. Dean, 
Dean’s Burner Service, Auburn, Me.; 
William H. Flood, Converse-Carlisle 
Coal Co., Springfield; Wilbur J. Ho- 


gan, Liberty Ice & Fuel Co., Spring- 
field; Ernest E. Illig, Walter R. Illig 
Co., Fitchburg, Mass.; Edward T. 
Lord, Lord & Keenan Co., Inc., Dover, 
N. H. and Thomas J. Scott, Buckley & 
Scott Utilities, Inc., Watertown, Mass. 

Two speakers were featured at the 
annual banquet, for which William 
F. Briggs acted as toastmaster. After 
opening remarks by John F. Walsh, 
Institute president, T. A. Crawford, 
Timken Silent Automatic Div. and 
president, Oil-Heat Institute of Amer- 
ica, was introduced. His talk was an 
up-to-date presentation of industry af- 
fairs, plus an analysis of what may be 
expected during the balance of the year. 
Lester O. Schriver, lecturer, authorist 
and humorist, was the second speaker. 
Entertainment and music rounded out 
the program. 

Mr. Crawford opened his talk with 
a discussion about the effect of the 
defense program on materials availa- 
bility and remarked that under present 
policies severe shortages of materials 
for civilian goods must be expected 
during the coming winter, with the 
hopeful prospect that the most critical 





shortages will be solved by the end of 
1952. He expressed his own opinion 
that no general war is in prospect this 


year or next. 

About materials supply generally he 
stated, ““Any dealer or manufacturer 
who has tried to buy copper wire, steel 
pipe or steel sheets knows they are 
hard to get and knows he probably 
can’t buy as much in 1951 as he had 
last year. However, we confidently 
expect that 1951 production of oilheat- 
ing equipment will compare favorably 
with the average of recent years and 
hope that by the end of 1952 the 
United States can meet its defense re- 
quirements while supplying a fabulous 
quantity of consumer durable goods.” 

Mr. Crawford expressed the convic- 
tion that heating oil can and will be 
produced and delivered in required 
quantities this year because the sale 
of “tremendous quantities of heating 
oil is one of the important supports of 
the petroleum market structure” and 
the oil industry’s expenditures to 
increase the sale of its products is evi- 
dence enough that they want “business 
and more business.” 





ST. ‘Bethlehem 


SELLS like Magic 
because if WORKS 


like Magic! 


Here's the last word in home heating comfort and con- 
venience! It's a compact, highly efficient, completely auto- 
matic package unit. From it you get quiet, clean heat and 
an ample, year-round supply of domestic hot water. The 
Bethlehem Crusade-a-therm is designed and built to give 
ASSURES BIGGER 
PROFITS FOR YOU, MR. DEALER! We'll be glad to tell 


lifetime service at a low, low cost. 


you more about it! 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


BE THLE EM 


PENNSYLVANIA 
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A few exclusive Bethlehem Crusade-a-therm 
territory Franchises are still available. 


Wire or write immediately for full information. 
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1951 

















YOU CAN DO 


A BETTER JOB WITH 









B&G Hydro-Flo Products 
protect your most valu- 
able asset — customer 
satisfaction. 






















3 Wipe off the seat. 4 Replace the cap. 





ROOM THERMOSTATS 0 
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MOTORIZED VALVES 
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@ The quick cleaning design of B & G Flo-Control 
Valves permits easy removal of dirt which might 



































“Coos # Cause faulty operation—turns a tough job into a 
B & G Monoflo Fitting odes simple matter. No pipe connections to break... 
acne merely unscrewing the top cap gives access to the 

BEG Relief interior of the valve. 

Weeds B & G Flo-Control Valves give you a choice of 
either angle or straight patterns, enabling you to 
meet any piping problem the most convenient 
way. These valves can be quickly adjusted for 

Four zone forced hot water heating system with automatic or gravity operation by turning the 
circulation controlled by B & G Motorized : 

Valves and B & G Flo-Control Valves. The | Wing nut at the top. 

B & G Booster starts simultaneously with the See the B&G catalog for complete size and capac- 


opening of any Motorized Valve. PIS io “ i ‘ 
ssiaitiaindieiaed ity information. If you haven’ta copy, write today. 


BELL & GOSSETT 


C O M P Y 


Dept. CB-7, Morton Grove, Illinois 
Canadian Licensee: $. A. Armstrong, Ltd., 1400 O’Connor Drive, Toronto, Canada *Reg. U. S. Pat. Off. 
FORCED HOT WATER HEATING EQUIPMENT—HEAT EXCHANGERS— WATER HEATERS —PUMPS— REFRIGERATION EQUIPMENT 
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B & G Deluxe 
Heater Tankless 








.... Industry Groups 


The Oil-Heat Institute reports 
monthly to the oil industry the num- 
ber of oilburners installed so that they 
can gauge the increase currently, and 
a final factor cited by Mr. Crawford 
to emphasize the oil industry’s intention 
to maintain fueloil supplies is the deep 
impression made by the “loyalty of 
users during the rationing of fueloil.” 
“I think,” he concluded, “‘it can safely 
be said that the oil industry fully rec- 
ognizes the necessity for taking care of 
its users of heating oil and knows the 
political price they would have to pay 
for permitting a shortage to occur.” 


Speaking of the gas competition that 
is facing New England dealers, Mr. 
Crawford said available figures indi- 
cate the utilities hope to add about 
12,500 gas burners this year to the 
66,000 already in operation and sell 
an additional 25,000 next year. In con- 
trast, 128,640 oilburners for central 
heating were installed in New England 
in1950 and “‘it is reasonable to believe 
that 100,000 new installations can be 
made in 1951.” 

He cautioned against complacency 
and despite threatened materials difh- 
culties, he declared, “I will wager that 





FOR QUICK-OPENING, TIGHT-CLOSING, POSITIVE-LOCKING MANHOLES 


no matter 
who 

builds your 
tank trucks 





Oe ery eK ee, ee? oe 

| 

Standard 
Manhole 
Size 12” x 16” with 
6%”, 8”, or 10” fill 
Opening. A slight turn 


of locking ring opens 
and closes cover. 


2 Gee Gee ee ee ee ee 


Self-Closing 
Manhole 


Size 12” x 16” with 
10” fill opening. Self- 
closing, with positive 
locking device. 
Opened by raising 
lever on either side. 


14” Diameter 
Self-Closing 
Manhole 


For heavy _ fuel-oil 
tanks. Self-closing, 
with positive locking 
device. To open, lift 
either lock arm and 
raise cap. 


“Maha by Pada Vo 


Write the words ‘Manholes by 
Philadelphia Valve” into your 
order. These quick-opening man- 
holes are absolutely tight. They 
surpass every fire underwriter’s 
standard. They open and close 
easily and quickly. They are built 
to outlast the tank. 

Each type of manhole is simple, 
strong, and foolproof. Covers are 
leakproof. Covers and plugs are of 
malleable iron or heat-treated alu- 
minum. No cast iron is used. 
“5-in-1”” vents automatically close 
if truck upsets, and will release 
under 6 lbs. pressure to prevent 
explosion in case of fire. Gaskets 
are easy to keep tight. 

Philadelphia Valve manholes are 
standard with many major oil com- 
panies from coast to coast. Make 
standard tank 
trucks, too! 

Send for catalog 170 for descrip- 
tions and engineering drawings of 


them on your 


all Philadelphia Valve Company 








ss ce es eens 


products. 


PHILADELPHIA VALVE COMPANY 


3413 Aramingo Avenue, 


Philadelphia 34, Pa. 


Pacific Coast Distrikutors: 


Oil Marketing Equipment Co., 325 Fremont 


Street, San Francisco 5, California 


Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California 
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there will be substantial stocks of oil- 
heating equipment remaining unsold 
at the end of 1951 and, futher, that 
there will be even more potential buy- 
ers who didn’t buy in 1951 because no 
one made the proposition atractive and 
supplied the reasons for buying.” 


He proposed the following 8 point 
program that New England dealers can 
undertake to keep the present 913,000 
oilburner users happy and “to make 
sure that they recommend oilheat to 
all their coalburning friends while re- 
maining faithful to oil themselves: 


“1. You should put on an energetic 
and aggressive campaign to replace the 
old burners which can no longer de- 
liver reliable service. 


‘2. You should replace the oil hogs 
if you can’t bring their efhciency up to 
respectable levels. ; 


3. You should put on an energetic 
and aggressive ‘clean up’ campaign on 
the rest of your burners, for the pur- 
pose of making sure that every single 
burner is in the pink of condition and 
adjusted to deliver the results you 
promised when you sold it. 


“4. Next, I urge you to stage an ag- 
gressive advertising campaign. Tell the 
world that oilheat is the most reliable, 
the most enjoyable and the most eco- 
nomical form of automatic heating. Use 
the splendid arguments advanced in the 
Oil-Heat Institute booklet, ‘House 
Warming in the Modern Manor.’ 


“5 Next, look at your store and 
consider whether it offers an attractive, 
businesslike appearance. How does it 
compare with an appliance store on 
Main Street? Clean up, paint up, fix 
up, if you decide that the comparison 
is unfavorable and that your prospec- 
tive customer might decide to spend 
his money for some other product 
which is more attractively displayed. 


“6. Next, take a long, hard look at 
your sales organization. Do you have 
enough men to sell the volume you 
have a right to expect? Are they equal 
in sales ability to the men they will 
meet as competitors—even though 
those competitors may be selling gas 
burners or radios or automobiles? Are 
they as well trained as they should be? 
If not, the answer is obvious. Do they 
have a practical working plan which 
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WE CAN GIVE YOU 


LE ready to install! Packaged com- 


HOT WATER BASEBOARD RADIATION plete in six sizes . . . from 200 


to 366 sq. ft. of radiation. 












GET READY FOR BIG 
SUMMER SALES NOW! 





Just tell us how much radiation 
is needed for your size jobs. 





SPONGE RUBBER 
DUST SEAL ALONG BACK 
(Prevents Wall Streaks) 







SOLID METAL 
TOP MOULDING 
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a United States 
a Se . LS . in individ- 
a pep gg , ual homes, row 
(Easy to Remeve) homes and com- 




















ATTRACTIVE 
SNAP-ON plete apartament 
CORNER AIR projects. There’s 
TRIM FLOW ; 
a Floorlevel in- 
(Conceals 
section ONE PIECE llati 
Supporting Stallation near 


ay WALL BRACKET YOU! 


HOME OWNERS 
ARE EASY 
TO SELL! 


DE-AIRATOR TANK 
A “MUST” For Hot Water 
Baseboard Heating - 


SEND FOR 
SPEC. 56 


Find out how you 
can cash in on this 
profit package 
... NOW! 


Systems. A positive 
eliminator of air 
troubles. 


GENERAL AUTOMATIC PRODUCTS CORP., 2300 Sinclair Lane, Baltimore 13, Md. 
MFGRS. OF A COMPLETE LINE OF OIL & GAS FIRED HEATING EQUIPMENT 
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. ... Industry Groups 


is followed consistently? Do they have 
case histories showing the low fuel cost 
and satisfactory results enjoyed by your 
users? If you are lacking in any of these 
ways, call on your factory man for 
help, and be sure to use the excellent 
material your Oil-Heat Institute offers 
to you. 

“7, Next, let’s have a look at your 
service and installation department. 
Are you satisfied with the appearance 
of the men who represent you and your 
business in the homes of your custom- 
ers? Have you schooled them in con- 
siderate behavior and the little cour- 
tesies which mean so much? Are they 


capable of ‘fixing’ the customer’s burn- 
er when it is in trouble, or is a call-back 
necessary? Do they create confidence 
and earn good will for your business? 

“8. Next, what about your installa- 
tion procedures? Do you have a good 
heating man on your staff? Does he 
make a careful survey of requirements 
before you undertake the job? Do your 
installation men go out on the job with 
detailed instructions and plans so they 
know exactly how to proceed? 

“Are your installation mechanics 
competent? Are they well trained in 
the requirements of your burners, and 
are they careful in executing the in- 


HOW ABOUT THAT ° 

















AFTER MONTHS 727] 

OF EFFORT..YOU [7 - OKAY! I'M 
FINALLY CONV Sea Y)\ J THE_GENTLEMAN Vf SOLD ON IT! f 
NOUR emul BUN VI ISRIGHT.DEAR! ft TLL Sian ff 
ee ame 7\4 I THINK WE THE ORDER! 








WTA Lo 





OUR OIL-BURNER 























aw 


| ay | 

fi Hy ] i 
| 

i 


JU 











SSO}. 





SHOULD BUY 
ONE ! 


IS UNMATCHED FOR 
CAREFREE, ENDURING, 
,. ECONOMICAL SERVICE! 


YZ, 


pe 


e 








WHO HAS TO POP 
IN2 NONE OTHER 
THAN AUNT GRENADINE, 
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structions of your manufacturer and 
your survey engineer? Do these in- 
stallers finish your job, leaving nothing 
undone, and leaving the premises clean 
and orderly? Do they use a dime’s 
worth of touch-up paint on furnace 
doors and other such parts so as to 
brighten up the old heater? 

“Is an inspection made within a day 
or two by you or your chief mechanic 
—and do you go out of your way at 
that time to sell the buyer on the care 
and skill used in making his installa- 
tion? 

“If you will do all of these things to 
the limit of your ability, and make them 
your daily standard of operation, you 
can face the future with confident as- 
surance. Neither the gas equipment 
dealer nor the gas utility can cut into 
your present business, and you can keep 
right on building it up to higher and 
higher volumes.” 


Richmond Group holds 
regular monthly Meeting 


A REGULAR MONTHLY MEETING was 
held on May 16 by the Richmond Oil 
Heat Association, Richmond 20, Va. 
Featured speaker at the meeting was an 
official from the Bank of Virginia who 
talked on the subject of business finance 
in general. The group also heard dis- 
cussions of plans for budget financing 
of home heating oil deliveries. 
William E. Stearns, Jr., General Oil 
Co., Richmond, is chairman of the pro- 
gram committee of the Association, 
which meets on the third Wednesday 


of each month. 


I-B-R completes Schedule 
for School of Modern Heating 


A COMPLETE LIST of cities in which the 
School of Modern Heating, sponsored 
by the Institute of Boiler and Radiator 
Manufacturers, New York, N. Y., will 
be held during the remaining months 
of 1951 has been announced. R. E. 
Ferry, general manager of the Institute, 
explains that the full schedule has been 
worked out to permit prospective stu- 
dents to have as much time as possible 
to make plans to attend. 

The following list gives dates and 
places for schools to be held during the 
last 7 months of this year: June 5 to 7, 
Downtown YMCA, Pittsburgh; June 
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“OUR FUEL BILLS ARE LOWER, the air is cleaner, and there is uniform heat 
says Mr. Irving Gutbrod of Milwaukee, Wisconsin. This 
is Mr. Gutbrod’s home—which has a new G-E Oil Furnace with Air-Wall System. 


a“ 


in all our rooms now, 





MR. GUTBROD INSPECTS the attractive General Electric 
Oil Furnace and compact G-E Air-Wall Heating System in his 
home. Little headroom is taken by small round supply ducts. 


THE G-E OIL FURNACE 


“Climate Engineered” G-E Oil-Fired Warm Air Furnaces are 
completely coordinated heating units, factory-assembled 


and tested for ease of installation and service. They offer 


home owners the triple benefits of outstanding fuel econ- 


omy, fast, dependable heat and fully automatic controls. 





THE FAMOUS G-E “TURN-BACK” FLAME 
shown in cross-section, combined with G-E Spira- 
Flow Heating Section, gives owners satisfying 
comfort at low fuel cost. Write today for litera- 
ture describing the G-E Oil Furnace. See why-G-E 
is basically different from all other oil furnaces. 


H™ OWNERS like the looks of this com- 

pact G-E Oil Furnace. They praise its 
low fuel consumption and the dependable, 
trouble-free operation. 

Behind its outstanding performance are 
G-E “Climate Engineered” features. The 
famous G-E “Turn-Back” Flame travels 
a longer, hotter path than conventional 
blowtorch types. In the Spira-Flow Steel 
Heating Section, special baffles agitate 
air and hot gases for faster and more 
complete heat transfer. The G-E method 
of low-pressure atomization thoroughly 
mixes oil with combustion air and gives 
outstanding performance. 

G-E Oil Furnaces and Boilers, G-E Air- 
Wall Heating and the new G-E Residen- 
tial Year "Round Air Conditioner, com- 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
@ 


‘bined with a G-E Oil Furnace for year 
’round comfort, offer a wide selection of 
quality equipment to meet builder and 
home-owner demand in both replacement 
and new-construction markets. 

All G-E Oil Heating Equipment is built 
and backed by General Electric! It is 
being sold nationally by the greatest na- 
tional advertising program in the depart- 
ment’s history and by persuasive sales 
promotion. Sales training is available to 
G-E dealers and their salesmen. G. E.’s 
single responsibility promotes continued 
dealer and customer satisfaction. General 
Electric Company, Air Conditioning De- 
partment, Bloomfield, N. J. 





A NEW KIND OF HEATING, now widely used, 
is the low-cost G-E Air-Wall System, used with 
G-E Oil Furnaces. Small ducts—usually 4“ —make 
installation easier. Register works on same prin- 
ciple as windshield defroster...delivers warm air 
upward along cold walls so that they radiate heat. 
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12 to 14, American Legion, 401 West 
Lafayette, Detroit; June 19 to 21, 
American Legion Hall, 123 S. Clinton, 
Syracuse, N. Y.; June 26 to 28, Hotel 
Statler, Buffalo; July 11 to 13, Odd 
Fellows Hall, 46 Beaver St., Albany; 
July 17 to 19, Federation Bldg., El- 
mira; July 24 to 26, Portland, Me.; 
July 31 to August 2, Burlington, Vt.; 
August 7 to 9, Long Island Agricul- 
tural & Technical Institute, Farming- 
dale, N. Y.; August 14 to 16, New 
Haven, Conn.; August 21 to 23, 
Springfield, Mass.; September 11 to 13, 


Grand Rapids; September 18 to 20, 
Minneapolis; September 25 to 27, El- 
gin or Joliet, Ill.; October 2 ta 4, Kan- 
sas City, Mo.; October 9 to 11, St. 
Louis; October 16 to 18, Allentown, 
Pa.; October 30 to November 1, 
Poughkeepsie, N. Y.; November 7 to 9, 
Manchester, N. H.; November 13 to 
15, Philadelphia; November 20 to 22, 
Paterson, N. J.; December 5 to 7, New 
Bedford, Mass.; December 11 to 13, 
Trenton, N. J. and December 18 to 
20, Boston. 

Complete details can be secured from 


the Institute at 60 East 42nd St., New 


York 17, N. Y. 








IN HAND PUMPS... 








AS IN 


Blackmer offers 
the world’s largest 
line of time-tested, 
dependable hand 
pumps of finest 
quality for every 
requirement. 


© 


Blackmer ‘‘single”’ 
truck pumps in 40, 60, 
100 and 200 GPM ca- 
pacities feature NEW 
QUIET “self-adjusting 
for wear’’ NON- 

METALLIC vane con- 
struction. 


© 


Blackmer ‘‘dual’’ truck 
pumps in 40, 60 and 100 


TRUCK PUMPS 
BLACKMER J/eadership 



















FOR MORE THAN 45 YEARS Blackmer Pumps 
‘have been most consistently favored by “oil 
men.” With minimum care, Blackmer Pumps 
outlast all equipment with which they are used. 
You can get no better pumps than Blackmers 
for your petroleum-handling needs. 


BLACKMER 
p U M E $ lead all others 


in design improve- 
ments in truck pumps. 
With Blackmer 
Pumps oil marketers 
invariably gain profit- 
able delivery time and 
lower operating costs, 
thereby increasing 
profits. 






















twin’’ capacities meet WRITE 
legal requirements in han- FOR TP3 
dling “split load” deliveries BULLETIN 
efficiently from compart- CONTAINING 
mented trucks. Contamina- DETAILS 


OF BLACKMER 
TRUCK PUMPS 


tion of products is entirely 
eliminated. 





GRAND RAPIDS, 
MICHIGAN 


BLACKMER PUMP COMPANY 








OIIC offers Advertisement 

to local fueloil Dealers 
A NEWSPAPER advertisement is avail- 
able in two sizes from the Oil Indus- 


try Information Committee, 50 West 
50th St.; New York 20, N. Y. for use 
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by fueloil dealers in their local cam- 
paigns. The copy in the advertisement 
urges users to have their oilburners 
checked and fill their tanks during the 
summer. Mats are offered for adver- 
tisement SP 9-A, 3 columns by 150 
lines and SP 9, 8 columns by 280 miles. 

Copy in the advertisement reads: 
“Winter wasn’t too tough, was it? 
Sure, there was lots of snow, ice and 
cold. But you people who bought your 
fueloil from us had nice warm houses, 
didn’t you? 

“Our trucks kept oil in your tanks 
and the quality of the fueloil was right 
for dependable, efficient oilburner op- 
eration. That’s so, isn’t it . . . even if 
we do say so ourselves? So why not 
think about next winter now? Here 
are 2 important things for you to do: 


“1. Have your oilburner serviced for 
carefree operation next winter. 

2. Have your tank filled now. It will 
help you budget your fuel cost over 
the year. And a full tank helps prevent 
condensation and rust. 

“Start now to make next winter a 
comfortable one, too.” 


June 
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BIG REASONS 
GILBARCO suspended FURNACES 





SAVES SPACE... the Gilbarco Suspended 
Furnace doesn’t occupy one bit of floor 
space. It’s completely out-of-the-way 
for 100% use of valuable inside room. 
This is one reason why multiple instal- 
lations of as many as twenty units are 
proving so popular for commercial and 
industrial buildings. 


SAVES FUEL... exclusive Gilbarco Econ- 
omy Clutch feature saves and saves on 
heating costs, gives more heat, uses 
less fuel... Every Gilbarco Suspended 
Furnace is a completely factory-built 
unit with burner already mounted... 
AND every burner has the patented 
Economy Clutch! 


SAVES HEAT... All Gilbarco Suspended 
Furnaces have COUNTERFLOW HEAT 
TRANSFER for high-heating efficiency... 
hot combustion gases move in oppo- 
site direction to flow of heated air, giv- 
ing maximum transfer of heat through 
all parts of furnace! 
CONVERSION AND 
SAVES INSTALLATION COSTS... Furnaces 
are completely packaged units. Right 
and left hand models for simplification . REPLACEMENT BURNERS 
of duct work. Available in 200,000, 
150,000 and 100,000 BTU capacities. BOILER-BURNER UNITS 


i i : i Barker Mfg. Co 
Don‘t miss this chance to increase sales Gilbert & B g. Co. 
in today’s cost-conscious heating business. Write gyn oe ey WARM AIR CONDITIONERS 
today for full information on the Gilbarco Sus- " 


pended Furnace Line. INDUSTRIAL BURNERS 
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Space is provided in the lower right 
hand corner of the layout for inclusion 
of the dealer’s company name and ad- 
dress. 


Thorpe honored at 
Philadelphia Meeting 


HAROLD THORPE, who has been presi- 
dent of the Oil Heat Dealer Division, 
Electrical Association of Philadelphia, 
Inc., from 1943 through 1950, was 
honored at the May 16 meeting. In 
recognition of his 7 year tenure of of- 
fice he received a 21-jewel Bulova wrist 
watch. 

A speaker at the meeting was Robert 
Gray, editor, FUELoIL & Oi HEAT, 
who discussed the general outlook for 
oilheating. 


Washington, D. C. Dealers 


enlarge advertising Program 


THIS YEAR’S ADVERTISING of the Oil 
Heat Institute of Greater Washington, 
Inc., Washington, D. C., is featuring 
three main themes. One advertisement, 
which already has appeared in news- 
papers, emphasizes that “Oil Heat is 









the SAFETY of... 


OIL HEAT! 





Save and be Safe with modern Oil Heat 
Souletbes Abundant Hot Water too! 





Deal with a Member displaying the Seal of 


The OIL HEAT INSTITUTE 


OF GREATER WASHINGTON, Inc. 


412 FIFTH STREET, MLW. EXtCuTIVE 3905 


Cheaper,” “Oil Heat is Safer” and 
“Oil Heat gives abundant Hot Water.” 
Other insertions already have been 
prepared, some featuring individual 
advantages and all reproducing cost 
tables giving current prices for oil and 
gas in the Virginia area, the District 
of Columbia and the Maryland area, 
highlighting savings with oil. 
‘Dramatic proof of the safety of Oil 
Heat” is offered in one of the advertise- 











Are you feeling the pinch ? Want 
to save money & ? Don't know how 
to cut costs eo? Here's a good way 
\ Basie 
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The OIL HEAT INSTITUTE 
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402 FIFTH STREET, N.W. 





ments, which by picture and copy, 
shows “A flaming torch can actually be 
extinguished in a pail of fueloil! What 
more convincing proof could you have 
of the absolute safety of Oil Heat?” 

A seal has been designed to identify 
members of the Institute and this, too, 
is displayed in all advertising. The cir- 
cular insignia, with the name of the 
association forming its outer boundary, 
contains the slogan, “Save and be 





Unlock the Profits! 
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for you—and these advantages for your customers: 


GENERAL FILTERS Saye 


Install a Genuine General Filters Replacement Cartridge 
For Your General Customers at Least Once Each Season 





FUEL 
OIL 





ae 


The few minutes you spend installing a new 
cartridge during a service call means. profit 


FILTER 


THEY’RE WAITING IN EVERY 
GENERAL 


itl 






























Y cioccep NOZZLES ELIMINATED 
ALL-WOOL CARTRIDGE 
FINE FILTRATION 
V CONDENSATION MOISTURE REMOVED 
V wire MESH STRAINER INSIDE WOOL GIVES DOUBLE 
PROTECTION 


GENERAL FILTERS now distributes / 
CLEAN RIGHT SOOT REMOVER— / 


Certain-safe for oil, gas, or 
coal heating plants. Tell your 
customers about the NEW 
way to heating efficiency. 
GENERAL FILTERS 


ncororaro, «= GQ ENERAL‘o FILTERS 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD. 2679 DANFORTH AVE., 


f, 


12890 WESTWOOD AVE. 
DETROIT 23, MICHIGAN 


TORONTO 13, ONTARIO 
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MORE 
FURNACE MANUFACTURERS 
THAN EVER BEFORE WILL 
USE THE KRESNO-STAMM 


P.A.G. Ball Flame BURNER 


This year more manufacturers than ever before—at least 
59—will use the Kresno-Stamm P.A.G. Ball Flame Burner. 
For every application they have overwhelmingly accepted 
the Ball Flame as the best and most versatile unit. 


More manufacturers of Hi-Boy furnaces will use 
the Ball Flame Burner. 


More manufacturers of Gravity furnaces will 
use the Ball Flame Burner. 


COUNTERFLOW 


More manufacturers of Counterflow furnaces 
will use the Ball Flame Burner. 



























More manufacturers of Utility furnaces will use 
the Ball Flame Burner. 


More manufacturers choose the versatile 
Kresno-Stamm Ball Flame because 
V It costs less than a gun type burner. 


V It operates more efficiently at capacities up to 
1 G.P.H. 


Vv it costs less to install. 

Vv It requires no combustion chamber. 

Vv It requires no stack relay. 

¥ It is a profitable addition to their line of gas 
burners and gun type oil burners. 


The Kresno-Stamm P.A.G. Ball Flame 
is your best bet, too. Write today for 
specifications. 


* Pressurized 
Air Gravity 


KRESNO-STAMM MEG. CO. (America) Inc. 


PALISADES PARK, N. J. 
Canadian Affiliate: Kresno-Stamm Mfg. Co. (Canada) ltd 


1452 Drummond Street * Montreal, P. Q 
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ROUND PIPE 
SIDE TAKEOFF 





28 Ga. 


the best costs less|_** | *1=_ 








Net to dealer 
at his jobbers 











More and more warm air heating contractors 
are making the comparison we suggest, and 
finding Lamneck to be in a class by itself! 
For example take this Simplenic (extended 
plenum system) takeoff, it’s designed for a 
minimum of resistance and is adjustable 
from 45° to 90°. Like all Lamneck fittings 
it’s made from premium 28 gauge galvanized 
iron — precision built to exact specifications. 
(Due to critical shortages of steel, jobber’s 
stocks may be low on some items at this time). 


LAMNECK MAKES A COMPLETE LINE OF FURNACE PIPE & FITTINGS 


Stimgplenie 1st 
rM 


WL 4 


FURNACE PIPE 
& FITTINGS 





Another Write for free comprebensive 
Great C&L Product Lamneck Catalog and the 
eIBUTION industry’s latest book 
"*Standardized Fittings.’’ 





CLAYTON & LAMBERT MFG. CO. 
1701 DIXIE HIGHWAY  $ LOUISVILLE 10. KY. 
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Safe.” To enable the dealer members to 
tie-in with the Institute program, de- 
calcomanias, in 6”, 8” and 10” sizes, 
can be purchased for application to 
trucks, office or store windows and 
electrotypes are offered without charge 
for use on letterheads, bills and other 
printed material. 

A. Graham Shields, managing direc- 
tor, in urging dealers to use the seal to 
identify their company as members of 
the Institute, explains, “Your money 
is being spent in the institutional ad- 
vertising to sell the public on the idea 


of selecting their dealer on that basis— 
so make it more potent by showing the 
importance of this identification.” 


Beckwith speaks at Meeting 

of Massachusetts Association 
FRED N. BECKWITH, secretary-treasurer 
of the Oil Heat Institute of New Eng- 


land, was principal speaker at the gen- 


eral dinner-meeting held by the Massa- 
chusetts Oil Heating Association, Bos- 
ton, May 23 at the Hampton Court 
Hotel, Brookline, Mass. “Uncle Fred” 
spoke on “Current Problems of the 








For GASOLINE and 
OIL TRANSPORT 
SERVICE 


ano HERE Is Whey / 






MODEL GL-02 

Gear Drive (as shown) 
Also for Engine Drive 
Motor or Belt Drive, 


This Pump Has: Straight-in-line Suction and Discharge, eliminates friction 
loss .. . No Check Valve, reduces maintenance cost . . . Positive Self-Priming, 


Gorman-Rupp design . . 


H.P. continuously and operates thrust free . . 
. . Compact, requires the minimum of installation 


able and trouble-free . 


space . 


. Sturdy Helical Cut Gears, designed to take fifteen 


. Self-lubricating Seal, depend- 


.. Most Efficient pump of its kind . . . Compare these points with 


any other pump on the market. There’s No Pump Like It. 


Easy mounting on trucks. Unit di- 
mensions most suitable for installations 
between truck frame and members. 

Photo at right—GL-02% pump mount- 
ed on a canopy body truck. Used for 
aircraft refueling in connection with 
a hydrant system. 

Lower photo—close up view of same 
installation showing pump attached to 
truck frame. Note excellent ground 
clearance. 


Ask for Bulletin O-PP-11 and 
Performance Curves. 


Eastern Petroleum Representative: 


CHAS. W. M. COOTE CO., INC. 
336 Gregory Ave., West Orange, N. J. 



















THE GORMAN-RUPP COMPANY |¥ 


MAS F IE LD, 
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Oilheating lindustry,” with particular 
reference to such items as gas competi- 
tion, oil supply and government con- 
trols. 

During the business portion of the 
meeting elections of officers was held to 
act upon the following slate submitted 
by a nominating committee: President, 
Lester Godwin, General Oil Co., Inc., 
Medford; Vice-president, Mahlon 
Walker, Godfrey Fuel Co., Milton; 
Secretary, Max Seltzer, Seltzer & Co., 
Inc., Boston and Treasurer, Stanley 
Wood, Automatic Heating Corp. of 
Mass., Boston. 

The following were nominated to be 
directors for the coming year: Wil- 
liam J. Breed, Booma-Breed Co., Lynn; 
Harold Davis, C. A. Breed & Co., 
Newtonville; Thomas Scott, Buckley 
& Scott Utilities, Inc., Watertown; 
Paul Rimbach, E. H. Chapin, Read- 
ing; Ed Isaac, Cronin Supply Co., 
Cambridge; Ray Chamberlain, Fur- 
nace Installation Co., Inc., Water- 
town; John Landerman, Allied Engi- 
neering Co., Wollaston; Sam Lucido, 
S. J. Lucido Co., Watertown; John 
Donovan, Minneapolis - Honeywell 
Regulator Co., Boston; Eugene Brody, 
Stetson Fuel Co., South Boston and 
Daniel F. Porter, White Fuel Corp., 
Boston. 


Petroleum Group plans 
June Banquet and Dance 


THE FIRST ANNUAL banquet and dance 
of the United Petroleum Association 
of New Jersey, Inc., Newark, N. J., is 
planned for Saturday evening, June 
30. Joseph Cris, secretary of the group, 
is supervising ticket sales and the 
preparation of a souvenir journal to 
be distributed at the dance, being held 


at the Terrace Ballroom, Newark. 


IOMA schedules 27th 


annual Convention 


THE 27TH ANNUAL CONVENTION of 
the Independent Oil Men’s Association 
of New England, Boston 16, Mass., 
took place on June 13 at the Statler 
Hotel, Boston. The one day meeting 
included morning and afternoon forum 
sessions, a luncheon and banquet. 
Kirk B. Shivell, marketing counselor 
of the Fuel Oil Foundation and presi- 
dent, Kirk B. Shivell, Inc., New York, 
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Tripl-ife Flo-Warm Gas Forced Air Oil De-luxe Flo-Warm 


Flo-Warm Furnace Furnace 
Furnace . 








THE 


ILLIAMSON (7%... 
HEATER COMPANY PLZZ ond 





AIR CONDITIONING 


ur 
Hea ¢ an : Gas, Oil, or Coal—there is a 

eae Williamson Warm Air Furnace for 
any size installation. Beautifully 
styled, built for life-time service, 
and designed for fuel economy, the 
models shown represent 60 years of re- 
search—and dealer satisfaction. For 
greater sales, easier installations, more 
enthusiastic customers and bigger prof- 
its investigate the Williamson Complete 
Line. Write for details— 

THE WILLIAMSON HEATER COMPANY 


Tripl-ife Square Cased Dept. FO-6, 4558 Marburg Ave. Tripl-ife Round Cased 
Gravity Furnace Cincinnati 9, Ohio 


content 











Gas Gravity Furnace 


Oil Hi-Bey Furnace 


Pipe & Fittings 





Gas Burner Oil Burner 
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"Did | ever tell you 


about Dela ytrol si 


FOR A PERFECT START?” 


“I knew of the delayed oil flow way back 
when. It was years ago that Webster 
first introduced it. Since then, it has 
been constantly improved until, today, 
the Webster Electric ‘Delaytrol’ fuel pump 
(now on the market) is the last word. It 
delays the delivery of oil to the nozzle 
4 to 7 seconds, giving a perfect, clean 
start...as well as a perfect stop by 
instantaneous cut-off. 


‘The units, I understand, are known as 


ee ithe ‘5Q’ single stage, ‘ST’ two-stage, and 


‘TT’ high capacity two-stage fuel units. 
Units are interchangeable to simplify 
service in the field and modernization of 
equipment up to twelve years old. 
““My experience says it’s a good idea to 
get acquainted with ‘Delaytrol’ today. 
You know you can depend upon it when 
it’s a Webster Electric unit.” 


* 

OL Totmer 
Similar units are made for sale in Canada 
by Canadian Acme Screw & Gear, Ltd. of 
Toronto, under license by Webster Electric 
Company, Racine, Wisconsin. Established 
1909. 





WEBSTER 
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ELECTRIC 








TRIC 





ELEC 
WISCONSIN 









“Where Quality is a Responsibility and Fair Dealing an Obligation” 
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discussed the practical side of competi- 
tion with natural gas at the morning 
forum in an illustrated presentation 
entitled “A program to build a stronger 
fueloil industry.” Orville D. Judd, di- 
rector of the Petroleum Price Section, 
OPS, addressed the afternoon forum, 
speaking on the purposes, aims and ap- 
plication of petroleum price controls. 

Another government official, Rich- 
ard L. Bowditch, director of transpor- 
tation, Public Utilities and Fuels Divi- 
sion, OPS, featured the luncheon pro- 
gram, in a discussion of the petroleum 
issues involved in the preservation of 
natural resources on the North Ameri- 
can Continent. At the banquet, which 
concluded the activities, A. L. Nicker- 
son, director of domestic marketing, 
Socony Vacuum Oil Co., told of ““The 
middle of the barrel comes of age,” a 
treatise on the emergence from its 
“teens” of the fueloil industry. 

Advance publicity on the meeting 
described it as being the largest annual 
convention ever scheduled by IOMA, 
according to Joseph B. Wells, execu- 
tive director. 


Pacific Coast Groups 
begin promotion Program 


A FIVE MAN STEERING COMMITTEE is 
supervising an all-industry program to 
sustain the preference now enjoyed by 
oilheating in the Pacific Coast area. 
The Oil Heat Institute of Washington, 
Seattle and the Oregon Heating In- 
dustries, Portland, has launched the ac- 
tivity, backed by participation of all 
segments of the industry, including the 
major oil companies, equipment manu- 
facturers and dealers and fueloil dis- 
tributors. 

Robert G. Elmslie, manager of the 
Washington group, points out that oil- 
heating now shows a 75% preference 
in the Puget Sound area, 28% in the 
Spokane area and 49% in Portland, 
and says, “The objective of the pro- 
gram is to maintain this preference and 
at the same time, to create new users 
of oil heat. The fact that oil heat al- 
ready has established its efficiency and 
economy are magnets worthy of atten- 
tion in the replacement and new users 
fields.” 

Outdoor posters, newspaper adver- 
tising and radio are to be used and by 
July 1 the entire program will be un- 





derway throughout Washington and in 
western Oregon as far south as Salem. 

S. G. Crate, Rossoe Oil Co.; Fred 
P. Griffin, Griffin Fuel Co. and Mose 
M. Vining, Diesel Oil Sales Co., all 
Seattle, are on the committee, with 
Leon Boyle, Boyle Fuel Co., Spokane 
and Charles Holloway, Jr., Liberty 
Fuel & Ice Co., Portland, also serving. 


Marketing Division Meeting 
considers defense Program 


THE SPRING MEETING of the Division 
of Marketing, American Petroleum In- 
stitute, New York 20, N. Y., held May 
28 and 29 at the Netherland Plaza 
Hotel, Cincinnati, had as its central 
theme the effect that the nation’s de- 
fense program is having on oil market- 
ers. R. M. Bartlett, Gulf Oil Corp., 
chairman of the program committee, 
explained that the meeting was an im- 
portant one because of the “shortages 
and controls which face us.” 

A general session on May 28, dis- 
cussing the defense situation and its re- 
lations to jobbers and distributors, in- 
cluded on its program: Frank A. 
Watts, director, Materials Div., PAD, 
‘Materials situation and its effect on 
oil marketing”; Arthur Kroeger, A. & 
H. Kroeger Organization, “Impact of 
the present economic situation on oil 
marketers” and Otis Ellis, general 
counsel, National Oil Jobbers Coun- 
cil, ‘“Jobber-Supplier relations.” 

B. L. Majewski, Deep Rock Oil 
Corp., presided at a General Service 
Committee session, also held on May 
28, at which reports were presented by 
the Operating, Fueloil and Vocational 
Training subcommittees. 

The Division’s regular business 
meeting took place during the morning 
of May 29, and heard a report from 
the Committee for the Development 
of a Service Program for Marketers. 
The committee, under the director of 
Mr. Majewski, reported on the next 
group of problems to be undertaken. 

A feature of the business meeting 
was a special report from the Oil In- 
dustry Information Committee, partici- 
pated in by John L. Dupree, national 
chairman of the Committee; H. B. 
Miller, executive director; W. R. 
Huber, Gulf Oil Corp.; Ralph Cham- 
plin, Ethyl Corp. and C. Z. Hardwick, 
The Ohio Oil Co. 











VA source of supply — 
that has everything!” 


“That’s the way I feel about Webster 
Electric—I can specify their products and 
know that I[ can get just what I need to 
meet any requirements. It proves that old 
hands in this business know what we serv- 
icemen want and need. Take Webster 
Electric Transformers, forexample: They’re 
dependable . . . give a sure start every time. 
With three series of transformers, and 
with a variety of mounting plates to fit 
each series, it is possible to fit nearly every 
burner. Openings are large enough to make 
easy connections. I know, too, that every 
transformer in the Webster Electric line is 
made to rigid specifications for quality . . . 
that’s why, in a recent survey, Webster 
Electric was greatly preferred by the major- 
ity of old timers like me.” 


+ e 
Webster Electric Company, 


Racine, Wisconsin. 
Established 1909. 


WEBSTER E 
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“Where Quality is a Responsibility and Fair Dealing an Obligation’ 
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Room Thermostats 


Small and modern, their ivory and chrome beauty 
harmonizes with any decorative scheme. Time-cycle 
feature provides scientific frequency of burner oper- 
ation. Two of many in the comprehensive line of 
White-Rodgers automatic controls for residential 
heating. Complete catalog available on request. 


WHITE-RODGERS 


FOR REFRIGERATION 
HEATING AND 
AIR CONDITIONING 
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Manufacturers’ | 
Letivities 


Bell & Gossett completes 
development Laboratory 


A NEW RESEARCH LABORATORY, located 
at its Morton Grove, Ill., factory, has 
been completed by Bell & Gossett Co. 
It consolidates B & G’s present research 
and development departments and is 
described as one of the largest research 
operations in the heating industry. 
Lawrence J. Smith, director of re- 
search, will be in charge. 

R. E. Moore, vice-president, explains 
that the new building is provided with 
“extensive proving ground equipment 
for current production” that will per- 
mit experimental and developmental 
work and pilot production of new 
products without interfering with nor- 
mal operations. Also, equipment for 
the laboratory structure itself provides 
opportunity for performance evalua- 
tion of the heating and refrigeration 
systems for which B & G produces 
basic components. 





Hom 


with either type of fuel. 


with less inventory ... 


Another 


Shop and test areas are heated by 
radiant panels in concrete floors. The 
laboratories have individual controls 
and special piping so that all types of 
radiators, convectors, baseboards, floor 
or ceiling panels can be used for ex- 
periments. The 74 by 162 ft. building 
has total space exceeding 18,000 sq. ft. 


Century offers Manual on 
Installation and Servicing 


A NEW MANUAL on installation and 
servicing of oilheating equipment, 
containing specific and general infor- 
mation of value to burner servicemen, 
is being offered by Century Engineer- 
ing Corp., Cedar Rapids, Ia. Sections 
on the installation of domestic and 
commercial oilburners include such in- 
formation as installing combustion 
chambers, fueloil tanks and piping, 
chimney and smoke stacks and electri- 
cal data. 

There also are sections on general 
servicing of burners and field service 
complaints and their corrections, with 
graphs and charts for altitude correc- 
tion, efficiency charts, forced air duct 
layout procedure and similar subjects. 





Copies may be secured from the 
company by interested dealers or serv- 
icemen at a cost of 50¢ to cover the 
cost of handling and mailing. 


M-H Surveys show 


Consumer Preferences 


TWO SURVEYS, conducted by an inde- 
pendent research organization for 
the Minneapolis-Honeywell Regulator 
Co., Minneapolis, Minn., indicated 
that apartment dwellers want individ- 
ual heat control and that architects 
favor zone heating for ranch type 
houses. 

More than 40% of apartment ten- 
ants interviewed in more than 100 
cities and towns.said they would pre- 
fer to live in apartments where they 
can regulate their own heat and would 
even be willing to pay extra for the 
privilege. Personalized heat control, 
the survey showed, would be worth as 
much as $5.00 extra per month. In 
addition, John E. Haines, vice presi- 
dent of M-H, reminded building man- 
agers that installing a thermostat in 
each apartment not only adds to ten- 
ant comfort, but saves up to 18% on 








% of the 
all . Heating 


Nine out of ten new homes heat with oil or gas. With 
Aldrich you sell both markets— plus the industrial market 


PROFIT WITH ALDRICH—GET DETAILS TODAY. WRITE 
OR WIRE FOR HEAT-PAK FACTS, FULL ee 
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Aldrich Boiler-Burners come in seven sizes from 100,000 
to 808,000 BTU /hr., and are all “convertible” with oil 
fired or gas fired burners readily interchangeable, except 
that the 514,000 and 808,000 sizes must be originally gas 
fired to be interchangeable. You meet more requirements 
you can cash in on oil units now, 
cash in again with conversion when gas is available. 

Aldrich vertical-type Boiler-Burners are compact and 
efficient; finished in beautiful Hammerloid blue with 
chrome trim. They are shipped crated fully assembled, 
ready to set in place and connect. 
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A subsidiary of Breeze Corporations, Inc. 


103 East Williams Street, Wyoming, Ill. 












CONVERTIBLE 
HEAT-PAK BOILER-BURNERS 





























the building’s annual fuel bills. 

One thermostat no longer is ade- 
quate for satisfactory heat control in 
the one-story, ranch type house, ac- 
cording to 80% of architects inter- 
viewed in the second survey. Tom Mc- 
Donald, vice-president, reporting on it, 
explained that the spread-out design of 
this type of home prevents one ther- 
mostat from properly estimating the 
heating requirements of all the house. 
One section may face the sun, he con- 
tinued, and another may be sheltered, 
so that room heating needs vary. 


Comfort, flexibility in temperature 
control and economies in fuel savings 
were the principal reasons cited by 
architects for offering zone control of 
heating as the best solution to these 
problems. 


Delta acquires Factory 
in Trenton, New Jersey 


DELTA HEATING CORP., Jackson 
Heights, N. Y., has taken over the fa- 
cilities of the Chas. W. Carll Sons Co., 
1 Cole St., Trenton, N. J., to add to 








FIRST STEP In summer CLEANING 






REPLACE DIRTY 


AIR FILTERS 


It must 


be done 


You do it! 


Start your clean up with a quick and 
easy profit with 


SID HARVEY'S 
Glass Air Filter 


New and improved, extra long inter- 
locked white glass filament treated with 
odorless dirt catching viscosine. This 
accounts for the low resistance, high 
efficiency and large dust capacity of the 
SID HARVEY Glass Air Filter. 


No Prickly Slivers 


Sid Harvey's Glass Air Filters are smooth 
to touch and will not splinter your fingers. 
There is no greasy feel, either. 





STANDARD SIZES 


1" & 2" Thick 
20x25 20x20 16x25 
16x22)/, 16x20 15x20 
10x20 10x10 


Carton 12 of a size. 
Special sizes available. 
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its production of automatic heating 
equipment. The Carll Co. was estab- 
lished in 1888 and manufactured sheet 
metal products, metal buildings and 
ironwork. All of its employees have 
been retained by Delta, with full 
seniority rights and advances. 

Delta will construct a new ware- 
house on property adjoining the fac- 
tory and plans to make all eastern ship- 
ments from Trenton, The office, fac- 
tory and outlying buildings, located 
along the trackage of the Reading 
Railroad, cover more than 11 acres 
and selection of the site was prompted 
because of its proximity to a new steel 
mill under construction, lower taxes 
and better shipping facilities. Harry L. 
Lander, New York manager for Delta, 
has been appointed general manager 
of the plant. 


Monogram adds to Personnel 
and distributes in Canada 


TWO ADDITIONAL sales representatives 
have been appointed by Monogram 
Products Co., Philadelphia, Pa. and 
Canadian distribution has been ar- 
ranged for its line of Lite-Cast combus- 
tion chambers. 

Dan Quinnan, Chicago 37, IIl., has 
been made northern Illinois repre- 
sentative for the company and Robert 
Clark, Clearwater, Fla., is its repre- 
sentative in Florida and southern 
Georgia. 

It is also announced that the line now 
is available to oilburner supply houses 
and dealers throughout Canada 
through an arrangement with The 
Anthes-Imperial Co., Ltd., St. Cath- 
erine, Ontario. This manufacturer of a 
complete line of heating equipment is 
selling Lite-Cast chambers exclusively 
and is offering sales and engineering 
assistance on the complete line of 
Monogram chambers. 


Monarch prepares Catalog 
on its oilburner Nozzles 


A TWO-COLOR CATALOG, of the envelope 
stuffer type, has been prepared by 
Monarch Mfg. Works, Inc., Philadel- 
phia 34, Pa., and is being distributed 
to the trade. It includes a nozzle capaci- 
ties table, listing capacities in gph of 
No. 2 oil in a range from .60 to 100 
gph at operating pressures of 75, 100, 
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125, 150, 175 and 200 psi. Also shown 
is a cut-a-way and exploded view of 
the nozzle, along with descriptions of 
the features and functions of each com- 
ponent. A discussion of spray patterns 
and “Tips” on the handling and clean- 
ing of nozzles’ is included. 

Being distributed at the same time is 
a 4-page folder on Monarch’s G-81 
combustion head. The circular gives 
detailed data on the necessity for efh- 
ciently mixing air with oil for combus- 
tion and explains how the head was 
developed to accomplish it. Photo- 
graphs and drawings illustrate the con- 
E struction of the device, with informa- 
a tion included on capacities, firebox sizes 

required and ordering instructions. 


F Four new Representatives 

added by Eckhart Mfg. Co. 

' ADDITION of 4 new representatives to 
its sales organization has been an- 


> a nounced by the Eckhart Mfg. Co., 
5 Inc., Union, N. J., manufacturers of 
1 Silent Korth oilhzating equipment. 
| A. T. August, Newark, N. J., has 
" been named to cover Brooklyn, Long 
> wy Island and Staten Island, N. Y., while 
Max-Arnold Sales Co., Philadelphia, 
.— Pa., will operate in Philadelphia, south- 
* ’ ern New Jersey, Delaware and parts 
t &§ of Pennsylvania. 
~ ia The states of North and South Caro- 
n . lina comprise the territory assigned to 
: Burt Vickery, Charlotte 6, N. C. and 
» in H. Culley, Louisville, Ky., will be re- 
.- a sponsible for sales in Kentucky, Ten- 
a E nessee, southern Indiana and Ohio. 
e ff 
x | Winkler has Prizes ready 
ag for sales Contest Winners 
» | PRIZES in the sales contest being con- 
3 ducted by the U. S. Machine Corp., 
. Lebanon, Ind., are not going to be 
of awarded until July 31, but already the 
company has accepted delivery of the 
33 prizes that will be won. Three 1951 
| Ford convertibles, television _ sets, 
S radios, phonographs and other mer- 
a chandise to be distributed in each of 
y the first three divisions entered in the 
L contest were secured in advance to in- 
= sure delivery and to be sure that they 
" would not be made with substitute or 
af replacement materials. 
0 In addition to the salesmen who will 
0 & profit from the contest, prizes are to 


be awarded to the three wives of en- 
trants in each division who submit the 
best letter, explaining ““How I helped 
my husband do a better selling job for 
Winkler.” Entries for the wives are 
to be judged by an impartial staff of 
judges not associated with Winkler. 


president, to manufacture and market 
a line of heating products, designed by 
Henry Mackaye, original patentee of 
the Silent Automatic Burner. Good- 
mack will produce a line consisting of 
oil and gasburners, low pressure steam 
and hot water boilers, warm air and 


Goodmack Industries formed 
to market heating Equipment 
ENTRY of Goodmack Industries, Inc., 
Detroit, Mich. into the home and com- 
mercial heating fields has been an- 


nounced by George J. Goodheart, 


circulating heating furnaces and hot 
water heaters. Plans include extensive 
advertising and merchandising. 
Sidney W. Janes, president, North- 
west Metal Products and P. A. Emer- 
ick, special sales engineer, Dana Corp., 
both of Detroit, have been elected to 
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GENERAL ELECTRIC AND PREMIER = 
Harvey Husky Bag © Rod Support .............. $12.50* 
Harvey Jumbo Bag @ All models ...............-. 19.95* 
Fiexible Metal Hose 6° x 1/2"" ......... 2c ee eeceees 3.40* 
CGE NOUN E  OUE <n Ko ci ccccccsesceeedesces 15.20* 
*Less 10% in lots of 3 or more. 
KENT 
Double Dust Bag with ring and gasket ............ 11.00 
Double Dust Bag with wire only .................-. 4.25 
Flexible Metal Hose 12' Ste” aaaceundeoneewes 18.70 
Runway Hose 12 BP ccedcsececccedscceticcec 19.80 
DOYLE 
Harvey Do-Vac Bag no/connector a giebeha tena 11.80 
Flexible Metal See Ee, MUR WAS + oc atuccwecbamesed 5.10 
Rubber Hose "'Heavy Duty’ 10° x 2°" ............ 17.15 
TORNADO 
Harvey Tor-Vac Bag (for — 90F, 92F, 180) .. 14.85 
Flexible Metal Hose 6" x 1/2" .......c cee eeeeeee 6.60 
Ramee CRG TG MOT cite cake wesc ddcisecceséus 15.20 
Rubber Hose w/swivel sleeve 10° x 1/2" ........ 19.95 


YOUR SUMMER PROFITS 


‘ARE IN THE BAG’ 


Your profits from “clean up” time are in 
your vacuum cleaner bag. When you have 
a good bag, you make profits, when you 
don’t, you lose ’em. And the same goes 
for hoses, too. 


CHECK YOUR EQUIPMENT NOW 


Sid Harvey’s have developed their own 
bag to fit G. E., PREMIER, TORNADO 
and DOYLE. Welted Seams, Triple Lapped 
and Lock Stitched with heavy Linen 
Thread, and Inside Seam Sealer. A real Sid 
Harvey product—low priced and guaran- 
teed to outlast them all. 


BAGS AND HOSES 


Every Sid Harvey store has a complete 
stock of bags and other accessories for all 
popular makes. 











| 


/'NEW VACUUM CLEANERS 
ARE STILL AVAILABLE. 


WRITE FOR PRICES . . 





WD WARNEN vac: 


VALLEN STREAM, REW NORK 
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Some dealers make 

as many as seven con- 

trol sales out of every 
ten service calls! 
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I found a litle 
‘gold mine’ 
right in there! 


For years I’d been unhappy about my service department. 
I had to have one, of course—but I didn’t have to like the 
profit-and-loss figures it was turning in! Half the time I 
felt lucky if I broke even on the operation. 

Then one day the Honeywell man dropped in. We got 
to talking about the situation—and he came up witha 
swell idea. 

“Look,” he said, “I can show you how to boost your 
profit on the majority of service calls you make!” 

“What d’ya mean?” I asked. “We’ve already cut our 
costs to the bone.” 

“Sure,” he said. “But have you sold as many new Honey- 
well controls as you could? For instance —do your service- 
men ?ry to sell a low water cut-off, or Aquastat, or high 
limit controls? Do they suggest installing the new 
Honeywell V4001 Delayed Opening Oil Valve in place of 
an old trouble-making valve?” 

I began to see what he was driving at. “We’ve never 
tried it,” I admitted. “But would it work?” 

“It’s working right now,” he said, “for plenty of heat- 
ing dealers! Honeywell makes a lot of controls that are 
ideal for the purpose—high-profit items that almost sell 
themselves. Some dealers make as many as seven con- 
trol sales out of every ten service calls! And that’s not 
all. The more high-quality Honeywell controls you sell, 
the fewer no-profit trouble calls you have. And you know 
how that saves money.” 

Well, I could see he was right—so we didn’t waste 
any more time. We tried this Honeywell idea right away 
and results were wonderful from the very start! 

Yes, I mean it when I say my service department is a 
little “gold mine” now! And believe me, I’m going to 
keep it that way—with Honeywell Controls! 


w 


You can find new “gold” in your service department— 
with Honeywell Controls like the one shown on the 
opposite page. For facts on other Honeywell products, 
call your local Honeywell office. 


Honeywell 
Fiat we Covtiols 
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the board of directors of Goodmack. 

Henry Mackaye, in addition to de- 
signing the Silent Automatic rotary 
oilburner, is prominent in the heating 
industry and for many years was gen- 
eral sales and service manager, No-Kol 
Co. of America and general manager 


of the A.B.C. Burner Co. 


Address of Ray Burner 
Factory is changed 


RAY OIL BURNER CO., San Francisco 12, 
Calif., is remaining at the same loca- 
tion, but since March 22 its street ad- 
dress has been 1301 San Jose Avenue. 
The name of Bernal Ave., former ad- 
dress, has been changed, since the for- 
mer was only a break of four blocks in 
San Jose Ave. 


Gilbarco establishes 
Dealer training Classes 


A PERMANENT laboratory and class- 
room for training dealers and service- 
men has been established by Gilbert & 
Barker Mfg. Co., West Springfield, 
Mass. Since the first of May four-day 
courses have been conducted weekly, 
attended by some 200 men from the 
eastern seaboard areas. Dealers from 
other sections will attend the second 
series opening in September. 

The course was set up under the 
guidance of Harry J. Lanyon, manager 
of the Oil Heating Equipment Sales 
Division, with Harold K. Ricker its 
director. Lectures and demonstrations 
are given by Norman J. Jardine, Rob- 
ert G. Richardson and John Smith of 
the Sales Engineering staff and Wil- 
liam Keay, Field Service Manager. 





Only one day of the course is de- 
voted to classroom work, in which the 
Operating principles of the Gilbarco 
line are covered. Laboratory work on 
units under fire occupies the remainder 
of the course, with special training in- 
cluded in the use of instruments to 
adjust for high efficiencies and to diag- 





Want to pick up some ‘gold’ 
on your service calls 7 








Then you'll want to know 
more about Honeyweil 


products like this .. . 


New Honeywell delayed opening oil valve 


Cuts out many of your no-profit service calls — because it gives a 
clean start, a clean stop every time. This new V4001 valve prevents 
excessive carbon coating on burner nozzle and electrodes — reduces 
carbon accumulation within heat exchanger — reduces possibility of 
start-stop oil odors. 


Here’s how it works: When the room thermostat starts the burner, 
this valve delivers oil only after the burner motor and the ignition 
have been operating for several seconds. This delayed-opening feature 
provides the normal operating fuel-air ratio at the time combustion 
occurs. And it allows the electrodes to clean themselves before the fuel 
is supplied to the oil burner. Moreover, this remarkable valve closes in- 
stantly for a clean cut-off when the circuit to the burner motor is broken. 


It’s an ideal extra-profit item to sell on service calls! Better ask for all 
the facts—now ! 


For more information on the V4001, call your local Honeywell office. 
Or write Honeywell, Dept. FH-6-91, Minneapolis 8, Minnesota. 


Honeywell 
Fost Coitiol 
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nose and correct trouble. More than 30 
laboratory problems are set up for the 
students to correct, ranging from fires 
poorly adjusted and controls wired in- 
correctly to fuel units, motors, trans- 


-formers and other components. 


National Radiator observes 
fifty-seventh Anniversary 


ON MAY 16 employees and executives 
of the National Radiator Co. quietly 
noted the completion of 57 years of 
manufacturing heating and industrial 


equipment. The Fowler Radiator and 
Mfg. Co. was formed in Norristown, 
Pa. on that day in 1894, its first presi- 
dent being John H. Waters, father of 
today’s chief executive, Robert S. 
Waters. In 1896 the firm moved to 
Johnstown, Pa. and a few years later 
adopted its present name. 

The company continues to maintain 
general offices and manufacturing op- 
erations at Johnstown, but to keep pace 
with business growth also has estab- 
lished plants at New Castle, Middle- 











OIL BURNER 


IGNITION 





TRANSFORMERS 


The test of the best is performance and that's 
what you can depend on from FELCO Oil 
Burner Ignition Transformers. They are 
manufactured in accordance with standards 













set forth by the NEMA and approved by UL. 
FELCO Transformers are of quality design 
and sturdy construction guaranteed to give 
trouble-free performance. For top value 
always specify FELCO. 


Write Today. -- send for 


descriptive and technical infor- 
mation and prices on FELCO 
Transformers. 








town, Duncansville and Danville, Pa. 
and in Trenton, N. J. Products cur- 
rently being produced include heating 
equipment for residences, institutional 
and commercial structures; condensing 
and cooling sections for the petroleum, 
gas and chemical industries and many 
types of metal powder for use in the 
fields of powder metallurgy, electronics 
and chemistry. 


Cleaver-Brooks appoints 
seven more Distributors 


SEVEN additional exclusive distributors 
have been announced by Cleaver- 
Brooks Co., Milwaukee, Wis., manu- 
facturers of industrial and commercial 
Hev-E-Oil burners. They are: 

Consumers Co., Chicago, Ill.; A. 
Haskell, Rockford, Ill.; C. P. Miller 
and C. E. Bennett, Rochester 19, N. 
Y.; Northern Petroleum Corp., Ltd., 
Kamsack, Saskatchewan, Canada; 
Sheridan Supply Co., Albany, N. Y.; 
Sicard and Paul, Minneapolis, Minn. 
and Warren, Little and Lund, Spokane 
8, Wash. 


Gibraltar Corp. working 
on two defense Contracts 


TWO DEFENSE CONTRACTS have been 
awarded the Gibraltar Corp. of Amer- 
ica, Brooklyn, N. Y., manufacturers of 
a line of heating boilers. The company 
recently occupied enlarged quarters so 
that a portion of its facilities have been 
allotted to the government work with- 
out affecting normal production. 


Boston Machine appoints 
three factory Representatives 


APPOINTMENT of three factory repre- 
sentatives has been announced by the 
Boston Machine Works Co., Lynn, 
Mass., manufacturers of BosMaco oil- 
heating supplies and the Boston Breese 
horizontal burner. 

Charles Byrum, Indianapolis, Ind., 
is representing the company in Indiana, 
Kentucky, southern Illinois; Burt B. 
Vickrey, Charlotte, N. C., has been 


named to cover North and South Caro- 





Forrest 


Byrum Vickrey 


June 
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The 


Compact 











From base to smoke hood, the Series C Boiler has been 
designed for just one purpose — to burn oil economi- 
cally! Small and compact in size, yet far superior in 
heat output to many bigger, bulkier boilers. Pre-formed 
firing chamber, “wet’’ bottom, glass wool insulation on 
five sides, built-in domestic water heater, factory 
assembled sections, the exclusive Econoloop — these 
are just a few of the reasons why the 
Series C is tops in comfort and econ- 
omy for modern home heating. Com- 
plete with burners, controls and ac- 
cessories in smart enameled jacket. 


Amazing ECONOLOOP ® 


No other boiler has it! Econoloop changes temp- 

erature of water in radiators to suit outdoor con- 

ditions—causes longer circulator operation—more 

uniform heating—protects domestic water supply. 
I=B=R RATED 

Capacity 74,000 B.T.U. to 160,000 B.T.U. Per Hour 


See the C” at your Jobber’s ... or write... 


INTERNATIONAL HEATER COMPANY 


UTICA 2, NEW YORK 


@ 











Keep Your Service Crew 





Most fuel companies and heating equipment people 
recognize the importance of Furnace Cleaning as a profit- 
able business. Many service companies occupied almost 
entirely in the servicing and repair of heating plants find 
a field of greater profit in adding furnace cleaning to 
their services. 

In summer, the normal off-season period, furnace 
cleaning keeps your service crews profitably busy. 

General Electric Furnace Cleaners are compact, easy- 
to-handle and built for extra-heavy duty. They convert 
quickly to powerful blower action for loosening soot and 
grime in stubborn corners. Easy mobility makes a hit 
with cleaning crews. You get more work jobs and can 
keep busy the year round. 


G-E Chimney Cleaning and Air Duct Equipment 


Makes job go faster. Prevents 
soot from escaping into cellars. 
Revolving handle and vacuum 
hose fit through special shield 
that scoops up falling soot. Set 
includes Shield, Crank, Chimney 
Flue Brush, Duct Brush and 32 
feet of extensions. 





Mail coupon for details. 


Furnace and Boiler Cleaners 


GENERAL @@) ELECTRIC 
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GENERAL ELECTRIC COMPANY, Dept. 22-1632 
1285 Boston Ave., Bridgeport 2, Conn. 


Without obligation, please send complete details on heavy-duty 
cleaning equipment. 


NAME 
FIRM. 
ADDRESS 
CITY. 
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Ponracoil SINCE 1915 


FUEL OIL HEATERS 


have been the considered choice of 
the nation’s leading oil burner installation 
relate! 











Peolatinclaiclatan cltlaal-lamirolalehcelaitla-1as 


fekela Cole] - Wm ofe)] (Tama ce] old (0) Col aE 





Paracoil Tank Suction Fuel 
Oil Heater. For Preheating 
Oil in Storage. 


because 


@ PARACOIL has been part and parcel of 
the oil burner industry from its inception 
—and is intimately acquainted with its 
needs! 


PARACOIL builds every size and type of 
fuel oil heater used in the industry—with 
capacities to 3000 GPM or more, for bulk 
storage operation. You can standardize 


Paracoil Tubular Type Fuel 
Oil Heater. For High Pres- 
sure Steam Service. (Also 
made in Self-Cleaning 
Models.) 


elaine celdelaeli Mm atielelehamitilicehitelal: 


PARACOIL heaters are correctly built and 
conservatively rated. Maximum heat 
trqnsfer—low pressure losses—long oper- 
2 life at top output—and freedom 
from service shutdowns—are annual divi- 
dends with Paracoil Fuel Oil Heaters! 





Aachen Fuel Oil Heaters on 

Pump Set Assemblies. Our 
Tubular and Straight Tube 
Types are used by all lead- 
ing pump set fabricators. 


PARACOIL prices are right. Mass produc- 
tion of standardized models is the an- 
swer! Heavy factory stocks permit quick 
delivery on catalogued models and sizes. 


Your Heavy Oil Installations Deserve the 
Best Equipment... Put a Paracoil Fuel 
Oil Heater on your next job—and see the 
improvement! 


Write for Descriptive Bulletins and Prices on your letterhead! 


AGENCIES IN PRINCIPAL CITIES 


' Paracoil Vertical 
Type Tank Suction 
Heater. (For Buried 
Tank Installations.) 









Paracoil “U” Tube Type 
Fuel Oil Heater. For Below 
Water Line Service. 


~ DAVIS ENGINEERING 


CORPORATION 
1058 EAST GRAND STREET ELIZABETH 4, NEW JERSEY 






Paracoil Line Type Fuel oil we 8 ail 
Heater. For Bulk Station ‘ : 
Operation. 


lina; William B. Forrest, Detroit, 
Mich., is working in Michigan. 

All three have had years of experi- 
ence in the oilburning and heating field 
and will contact the distributor-dealer 
trade and manufacturer accounts in 
their territories. 


Ingersoll Products entertains 
Visitors at open House in May 


ON MAY 9 and 10 the Ingersoll Prod- 
ucts Div., Borg-Warner Corp., Chi- 
cago 4, Ill., opened its doors to the 
public to let them see how the com- 
pany operates and what it makes. Visi- 
tors had a chance to see most of the 
company’s production facilities in ac- 
tion, were treated to refreshments and 
were given a souvenir of the plant trip 
at the end of the tour. 

S. A. Ingersoll started his company 
in a small wooden building in 1884 
at Sandoval, Ill., producing rolling 
coulter blades for farm machines. Be- 
cause this work was seasonal, over the 
years other products were added until 
today the company produces a wide 
variety of items in several plants, in- 
cluding warm air furnaces for gas, 
coal and oil. S. A. Ingersoll’s three 
sons became active in the business and 
still are members of the board of di- 
rectors of Borg-Warner, which ac- 
quired the company during the 1920’s. 
Roy C. Ingersoll, the oldest son and 
president of the Ingersoll Co. for more 
than 22 years is now president of Borg- 
Warner; Harold G. Ingersoll is presi- 
dent of the Ingersoll Steel Div. in New 
Castle, Ind. and Stephen L. Ingersoll 
is vice-president and treasurer. 

Ingersoll Products today is headed 
by Robert S. Ingersoll, a grandson of 
S. A. Ingersoll and W. K. Eaton, with 
Ingersoll since 1906, is vice-president 
in charge of sales. Other officers include 
J. A. White, vice-president of the com- 
pany and works manager at the Chi- 
cago plant; H. A. Schmeal, treasurer 
and assistant secretary. 


Three Firms named as 
Simplex burner Outlets 


THREE DISTRIBUTORS for its line of in- 
dustrial oilburners have been appointed 
by Simplex Oil Heating Corp., Phila- 
delphia 11, Pa. New England distribu- 
tion is under the supervision of Trask 
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Engineering Co., Boston, and White 
Star Heating & Supply, Inc., Syracuse, 
N. Y., will function as New York and 
Connecticut outlet, exclusive of New 
York City. Premium Heat & Service, 
New York City, has been designated 
metropolitan New York distributors. 


Nu-Way receives Plaque for 
loss-time accident Record 


RECOGNITION for compiling 511,000 
consecutive man-hours of work with- 
out a loss-time accident was given Nu- 
Way Corp., Rock Island, Ill., recently 
at a luncheon meeting attended by de- 
partment heads. 


Cutaway 


FRAM F1210 







view 


Cut Nuisance Calls- 
Save Money - Boost 
Profits with... 











Series 1200 Individual Valve. 
Available in %''—!/2"'—%4'"' male inlet— 
¥"* and Y2"' flared and compression outlets. 


Tank Control 
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No. 1900 
Oil Filter Valve 


NS 
or 


No. 1300 
Two Tank Control 
Valve Assembly 





No. 1600 
Underground 
Tank Valve 





No. 1400 
Globe Valve 
for Oil, 
Woter or Gas 


To be sure you get 
Guardian quality 
look for the name 
Guardian stamped 
on the body of the 
All Guardian 
valves are GUARAN- 


valve. 
TEED valves. 


If you think all oil valves are alike, 
take a look at the new GUARDIAN 
line of oil control valves, designed 
for oil line service ... built with 
precision . . . accurately machined to 
perfect tolerances. 


Check these GUARDIAN features 
and see the difference! 


®@ Made of extruded brass bar stock. 


@ Outlet joined to body by a silver 
soldering process guaranteeing 
perfect connection. 


®@ Metal-to-metal seating insures per- 
fect closing, eliminates usual de- 
terioration, assures longer life. 


@ Precision tapered seat in body and 
radius on stem prevents parts from 
locking . . . gives smoother valve 
operation. 


@ Adjustable packing nut with spe- 
cial J-M graphite-asbestos pack- 
ing especially designed for oil. 


specification data now 
Write for Bulletin V-I0I. 


Complete 
available. 


Ask about Guardian Flexible Cou- 
plings. Over 4 aillion in use. 











PRODUCTS CORP. 
VALVE DIVISION 


DEPT. F-61, 1215 EAST SECOND STREET 





We a > 


City, “brwe@iena 








L. to r.: O. K. Gipple and William F. 
Klockau, vice president and president, 
Nu-Way; C. J. Kinkle, Lumberman’s 
Mutual Casualty Co. 
William F. Klockau, president of 
Nu-Way, accepted a plaque on behalf 
of the company and its employees. 


ae 

Raymond E, Otto has been elected 
vice-president and general sales man- 
ager of the Emerson Electric Mfg. Co., 
St. Louis, Mo. Mr. Otto has been with 


the organization since 1914. 


Charles F. Newport has retired as 
heating engineer, Weil-McLain Co., 
Chicago, Ill., after having been asso- 
ciated with the company for 26 years. 
He is well known for his part in de- 
signing and developing a magazine-feed 
type boiler. 


Julius K. Luthe, long prominent in 
the control industry, died in Milwau- 
kee on April 24. His association with 
the oilburner industry was long and 
useful. He began as head of the old 
Time-O-Stat organization which sold 
out to Minneapolis-Honeywell about 
20 years ago. Later Mr. Luthe organ- 
ized the Perfex Corp. and was active as 
its head until 1948. 








Filters the oil clean through an entirely new 
development e Removes dirt, rust, scale, 
water @ Assures steady flow of clean oil 
to the burner e Protects pump valves and 
nozzles @ Reduces service expense and 
needless, troublesome calls @ Easy to in- 
stall @ Replacement cartridge builds re- 


peat profits e Available in capacities of 
2000, 4000, 6000 gallons of oil con- 
sumed per year. Send for complete details. 
Find out how you can profit with Fram. 


FRAM FILTERS 
MAIL COUPON NOW 


‘MAIL COUPON No We 


eeooeoeo oo - Oe Oe 


FRAM CORPORATION 
Providence 16, R. I. 


Please send me complete details about Fram Fuel 
Oil Filters for Oil Heating. 





a OE 


ADDRESS. 
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o Better 


Burner Built! 


ENTERPRISE 


HEAVY-DUTY HORIZONTAL 


ROTARY OIL BURNERS 


Approved. by Underwriters’ Laboratories, Inc. 














METERING PUMP 


p-p § Positive Displacement 
Precision Delivery of Oil 


—Making oil burner history! 


Write for complete information 














ENTERPRISE ENGINE & MACHINERY CO. 


A Subsidiary of General Metals Corporation 
18th & Florida Sts., San Francisco 10, California 
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New Products 


“Philly” fill-vent Box 
with Smith spill Guard 


A COMBINATION UNIT has been devel- 
oped, incorporating fill and vent open- 
ings and the Smith spill guard. The 
cast-iron body of the unit fits in a 5%” 
space—2 courses of brick—and has 
two compartments, separating fill and 
vent openings. When the door of the 
box is closed, the fill line is sealed from 
dust and street dirt and the vent is 
permanently open. There are no pro- 
jections from the wall and an Allen 
type lock and key, standard on each 


Se 


- 
































THE SMITH 


SPILL- GUARD —— 


box, prevents unauthorized opening. 
The Smith spill guard operates like a 
simplified hydrostatic gauge and is con- 
nected to the top of the tank with an 
Ye” copper tube. It can be used on any 
size tank. Red liquid rises in the tube 
of the spill guard when the last 4” at 
the top of the tank are being filled. The 
driver can observe the level and stop 
the delivery at any desired point. The 
liquid used in the gauge flows freely 
at 40 degrees below zero and is pro- 
tected from dirt or breakage by trans- 
parent plastic. A 2 second exposure to 
the beam of a flashlight illuminates the 





gauge’s luminous paint backing for 
20 minutes so that it can be observed 
easily during night deliveries. 

Made by: Plastic Appliance Co., 
5311 Westminster Ave., Philadelphia 
31, Pa. 


Fireye series FP Control 
Incorporates Firetron Tube 


A NEW SERIES of Fireye flame failure 
safeguards and programming controls, 
designated series FP, incorporates a 
Firetron tube scanner, which can “see” 
all types of flames. The Firetron tube 
is a photo-conductive cell, installed in 
a short length of 17” standard pipe lo- 
cated where its sensitive cell can scan 
the flame area. It replaces both flame 
rod and photoelectric scanner, there- 
by reducing installation and servicing. 

Coupled with a new Fireye pro- 
gramming control the Firetron moni- 
tors the complete firing cycle from pre- 
ignition purge through post-fire purge, 
checks the pilot and establishment of 
the main flame and then stands guard 
during the complete firing period. Its 
fail-safe circuits prevent operation un- 
der unsafe conditions. 

All components are mounted in a 
dust-tight, drawn steel housing, with 
timing accomplished through a high 
torque synchronous motor. Plug-in con- 
struction of the chassis simplifies re- 
placement, while providing maximum 
accessibility. 

Made by: Combustion Control 
Corp., 77 Broadway, Cambridge 42, 
Mass. 


Wondaire oilfired suspended 
Furnace offered in eight Sizes 


EIGHT MODELS of the Wondaire oilfired 
suspended furnace unit provide ca- 
pacities ranging from 80,000 to 500,- 
000 Btu/hr at the bonnet. Units are 
shipped completely assembled, with 
thermostatic and safety controls and 
hanging rods. The gun type burners 
that fire the units are equipped with 
two-stage pumps, while motor and 
blower are mounted free of the furnace 
jacket to prevent vibration noises. 
Wondaire’s heat exchanger is elec- 
tric welded of special tubular con- 
struction. Air is drawn in at one end 
of the furnace, is forced over the flue 
chamber, through the tubes of the heat 
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INSIDE STORY 
OF PROVED 
PERFORMANCE 






3% Cast iron pump unit 
encased in 45,000 p.s.i. 
tensile strength 


Strainer removable 
zinc alloy 


without spilling 





From time to time, we at 
Nu-Way have wanted a way 
to talk to you about — well, : 
about a lot of things — en- 
gineering and research for | 
example. With this ad, we 

set out to do it. “Nu’s” will 

be used to bring you facts, 

ideas, background—and, we 

hope, things that can help 

you to do well with Nu- 

Way Oil Burners. 





%& Quiet 
operation 


sree SELECTOR 


Low power 


Quick estiive 
* ;P consumption 


cut-off 


* Light weight 





TUTHILL 30E6N FUELSTAT 


Now about that research and engineering. Before a 





UNIVERSAL Applic ‘ATION new or improved Nu-Way Oil Burner or a simple 
DEPENDABLE PERFORMANCE 


part change is put in production, it seems like almost 

. everybody gets in the act. “‘Bill’’ Klockau, the presi- 
Provide s ( SIMPLIFIED SERVICING prlet “ao aie as an engineer, always takes a od 
GREATER ECONOmy Elmer Doyle, plant manager for Nu-Way, always sees 
MORE ATTRACTIVE to it that Nu-Way designs are as simple as possible to 
APPEARANCE produce. Consequently, Nu-Way Burners are really 
easy to service. The research department will tell you 
they have a never ending job. Field reports on old 
and new installations are constantly assembled and 
analyzed for possible improvements and solutions to 
existing problems. 





Proved by thousands already in service, this 
perfected Tuthill Fuelstat sets the pace for 


dependable pumping equipment. All working a : : 


Maybe we should have talked about the 
close tolerances, the exacting tests, the 
fuel consumption. But it’s the experi- 


parts are made of cast iron and steel with high 
grade (99.99+% pure) zinc alloy body to ob- 


tain the ultimate in toughness, durability, cor- 





H rosion resistance and leak-free performance. enced people who do the job that count. 
\ Proof that the job is done well can 
j lt will pay you to write for full details today be found among the present Nu-Way 


owners and the increasing number of 
families insisting on a Nu-Way Oil 
Burner for automatic heat. DEALERS 
— See your heating wholesaler for de- 
tails on Nu-Way Oil Burners. 


pump COMPANY 


939 East 95th Street 
Chicago 19, Milinors , 
Phone: Regent 4-742 
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exchanger and past the combustion 
chamber. Ninety seconds after the 
burner starts, the blower distributes 
warmed air. The pre-cast combustion 
chamber, with which the unit is 
equipped, overlaps into the heat ex- 
changer minimizing flame impinge- 
ment. 

Made by: Cox Mfg. Co., Ridgeville, 
Ind. 


Auto-Flo Humidifier 


has no moving Parts 


AUTO-FLO #100 AUTOMATIC HUMIDI- 
FIER has no float or other moving parts 
to adjust or stick and has been designed 
to fit any standard furnace. Only one 
adjustment, made at the time of in- 
stallation, is necessary and the manu- 
facturer reports the only servicing re- 


quired is an occasional cleaning of the 
pan and evaporator plates that can be 
performed by the homeowner. 

It operates by the weight of the 
water in the pan counterbalancing the 
water pressure at the orifice, located ‘at 
the end of the feeder pipe. As this 
water evaporates it lightens the pan 


Es 


5 
¥ 


and causes more water to flow from the 
orifice into the pan. As this cycle oper- 
ates instantaneously a constant water 
level is maintained in the pan. 

Made by: Auto-Flo Corp., Detroit 
27, Mich. 





Convect-O-Base Units to be 

Installed on rough Framework 
IMPROVED CONVECT-O-BASE baseboard 
radiation has been designed to permit 
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with a 


GRAND RAPIDS FURNACE CLEANER 





TI/ME 
Yo CLEAN-GP™ 





installation on the rough framework of 
a house or building while all piping is 
accessible. It consists of a back cover, 
heating section and front cover. The 
back cover nails directly to the studs 
or furring strips on new work and is 
recessed or flush mounted on remodel- 
ing jobs. The back cover is furnished 
with universal end stops and can be cut 
to any desired length or mitered to fit 
any angle or corner. 


The heating sections mount on self- 
locking pipe supports, which fit into 
holes in the back cover, and also can 
be shortened, if desired, by cutting the 

| copper tubing with a hacksaw and 
snipping off a few of the aluminum 
| fins. Standard copper sweat fittings are 
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Act Now! Get in on this year’s cleaning profits. 
Order a Grand Rapids Furnace Cleaner. 


IT’S FAST— Handles twice as many jobs as 
the ordinary furnace cleaner. 


IT’S . THOROUGH — High velocity suction 
completely removes ashes, soot, scale 
and dirt from every type of heating plant. 
IT’S COMPLETE — A packaged unit 
with practical cleaning attachments 
designed for fast, easy cleaning. 


IT’S PROFITABLE—The trouble- 
free operation and speedy serv- 
ice of the Grand Rapids Furn- 
ace Cleaner puts extra profits 
in your pockets. 











Send today for complete infor- 
mation about the Grand Rapids 
Furnace Cleaner. 






DOYLE VACUUM CLEANER CO. 


233 Stevens St., S.W. 


Grand Rapids 7, Michigan 
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FLAME-OTROL 








automatic 
fube warm-up 


Instrumentality in the Flame-otrol 
gives you automatic tube warm- 
up—an exclusive Wheelco feature 
—which gives extra protection on the 
start-up by eliminating the possibility of 
human error. Remember, when you specify the 
Flame-otrol, you specify a compact, completely engi- 
neered combustion safeguard package with these 
plus benefits: Instantaneous protection . . . Shut 
down or repeat of “lighting off”... Selective and 
adjustable timing programs for ignition cycles, 
purging and preventilating . . . Constant visual 
check of burner system operation. 





Approved by Associated 
Factory Mutual Laboratories 












Underwriters 
Laboratories 


Write for Bulletin F2, Wheelco Instruments Company 
868 W. Harrison Street, Chicago 7, Illinois 
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Eliminate 
Talk 
Chimneys 












1. Eliminate tall, unsightly and expen- 
sive stacks. All that is left is a vent on 
the discharge. 


2. Cut fuel costs. Give higher CO,’s. 
Less excess air. 
3. No smoke. 


4. Permit increased capacities. 


For all boilers from small commercial heating types, 
up to 100,000 Ib./hr. steam generators. 


Write for bulletin or submit requirements 


L. J. Wing Mfg. Co., 66 Vreeland Mills Road 
Linden, New Jersey 


DRAFT 
INDUCERS 














heating job 
BH SMALL space! 





Now... you can 
install famous 
Quiet MAY oil 
heat in the small- 
est homes, where 
basement or util- 
ity-room space is 
at a premium. 


This compact 
Quiet MAY fur- 
nace-burner unit 
is engineered for 
top efficiency ... 
designed for easy 
selling! Write for 
dealership data 
on Model AC— 
9O0—HB. 


new 


Hi-Boy unit 


fireg by the 





MAY OIL 
BURNER 
Division of 
Gerotor May 
Corp. Box 86, 
Baltimore 3, 
Maryland. 



















used. The front cover slips into the up- 
per slot of the back cover and drops 
into the lower slot, locking it into posi- 
tion. It consists of a metal grille, that 
can be cut to the necessary length, and 
fits together without connecting strips. 

Made by: The Minimite Co., 3700 
W. Roosevelt Rd., Chicago, IIl. 


Flame-Master announces 
low and high pressure burners 


BOTH LOW AND HIGH PRESSURE BURN- 
ERS are being marketed under the trade 





& 


name Flame-Master. The low pressure 
model is described as being simple to 
service and to contain 22 less parts. 
It features a head that provides even 


static pressure within the blast tube 
and controls the air volume at the point 
of delivery, and is equipped with a 
pump that lifts fuel from buried tanks. 

The large orifice in the nozzle mini- 
mizes plugging, while the fuel meter, 
which is factory set, is outside the 
burner and can be changed to another 
size quickly, Low pressure models are 
equipped with standard parts and no 
heavy or high speed motors are recom- 
mended by the manufacturer. 

Made by: Flame-Master Co., 6651 
N. Clark St., Chicago 26, Ill. 


Century introduces 
oilfired gravity Furnace 


THREE SIZES of oilfired gravity furnace 
units have been added to the Century 
automatic heating line. The fully auto- 
matic units are designed primarily for 
the small to medium-sized home, or as 
replacement units. 

The new models feature the ‘“Super- 
Crescent” furnace shell design and are 
fired with the model L or O gun type 
oilburner, and are furnished in ca- 
pacities of '75,000, 85,000 and 105,000 
Btu/hr at the bonnet. The oilburner 
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and combustion chamber are mounted 
on one plate, which can be removed for 
replacement. 

Made by: Century Engineering 
Corp., Cedar Rapids, Ia. 


Rockwell introduces 
remote registration Unit 


A REMOTE REGISTRATION SYSTEM, for 
metering petroleum products at one 
point, recording the volume metered 
and printing receipt records in a sta- 
tion at a distance from the meter, has 
been deevloped by Rockwell. It con- 





PM bey V vale 
CONTROL 


for product or process 


K-21 Magnetic 
Single Seated Valve 


V-110-1 Manual 


Reset Valve 


L-32 Immersion 
Thermostat 
T-70 Room 
Thermostat 


GENERAL CONTROLS 


GLENDALE 1, CALIFORNIA 


801 ALLEN AVENUE 


Manufacturers of Automatic Pressure, Cemperature, Level and Flow Controls 
FACTORY BRANCHES: Baltimore 5, Birmingham 3, Boston 16, Buffalo 3, Chicago 5, 
Cincinnati 2, Cleveland 15, Dallas 2, Denver 4, Detroit 21, Glendale 1, Houston 6, 
Indianapolis 4, Kansas City 2, Minneapolis 2, Newark 6, New York 17, Philadelphia | 
23, Pittsburgh 22, St. Louis 3, San Francisco 7, Seattle 1, Tulsa 6, Washington 6. 

DISTRIBUTORS IN PRINCIPAL CITIES 
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K-10 Magnetic 
Lever Valve 
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R-99 Oil Burner 
Stack Control 
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upon request! 












Built for WORK — Built to LAST! 


Sa €6=—séDoou ble Sucti 
DAUR runnace cLeancrs 


GET VALUABLE LEADS on 
repairs and new _ installations 
through Furnace Cleaning jobs! 


Literature and full information 






CLEAN WITH 


The KENT Co., Inc. @ 434 Canal Street © Rome, N. Y. 


The KENT is geared for profits 

. » engineered for perform- 
ance ... built to last! It 
separates into 2 parts for 
easy carrying! 


@ Low center of gravity, 
less chance of tipping! 


© No outside dustbag, no 
dust passes thru fans! 


@ Live outlet at switch for 
extension light! 





EQUIPMENT 
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MAID-O-MIST 
BALANCING VALVE 


ADAPTER UNITS 
vw 






MAKE ANY CopP- | 
PER, BRONZE OR 
CAST IRON TEE | 
A BALANCING | 


VALVE! J 


Stocks of square head cocks 



















No. 14> 


Balancing 
Valve 
Adapter 

Unit for 


copper or 
bronze pipe 


2 or balancing valves are no 
size. 


longer necessary. These new 
units, quickly soldered or 
sweat-fitted into copper and 
bronze tees or threaded into 
cast iron tees, regulate the 
flow of hot water through 
radiators, convectors, base- 
qNo. 15 board panels, radiant coils, 
Balancing - 
Valve return mains and branches. 


d 
Unit for Full free flow through the 
tot on tee. No restriction except 


nae for the balancing required. 


Precision made of non-ferrous 
metals. 


PRICES AND DETAILS FROM YOUR 





3221 N. Pulaski Rd. 
Chicago 41, Ill. 


J JOBBER, OR WRITE DIRECT TO 
“MIST, | 
MAID-0’-MIST, Inc. 








OF 

Nef Aine 
Advance Design 

GAS AND OIL FIRED 


WINTER 
AIR CONDITIONERS 


and 


GRAVITY 
. WARM AIR FURNACES 


























© More than 30 models ... All Fully 
Automatic 

© Most Units Shipped Completely Assem- 

bled and Wired 

Wide range of unit sizes, ratings, prices 

Ratings from 70,000 to 450,000 BTU 

Input 

A complete line including Counterflow Units 

and Gas Conversion Burner. A size for every 

home on your prospect list. Write today for 

details to Dept. FO-6. 


KO-Z-AIRE, Incorporated 


FACTORY, SALES AND GENERAL OFFICES — RED OAK, IOWA 








FACTORY REPRESENTATIVES IN PRINCIPAL CITIES 














MORE SPEED 
MORE PROFITS 


ON WARM AIR 
INSTALLATIONS 


wt ADELTA 


Standardized Ducts & Fittings 


FEATURING THE 


Oue- Prece 
aape- Lock 


One push is all it takes to connect two sections of Adelta 
standardized ducts or fittings. There's no notching, crimping 
or hammering to slow up your job. 


That's because all Adelta units—including take-offs and 
reducers—come equipped with the exclusive One-Piece 
Snap-Lock Cleat. Cleat and fitting are formed from one 
sheet of metal—not just welded or riveted together; and 
each cleat has a tapered leading edge for easy starting. 


Adelta standardized units can be assembled and combined 
to meet the requirements of the most complicated layout. 
All sections are machine-made and die-cut to give you 
firm-fitting, leak-proof joints. 


You can turn out more work, faster, easier and at a greater 
net profit by using Adelta standardized ducts and fittings 
for every warm air heating installation. 











Write for a , 
free copy of the & 
complete, new 
Adelta Catalog 
today. 


ADELTA 


MANUFACTURING COMPANY, 
2101 Ellsworth Street °@ 


INC. 
Philadelphia 46, Penna. 
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sists of a transmitter on the meter and 
a receiver in the office where meter 
readings are to be recorded. Both are 
equipped with electrical synchronous 
type motors, mounted in explosion 
proof housings. The unit can be in- 
stalled on all Rotocycle meters. 


Each component has a register, the 
one on the receiver usually being of 
the printing type (illustrated) which 
records receipt of all loading opera- 
tions. As the product is being measured 
the transmitter rotates through a gear 
drive in proportion to meter revolu- 


tions. When field circuits are ener- 
gized, rotation of the transmitter is 
duplicated exactly by the receiver. 
Many variations are possible to en- 
able the remote office to completely 
control the product delivery. Such sys- 
tems include solenoid and hydraulical- 
ly operated main line control valves, 
pump motor controls installed in the 
ofice and pneumatic tube systems so 
that receipt and sales tickets can be ex- 
changed between loading spots.aid the 
office. Overloading, underloading, spill- 
age and evaporation losses can be 
identified for auditing procedures. 
Made by: Rockwell Mfg. Co., 400 
N. Lexington Ave., Pittsburgh 8, Pa. 


York-Shipley adds three 


suspended furnace Units 


THREE MODELS of suspended type oil- 
fired winter air conditioners using Iris 
Shutter type burners, have been added 
to the York-Heat line. Output at the 
bonnet is 115,000, 150,000 and 205,- 
000, with each model finished in white 
to match other units in the line. 

The units are designed for use in 
garages, attics, crawl spaces or similar 








applications where space is at a pre- 
mium and all have been approved by 
Good Housekeeping Institute. Jacket 
sizes range from 26” square by 61” 
long for the smallest model to 33” 
square by 88” long for the largest. 

Made by: York-Shipley, Inc., York, 
Pa. 


Adelta has pre-notched 
Edges for warm air Fittings 


A PRE-NOTCHED EDGE for all galvanized 
fittings with collars has been added to 
the Adelta line. The new edges will 
save considerable time on collar edge 
connections because they can be closed 
by finger pressure, eliminating the need 
for the installer to make his own 
notches and then hammer them closed. 

All notches are die-cut in a U-shape, 
with corners rounded to prevent finger 








CUSTOM MADE TANKS 


24th and Brown Streets 
Philadelphia 30, Pa. 








re “YANKEE” 


Most Beautiful Truck Tank in Years 


1500 GALLONS e COMPLETELY EQUIPPED 
METER, PUMP, HOSE, ETC. 


3 to 4 Weeks Delivery 


GASOLINE OR FUEL OIL 
ANY CAPACITY—ANY STYLE 


OUR AGENTS WILL VISIT YOU ANYWHERE—ANYTIME 


Allied Tank Truck Equipment Go. 


PLEASE NOTE WE ARE 
NOW AT OUR NEW 
AND LARGER FACTORY 


HELP 














114 





YOURSEL. a= 
To More 
and Better 


PUMP 
SERVICE | 


With 
this ve 


anetsonable amount of care. 
pct P will give you k i 
ent service fiji 


Vahe theis 
FORE you ineread, this booklet BE- 
iP. Ca 


VIKING PUMP Company 


Cedar Falls lowa 





With this illustrated booklet, you can help yourself 
to more efficient, economical service from your Viking 
Rotary Pumps. Although Vikings are rugged, they 
are also valuable, precision-built pumps that serve 
better with proper installation and care. Now that 
defense needs require part of our production, prompt 
replacements may be delayed. We strongly urge, 
therefore, that users follow instructions in this FREE 
manual EE to help maintain longer service from your 
Viking Pumps. 


FOR YOUR COPY, JUST CLIP 
THIS AD AND SEND IT TO 


Vv 


Viki Pump Company 
| Tite | Cedar Falls, lowa 





June 


1951 








LEAD 




















HAGO PRODUCTS 


1281 SPRINGFIELD AVE. IRVINGTON 11, N. J. 
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Sides are formed 
to box 
Not box to sides 


Makes the only box brake that is open which 
allows sheet to remain flat thru-out operation. 


Makes the only slip end brake on which ducts 
and other similar products can be locked and 


removed from machine. 


IN TWO SIZES — 30 INCH AND 48 INCH 


WEBB MACHINE & TOOL CO. 
600 WASHINGTON ROAD PITTSBURGH 28, PA. 

















@ 





.5 to 15 gph 





bos 


VARIOUS 
MODELS 





AomEace 2 the Surner 
Gou Can Early Sell! 

IT HAS REAL EXCLUSIVES... 
1. FLAME -IZER 


The HomEase Flame Shape Control that insures 
: nish CO2 by fitting the flame to the individual 
rebox. 


2. FIRE-STAT 


The HomEase Control that meters an extra 
amount of air to the flame on cold starts to pre- 
vent sooting and smoking. 








+z HomEase Oil Burners let dealers keep their 
profits. Minimum of attention and less service 
calls make for satisfied customers. HomEase co 
does have an important place in your line. Get { 
the facts and you will see why so many Hom- 
Ease Burners have required so few trouble- 
some service calls. HomEase Products Com- 
pany, Paterson 3, New Jersey. 


LITERATURE & INDIVIDUALLY PRINTED 
SALES AND SELLING HELPS 


Write Now for the Story! 








THE OIL BURNER THAT'S BOUGHT _ 
_FOR ITS TWO EXCLUSIVE VALUABLE — 
FUEL AND MONEY-SAVINGS FEATURES 
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injury. Pre-notching is provided on all 
four sides of every unit with collar 
edges. 

Made by: Adelta Mfg. Co., Inc., 
21st & Ellsworth Sts., Philadelphia 
46, Pa. 


H. C. Little wall Furnace 


requires no sheet metal Ducts 


NO. 85 H. C. LITTLE oilfired wall fur- 
nace requires no sheet metal ducts and 
when installed in partition walls the 
unit protrudes only slightly and de- 
livers warm air on both sides of the 
partition. The furnace measures 79” 








high, 20” deep and 30” wide. The 
furred out section of the wall directly 
above the unit on both sides of the 
partition provides room for a patent 
flue, which extends vertically upward. 
If more convenient, brick chimney con- 


' struction at either side may be used. 


A radiant panel on the living room 
side of the furnace adds a volume of 





output. The No. 85 has cold air intake 
grilles located on both sides of the fur- 
nace. A smaller model delivers 42,000 
Btu/hr heat output. 

Made by: H. C. Little Burner Co., 
San Rafael, Calif. 





Hemco Oilburners are 
high pressure atomizing 


HEMCO OILBURNERS, recently an- 
nounced, are high pressure atomizing 
units, model H1 of which is offered in 
capacities from 1 to 3 gph; Model H2, 
from 3 to 6 gph; Model H3, 3 to 6 
gph. Design of the burners was worked 
out to combine simplicity and reliabil- 
ity for efficient operation. 

Each burner is precision built and 
factory-tested before shipment. Stand- 
ard parts and accessories are used 
throughout to facilitate servicing. 

Made by: Hershner Mfg. Co., 1024 
S. Edgar St., York, Pa. 











STOCK NOW—for 
Summer Service Calls! 











FYRITE 


MASTER 
KIT 


Combustion-testing builds business in two 
ways. First, it boosts service profits because 
with instruments any service job can be done 
in less time and by less experienced men. 
Second, it brings in new equipment business 
by spotting fuel-wasting burners through a 
dramatic ‘‘fuel-saving” check-up which will 
convince even the most skeptical customer of 
the need for replacement or modernization. 

Keying your sales and service to fuel con- 









Helps You Build 


Profits and Prestige 


servation will work wonders for you. It will 
establish you as a ‘‘fuel-saving” expert and 
help you corner an even larger share of im- 
mediate and future sales in your community. 

The MASTER KIT shown above will appeal 
particularly to those who want professional 
implements of highest quality and reliability, 
as well as of impressive display. The cost 
of the kit is very small compared to the 
sales and service profits it will bring you. 


Ask your Jobber or Write for Bulletin 733 


BACHARACH Industrial Instrument Co. 


7000 BENNETT STREET 


116 


¢ PITTSBURGH 8, PA. 





This Summer 
you will have 
your big op- 
portunity to 
do suggestive 
selling. Every 
service call 
can mean the sale of a Klemm 
Fuel Oil Filter. This hand- 
some unit will appeal to your 
customers and the clincher 
of uninterrupted service and 
pure clean oil will put extra 
profit in your pocket. Place 
an order with your jobber 
today and have your men 
carry one on every service 
call for easy sales. 








AUTOMOTIVE PRODUCTS CO. 
1718 N. Damen Ave., Chicago 47, Ill. 


June 
1951 








Model 430G 


*Model 430 
Metal Bowl 





Listed by 
Underwriters’ 
Laboratories 
















For that EX7RA Profit add 
DELAVAN 


SUMMER FILLS 


Save time on bothersome trouble 


calls this fall by selling Delavan (| al 


Sludge Solvent with every sum- 
mer oil delivery or service call. 
Delavan Sludge Solvent assures a clean, sludge- 
free burner this fall. Makes you a good profit. 


WRITE FOR BULLETIN 248 


> a ee 


MANUFACTURING CO. 


3009 SIXTH AVE., DES MOINES 13, IOWA 
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jp ee BURNER FACTS 






A nation-wide survey conducted by 
our advertising agency showed that 


iF RADIANT burner performance is 
“equal to the highest price burner. 
Yet they are priced to meet the 
lowest competition, even on proj- 
ect work. 


2. Heavy sales are due to 

—low cost of upkeep 

—ease of installation and servicing 
—factory guarantee 

=national distribution in 

Write for complete details protected territories 


New model equipped with 
Shell designed combustion head 


RADIANT UTILITIES CORP. 
8817 18th AVE., BROOKLYN 14, N. Y, 








KEEPS THE HOME FIRES 
(and Cugtomer-Confidence ) 





Customer confidence takes time to build up. Fifty 
years of service, experience and research have built 
for Gulf and its dealers a unique public acceptance 
so wide that instead of just ordering “‘fuel oil,” it 
has become second nature to thousands to say: 


“Gulf Solar Heat!”’ 











GULF OIL CORPORATION + GULF REFINING COMPANY 








PREFERRED 
Anti-‘Syphon Valves 


PR-194 





APPROVED BY 


UNDERWRITERS’ LABORATORIES, INC. 


FOR OILS UP TO No. 5 
Valves C5 and C10 are avail- 
able in 44” and 1” sizes. 


FOR OILS UP TO AND INCLUDING 
No. 5 

Valves B5 and B10 are avail- 
able in 34” and 1” sizes. (1” 
- size is built up from 3” size 
with fittings.) 

FOR OILS UP TO AND INCLUDING 
No. 6 

Valve A is available in 144”, 
14” and 2” sizes for 5 or 10- 
foot head pressures. 


You can be sure of the best 
when you order from Prefer- 
isis NERY tl catty ncn red, the oldest and the largest 
closes gp ae A syphoning manufacturer of anti-syphon 
in case of suction line break, valves. 





PREFERRED UTILITIES MFG. CORP. j | 
1860 BROADWAY, NEW YORK 23, N.Y. \. J 
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R & | Combustion Chamber — easy to 
assemble, precast, sectional, makes 
any shape fire box for gun-type 
burners in any type boiler or furnace. 
Saves time and money. 


R & I Hearth Cement —for fire box 
floors and rotary burner hearths; 
easy to pour and cast into desired 
shape. 


R & I Insulating Block — high temper- 
ature, water resistant for insulating 





Service-Proved Products 
’ Make Combustion Chamber 
Installations Better and Easier 


lated mineral fiber for insulating 
and sound-deadening back-fill. 


R & I Stic-Tite—insulating cement for 
troweling the coping over back-fill, 
sealing around burner blast-tube, 
loose or fallen boiler insulation, pipe 
fittings and stack entrance to chimney. 


R & | Furnace Cement — for sealing 
cracks, leaks and metal-to-metal 
joints. 


This Complete Line of R & | Quality 
products for oil burner installations is 
available through jobbers everywhere 


REFRACTORY & INSULATION CORP.—116 Wall Street - New York 5, N.Y. 


beneath fire box floor. 


R & | Pakinsul — clean, white, granu- 


R & | #3000 Refractory Cement—for 
bonding and patching fire brick. 








Smith-Mills #2000 boiler 
Unit for larger Homes 


THE SMITH-MILLS # 2000 boiler-burner 
unit has been designed for the larger 
homes and small commercial establish- 
ments. The 4 sizes that comprise the 
series are available in I-B-R net ratings 
of 675 to 1275 sq. ft. of steam and 





1210 to 2210 sq. ft. of hot water radia- 
tion. satis are fired with pa pressure 


atomizing oilburners with capacities of 
2.4, 3.05, 3.6 and 4.3 gph and each is 
equipped with a large capacity tank- 
less water heater or built-in storage 
tank heater. Both flush or extended 
jackets are offered. 

These cast-iron boiler units feature 
vertical water tube construction for 
positive, rapid water circulation and 
are covered with a 1” pad of Aircell 
insulation. The boiler is shipped com- 
plete from the factory, including re- 
fractory combustion chamber and 
plate-mounted oilburner. 

Made by: The H. B. Smith Co., 
Inc., Westfield, Mass. 


Delta Economy Furnace 

fired with gun Burner 
A FORCED WARM AIR FURNACE, Delta’s 
Economy model, features a full size 
blower, pressure atomizing oilburner 
and a durable heat exchanger. It has 
an output of 90,000 Btu/hr at the 


plenum, 76,000 Btu/hr at the register, 
is a factory-assembled unit, with built- 








in precast combustion chamber and 
featuring 3-pass flue travel. 

The Economy measures 5’2” from 
top to bottom, is 20” wide and 28” 
deep, making it suitable for installation 
in utility rooms and small basements. 
It is equipped with an air filter at the 
bottom of the unit, with side filter 
brackets for conventional return-duct 








75,000 to 750,000 B.T.U. 


ARTCRAFT Suspeallall Furnace 









Extra PROFIT 








Unlimited Market! 


Hangs from ceiling. Saves space. 


Easily Installed and Serviced 


CHICAGO STEEL FURNACE CO. 


9326 S. Anthony Ave., Chicago 17, Ill. 











Soot Destroyer 


(For fuel oil soot only.) Keep a supply on 
every Service Truck. Sell cleaning jobs. Use 
E-Z. One application does a thorough soot 
cleaning job. Saves time. Pays extra profit. 
Sell one-lb. cans to customers. If your Dis- 
tributor cannot supply you, order direct. 


No. 1 Pkg. approx. 1 Ib. ...List $1.00 ea. 
No. 5 Pkg. approx. 5 Ibs. . .List $4.50 ea. 


Special discount to Distributors on quantities. 





HEALY- RUFF COMPANY 


797 Hampden Avenue °¢ 
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St. Paul 4, Minnesota 
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CERAMIC 
REFRACTORIES 


Galongage is designed to 
the most exacting requiremen O 

and do credit to the finest 5 a | 
stallion, Quality consis : The Gem Clay Forming Company : 
practically eliminates ; | 
unprofitable service calls and 


bothersome adjustments. ) SEBRING OHIO 
“¥ “ a 


When making replacements or check- 
Tite MoM Sta eMUrioli Mere (oue(ele|- Mies 
greater efficiency and customer 


satisfaction. Approved by ee = 
Underwriters’ Laboratories. ‘ Established 1907 





Write today for full particulars. 


APPLIED MECHANICS COMPANY Telephone: SEbring 8-6141 
167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 

















Only 20 Seconds for a Complete Test! 


ns New Ua 
CO, INDICATOR 


The Dwyer *900 is a really 
new CO? Indicator that 
assures greater efficiency and 
accuracy in operation. It ac- 
tually takes but 20 seconds to 
make a complete test—and 
you can make over 500 tests 
per refill. Body is fabricated 
from a transparent solid 
“lucite” bar, making it practi- 
cally unbreakable. Open- 
faced dial is easy to read. 
Furnished with a circular ef- 
ficiency slide rule Available 
in heavy metal case with pro- 
vision for stack thermometer, 
draft gage and smoke tester. 












Also manufacturers of Draft 
Gages, Smoke Detectors, 
Manometers, Pitot Tubes, etc 











315 South Western Ave., Chicago 12, Illinois 
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Serving the 


OIL BURNER 
and HEATING TRADE 


Throughout the Nation 


WRITE FOR COMPLETE 
ILLUSTRATED CATALOG 
CORRECT PRICES — PROMPT SERVICE 


A. R. WEBBER CO., INC. 


NEW HAVEN, CONNECTICUT 




















‘pte. MUST COME... 
FIRST! 


. the materials, the skill and the equip- 
ment necessary to manufacture LEGGITT 
quality fittings — are vital to American 
defense. Today our efforts are devoted to 
regular customer requirements which 
we expect to continue to supply. Al- 
though we will be unable to take on 
very much new business on 
our regular line, we are in 
a position to supply those 
holding defense 
contracts. Write, 
wire or phone 


S. H. LEGGITT COMPANY -~ 
325 N. E. High Street GogacQ 


Marshall, Michigan 

















: (EGCITT) 


548 Burleson 
San Marcos, Texas 





hook-up. A summer fan switch is pro- 
vided. 

Made by: Delta Heating Corp., 85- 
07 Northern Blvd., Jackson Heights, 


N. TY. 


Beverly inside Slotter 
Handles up to 16 Gauge 


DESIGNED for fast cutting and slotting 
up to 8” inside, the Beverly inside slot- 
ter handles metals up to and including 
16 gauge. Four lower blades, arranged 
in a rectangle, form a die to support 


The 244” x ! 


and assist the upper blade as it cuts 
down and through the metal. 





8” wide slot is cut at 
one stroke and if narrower cuts are 


desired, an upper blade 1/16” wide 
can be furnished. Continuous cuts, 
during which the work may be pivoted 
at any point in the stroke, are possible, 

Made by: Beverly Shear Mfg. Co., 
3004 West 111th St., Chicago 43, Illi- 


nois. 





G. H. LaPiner has been promoted to 
director of advertising and public re- 
lations, Evans Products Co., Plymouth, 
Mich., to supervise these activities on 
the entire line, including heating units. 





PREFERRED 


DRAFT-A-JUSTORS 


Cut Fuel Consumption by 


The Preferred Drait-A-Justor is the original, 








patented Draft-A-Justor . . . improved to in- 
clude the latest in engineering developments. 
SIZES 

Store, domestic and 
commercial sizes 
from 4” to 24” in 
diameter. 

Industrial sizes from 
2’ x 2’ to 5’ x 12’. 


Stainless steel bearings and weather resistant 
metals provide long-life service without break- 
down due to rust or wear .. . assure con- 
tinuous fuel savings. 


Millions now in satisfactory use. 


WRITE FOR ee ae LITERATURE AND 








TRADE PRICES. 





PREFERRED UTILITIES MFG. CORP. 


1860 Broadway, New York 23, N Y. Boston Office: 839 Beacon $t. 
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PORTMAR “WINDSOR” SERIES 
BOILERS 


Steam from 400 to 900 sq. 
ft. Hot water from 640 to 
1440 sq. ft. 


| Check these 
features: 


: @ Combined boiler and 
hot water heater. 


| @ Tastefully designed 
jackets. 


@ Built for oil or gas 
firing. 

@ Maximum efficiency 
in both utilities. 


@ Large furnace 
volume. 





Complete line of Vertical Series boilers also available— 
320 to 1100 sq. ft. steam, 510 to 1760 sq. ft. hot water. 


SEND FOR FULL DETAILS AND PRICES NOW! 


PORTMAR BOILER CO., INC. 


193 -7th STREET BROOKLYN 15, N.Y. 





June 
1951 
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If you’re looking for better Oil 
Burner Accessories—look for 
the BUCKEYE name. Buckeye- 
built equipment does an efii- 
cient job year after year. The 
Foot Valve shown here is a good 
example. It has seats and discs 
machined to a glass-like surface 
with discs lapped to the seat by 
hand. When you want better 
installation jobs—use better- 
built BUCKEYE accessories. 


Bucks 


BUCKEYE IRON & BRASS WORKS, Dept. F, Box 883, Dayton 1, Ohio 


No. 439 
Foot Valve 


Strainers * Sludge Pumps * Foot Valves °¢ Fill Boxes 


Check Valves * Vents * Shut-Off Valves * Bushings 








| FOR YOUR 





AUTOCRAT OIL BURNERS 
OFFER 








with the NEW 
COMBUSTION 


CUSTOMERS 











YOUR 








ACME ELECTRIC CORP. 


506 WATER ST. CUBA, N. Y. 











This famous Autocrat Line is one of the oldest and finest 
| in America. As a Dealer, you can safely recommend Auto- 
crat Oil Burners to your customers. You may promise 
efficiency, dependability and economy ... and Autocrat 
with the new Combustion Head will live up to your promises. 
Write at once for prices and liberal Dealer discounts. 


Manufactured by 


CHANDLER COMPANY 


CEDAR RAPIDS, IOWA 











WHY LOVEJOY L-R IS THE 
LOGIGAL COUPLING TO USE 
ON FANS, PUMPS & BLOWERS 





LOVEJOY 


L-R FLEXIBLE 
COUPLINGS 





1. They operate more quietly. 

2. They counteract greater misalignment . . . 
unit increases flexibility. 

3. They do a better job of counteracting vibration, back- 
lash and surge. 

4. They are easy to install . . 
quarters. 

5. Most fan manufacturers supply blowers with L-R jaws 
on blower hubs. 


rubber center 


. even in dark and close 


WRITE FOR CATALOG AND COMPLETE INFORMATION 


LOVEJOY FLEXIBLE COUPLING CO. 


5012 W. Lake Street Chicago 44, Illinois 


Also Mfrs. Lovejoy Universal Joints and Lovejoy Variable Speed Transmissions 
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AUTOMATIC EVEN HEAT DISTRIBUTION 
WITH GORTON VALVES 








For Fast Venting 





ee radiator is made to 
automatically heat EVENLY 
and QUICKLY—WITH OUNCES 
of VAPOR INSTEAD OF 
POUNDS OF PRESSURE. 


for Literature and 
sizing plate 


GORTON HEATING CORP, 


Since 1887—Manufacturers of 
Heating Equipment 


CRANFORD, NEW JERSEY 


Write ~—. 
Zz 











Dealers! Jobbers! Insist on Shell 
Designed Combustion Heads 
on all the burners you sell! 





(Available to Oil Burner Manufacturers only) © 


The Shell Designed Head's proven fuel-saving feature 
gives you a powerful selling advantage over competi- 
tion with ordinary equipment. Sell the best! 


MODERN DIE & MACHINE CO. 
166 Pleasant St. 


Boston 25, Mass. 











Mulvey sees Supply 
(Begins on page 66) 


lion barrels of crude oil daily, about 
a million barrels a day more than will 
be required to meet demands. 

Will transportation facilities be ade- 
quate to supply products where they 
are needed? So far, pipeline capacity 
in most areas has been adequate to meet 
requirements. Additional facilities 
have been planned to provide for in- 
creasing demands, but shortages of line 


pipe have delayed some construction. 
Many additional oil barges have been 
ordered, but are not being delivered in 
desired numbers. Only a year ago there 
apparently was an excess of ocean go- 
ing tankers. But by last January avail- 
able tanker capacity was barely ade- 
quate to meet demands. During this 
summer some new vessels will be placed 
in operation and others will be with- 
drawn from foreign service to supple- 


‘ment the present coastal fleet. All in 


all it appears that during this next 


winter, as in the last, transportation 
facilities should be adequate—no more 
or no less. 

In measuring the adequacy of pro- 
ducing, refining, and transportation 
facilities to meet winter heating oil de- 
mands two critical assumptions have 
been made. The first of these is that 
there will be no slackening of effort 
anywhere along the line during the 
summer months—that production of 
heating oil will remain at a high level. 
This will require a colossal program of 

















STEINEN 


for 


Nozzles 


Nozzles — Adapters — Nozzle Kits 
Inspection Mirrors — Air Bands 


WM. STEINEN MFG. CO. 
43 BRUEN ST. NEWARK, N. J. 








VACUUMATIC 


Reg. U. S. Pat. Off. 


“The 
world’s fastest 
water heater” 





There is a reasonably priced Alstrom water heater 
immediately available to fill your eee tor every 
type and size of boiler. 

Write today for free booklet ''The Vacuumatic Story"' 


THE ALSTROM CORPORATION 


P. O. Box 33, Dept. F 6 New York 60, N. Y. 














Turn Your DEFECTIVE PARTS into CASH ~ 








a MADISON AVENUE 


We will pay you $3.00 each for the following STACK RELAYS 
MINN.-HONEYWELL MERCOID PERFEX PENN 

















5 THERES A 


All Electric 


RAI16 JMI 5200 670 DELCO-COA 

Bates r+ = 1 OFwt. DbU.BRN ER : 
RII6 KMI 5520 D-L - CA701 @CFOR EVERY OIL-FIRED FURNACE ~ 2 
G @ 
We will pay you $2.00 each for the following FUEL UNITS @ @ ALL SURFACES MACHINED @ VARIABLE TUBE LENGTHS 
WEBSTER SUNDSTRAND TUTHILL sd ® 
We will pay you $1.00 each for the following OIL BURNER “ @ COMPLETELY FIRE TESTED @ PRECISION MADE THROUGHOUT © 
IGNITION TRANSFORMERS e 
WEBSTER JEFFERSON SUPER TIMKEN @ @ MEETS LOCAL AND STATE REQUIREMENTS S 
DELCO WAYNE __ GILBARCO “ ° 
@ WRITE TODAY FOR FULL INFORMATION ON OUR COMPLETE LINE @ 


THIS OFFER GOOD FOR 30 DAYS ONLY 
ALBANY AUTOMATIC SUPPLY CO. INC. 








ALBANY 7, NEW YORK - 
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Oe RUBE DANE Sap 











100% 





Equipment manufacturers are 
invited to bring their special 


design problems to us. in water. 


AMERICAN 


‘*KILN-CUR 
HIGH QUALITY 


American Chambers are made 
from the finest, high grade 
refractory materials combined 
with proper ‘“‘Kiln-curing”. They 
will withstand 2500 degree tem- 
peratures and will not crumble 





D’’ 








mum of effort. 


COMBUSTION CHAMBERS 


LIGHTWEIGHT R 
EASY INSTALLATION 


Controlled manufacturing and 
careful design of American 
Chambers makes for fast and 
easy installation. The flexible burner opera- 
pieces fit together with a mini- 


FRACTORIES 
TOP PERFORMANCE 


Because of the high quality of ma- 
terials used in American Chambers 
they provide faster heat-ups, quieter 












‘tion and sav- 
ings in fuel. 





JOBBERS: Write today for 








price sheet. 


AMERICAN CLAY FORMING CO. 


TIFFIN, OHIO 




















stock piling fueloil. Distillate fuel 
stocks held by U. S. refiners reached a 
seasonal peak of 86 million barrels in 
November 1950; may climb to 100 mil- 
lion barrels this fall. Refiners’ inven- 
tories of distillate on the East and Gulf 
Coast reached a peak of 46 million 
barrels last November; may need to 
be nearly 20% greater this season. 
Inventories of this size present real 
problems to the oil industry. Addi- 
tional tankage must be provided; addi- 
tional funds must be tied up—all lead- 





ing to higher operating costs. 

Even the willingness to incur these 
costs will not assure adequate tankage 
—for here, too, shortages of materials 
are slowing construction programs. The 
oil industry must receive help from its 
friends and customers if there is to be 
enough heating oil for everyone. It is 
vital that there be an orderly stocking 
of heating oil this summer. The present 
national emergency obligates manu- 
facturers, distributors and consumers 
alike to share the responsibility of using 


available facilities to the best advan- 
tage. 

The second of my critical assump- 
tions is that weather conditions will be 
normal. But normalcy in seasonal tem- 
perature is an elusive will-o’-the-wisp. 
For several seasons now, winters on 
the East Coast have been warmer than 
average. In some cases unseasonable 
warmth has helped us through periods 
when heating oil supplies might other- 
wise have been tight. In others, it has 
left us with top-heavy inventories and 














NOZZLE EXTRACTOR 





_Oll TANK GAUGE 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 





PROVEN 
PROFIT MAKERS 


The QUALITY OIL BURNER 





Apthorp NOZZLE KIT _ 
WRITE FOR COMPLETE INFORMATION 








°*A size for every/job * Ca- 
pacity .75 to 20 G, P. H. ° 
Adaptor flanges to fit boiler 
or furnace units * GE or Ohio 
motor * MH controls * Serv- 
ice-free * Stays sold. 





The QUALITY 


CONVERSION GAS BURNER 


@ PATENTED SPREADER FLAME 
BURNER HEAD e VARIABLE ORI- 
FICE @e LOW COST INSTALLA- 
TION IN ANY BOILER OR FUR- 
NACE e@ 65,000 TO 300,000 B.T.U. 
CAPACITY, 
NATURAL OR MIXED GAS e 
STANDARD PARTS 


BOTH UNITS SOLD THRU PLUMBING AND HEATING JOBBERS 
SEND FOR OUR JOBBER SALES PLAN TODAY 






MANUFACTURED, — 
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Authorized 







SERVING THE ST. 


Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 





Stoker and Oil Burner Parts 


Fuel Unit FUEL UNITS TUBING 
Service TRANSFORMERS FITTINGS 
Station ELECTRODES NOZZLES 

COMBUSTION CHAMBERS CONTROLS 
FILTERS OIL TANKS 


CONTROL 





EXCHANGE 
SERVICE 










SEND US YOUR 
ORDERS OR INQUIRIES 





CRESCENT PARTS AND EQUIPMENT CO., INC. 


825-831 S. Boyle Avenue 


St. Louis, Missouri 


STOKER & OIL BURNER 
M-H, PERFEX PENN 











consequent declining prices. There 
are now more than three million oil- 
burners in the North Atlantic states. 
Each of these consumes roughly one 
gallon of oil for each three heating 
degree days. If the coming winter 
should .be as little as 1% colder than 
normal, each home heated with oil 
would require 15 gallons more of fuel, 
making a total increase in demand of 
more than 45 million gallons. 

In summary it appears that if re- 


quirements for heating oils are no 
greater than those which it seems rea- 
sonable to anticipate, the oil industry 
can meet the demands made upon it by 
near capacity operations of refining, 
transportation and storage facilities. 
Some companies, particularly those 
which have expanded their heating oil 
business rapidly over the past few 
years, will be compelled to limit the 
number of new accounts which they 
will accept. Demands moderately in 


excess of those now anticipated can 
probably be met by unusual and costly 
operations such as those which the oil 
industry employed in the winter of 
1947-48, but an unfortuitous occur- 
rence such as a very severe winter or 
expanded military requirements could 
create a situation which would require 
voluntary rationing to marketers. 
This is a temporary condition. The 
facilities of the oil industry are being 
expanded as available materials permit. 

















S007-60=... 


gas-fired heating plants. 


ALSO: 
Emulsify Water. 
No Draining. 


17 East 42nd St. 





STILL THE BEST tor cleaning oil and 


EFFICIENT AND a oataiaes TO USE 


SLUDGE-GO for ates Fuel Oil Tanks and Will 
EZ-E WELD for Sealing Leaky Boilers. No After Odor. 


Write for name of nearest jobber 
KALMIDE CHEMICAL CO., INC. 


New York 17, N. Y. 















GET SWIRLING 
100-4 


Every Conversion 
needs a FIRE- 
SWIRL BAFFLE. 


Get the facts, clip 
this to your letter- 
head, or see your jobber. 
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DON’T JUST BAFFLE! 







ACE TION 


















ANNOUNCING 


A NEW, LOW PRICED 


SPP ate otimtncter jave 
i or shut-off 
I — 





sorter! 











TE eee Model V2-100 


You can’t beat the NEW V2-100 Solenoid Valve for de- 
pendability on original burner equipment or for service sat- 
isfaction. This very compact valve has such quality features 
as sturdy steel construction with all parts plated to resist 
corrosion — soft synthetic seat and seals to prevent leakage 
— spring loading for positive closing — no brazed, welded 
or soldered pressure joints —— usable in any position — 
weight, only 9 oz. Maximum pressure is 125 p.s.i. The NEW 
V2-100 is two-way, normally closed, rated at 10 watts 
maximum and is Underwriters’ approved. 


Write for details and low prices? 


SAcawertvectric vawve DIV. 


THE SKINNER CHUCK COMPANY 
141 Belden Ave., Norwalk, Conn. 





LINES 
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Check these features... 


@ gear drive . .. no chains to 


break. 


@ no exposed gears... protected 
mechanism; no waste of 
precious space. 


@ sturdy, all-steel, rigid construc- 
tion. 


@ smooth-running — self-lubricat- 
ing bushing; ball bearings at 
friction points. 











For Reel-Fast Delivery—POWER REEL! 





















Speed up deliveries with this solidly 3 
constructed, rigorously tested Power 
Reel. Eliminates awkward hand-re- 
winding. Driver pushes a button; in a 
moment the hose is being evenly re- 
turned and the driver is on bis way. 


@ Special swing joint with re- 
movable packing. Non-kinking 
elbow joint. Standard starter 
motor, easily serviced. All parts 
easily accessible. 


204 W. Utica St., Buffalo, N. Y. 











Electric Heating 

(Begins on page 61) 
boiler. Electric panels may be much 
cheaper in spite of higher fuel costs. 
Appleman Glass Works, Bergen- 
field, N. J., the company that had a 
display at the OHI exposition a year 
ago in Philadelphia, lists in one of 
its booklets some 76 suggestions for 
supplemental heating, other than 
homes, where the radiant units are 
practical. Typical of these are filling 
stations, dog kennels, hangars, sick 


rooms, police booths, trailers, gate 
houses, church offices, chicken brood- 
ers, etc. That company has also issued 
a very educational computation guide 
showing heat loss factors in all types of 
building construction, and these con- 
verted into watts per square foot. 

Tony Sbare uses the product of 
Continental Radiant Glass Heating 
Corp. at present. That company heats 
its own office building in New York 
with electric radiant panels. 

Electric heating is not a threat to 


oilheating at the present time. It is a 
novelty that has some merit, consider- 
able merit in incidental applications. 
It is going to be sold in moderate quan- 
tities by someone, now that the radiant 
panel system seems more effective than 
the older resistance grid type. It might 
be well for oilheating dealers to get in 
shape to sell some of this product, par- 
ticularly where they know of condi- 
tions needing it. Price levels are high 
enough to allow good profits in the 
work. 





The 
HOSPITAL WHITE 
Filter 





AMER-G/1S 
REPLACEABLE 
AIR FILTER 


An Engineered product of 











Keep service costs down 





WITH 


Kochester 


*DUAL-DIAL” 
GAUGES 


@ Leak Proof e Pressure Tight 
e Easy to Read e Easy to Install 











oiscentraLave. COMPANY, INC. 





With the AUTO. 

MATIC HUMIDI.- 

FIER water drips into pan 

only after pan is hot. Each drop 

sizzles into steam as it strikes heated pan 

surface. Puts the most moisture into air 

stream when it is MOST NEEDED. 
@ NO STAGNANT POOL TO REHEAT 

@ SUPER-SENSITIVE THERMOSTAT 


@ EASY INSTALLATION Iw. 
THERMO 





PENDABLE WAY TO PUT 








@ ONE KIT TO PURCHASE 





. 
3 
& 
@ EFFICIENT, MOST DE- 
e 
@ 
2 
& 


( Automatic 


AUTOMATIC HUMIDIFIER CO. 
CEDAR FALLS, IOWA HUMIDIFIER 


American Air Filter 


LOUISVILLE 8, KY. 











*Fyuel Oil Tank Gauges since 1922 





e Underwriters’ Listed 


Why make unnecessary service calls? 
The recognized leader*, “Dual-Dials” 
are stocked by your wholesaler for all 
standard basement oil burner storage 
tanks. ORDER TODAY! Rochester 
Manufacturing Co., Inc., 66 Rockwood 
Street, Rochester 10, New York. 




















OCHESTER 


MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS GAUGES AMMETERS 






Canc 
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Positive DRAFT CONTROL 
5'¥ THERMCAP 


AT CHIMNEY TOP © THE PROPER PLACE 


Keeping flues dry—clean—safe 
Saves up to MUCH fuel, all kinds 


Profitable dealer offer 
WIGWAM FLUE TOP COMPANY 











FOR BETTER FIRES 


WRON-EUDIS 


CHAMBERS - BAFFLES -SUPPORTS 
Write for details and prices NOW! 








Abington, Mass. 














DOCK STREET 





IRON-HIDE REFRACTORIES, INC. 


MATAWAN, N. J. 





Oilheating Trends 
(Begins on page 12) 
year to get as many as possible con- 
sumer tanks filled. At the same time 
57% of those reporting say that they 
plan to continue their automatic de- 
liveries through the summer and will 
wait until a tank can take a normal 
drop before filling it. The other 43% 
will try to get consumers to accept 
small fills to keep their tanks near ca- 
pacity, even though this works a finan- 
cial hardship on the fueloil distributor. 


their own bulk storage tanks filled this 
summer 61% of those reporting will do 
this even though it means added finan- 
cial burden to them. When a fueloil 
distributor carries a higher inventory 
than necessary for his immediate re- 
quirements he usually has to pay bank 
interest and larger insurance costs. 
Among those (39%) who will not keep 
their storage filled this summer 4 out of 
5 say that it is because of the added 
carrying charges and 1 out of 5 is ex- 
pecting a possible price drop. 

FUELOIL STOCKS: Fueloil stocks at 


refineries, terminals and in transit on 
May 5 East of the Rockies were 36, 
281,000 barrels. This compares with 
26,695,000 barrels on the correspond- 
ing date of 1950. Considering that de- 
mand in the 1951-52 season will be 10 
to 12% above last season we are off 
toa good start. We do, however, have a 
serious problem in the fact that the re- 
finery price of heating oils is frozen at 
a level too far below gasoline. That 
factor will work against piling up ade- 
quate summer stocks unless some ad- 





Asked whether they plan to keep 


justment can be worked out. 








Less TARE — Longer WARE 


== Slider 


FUELOIL ADDITIVE SYfUsT It DOES: 


@ Helps remove soot. 

@ Increases B.T.U.'s. 

@ Helps dissolve and remove gum 
deposits, sludge and water. 

@ Helps overcome oil odors. 

@ Retards rust and corrosion. 


Write for prices and dealer discounts! 


MILOS SYSTEM DEVICES 


94 Lakeview Avenue, Clifton, New Jersey 



















RANSFORMERS 





Standard Equipment On Lead- 
ing Makes of Oil Burners 


Dongan Transformers have for years 
been standard equipment on leading 
makes of oil-burners for one reason 
only—their dependability. It is there- 
fore a make on which you can rely 
when performing service work re- 
quiring transformer replacement. Ac- 
quaint yourself with its many unusual 
construction features. 





Voltages from °5,000 to 
20,000. A variety of sizes 
and mountings. 


Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 
“The Dongan Line Since 1909’’ 





WRITE FOR — 
Literature 
Di ee es | a ia 





Highest Quality joined with 
Accuracy and Workmanship— 
Responsibility gives you great 
Satisfaction and fullest 
Confidence toward our 


HARSCH Nozzles! 


H. HARSCH & CO., INC. 
230 Tuscan Road, Maplewood, N. J. 
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Get Complete, Trouble-Free 


COMBUSTION TESTING 


Write Today for Details on new VECO gas 
analyzer cell. CO, analyzing elements sealed in 
glass. Single meter, 3-in-1 operation for CO, 
Indicator, Stack Thermometer, Draft Gauge. 
Compact, portable, weighs 7 Ibs. Service-free, 
simple to use. 


VICTORY ENGINEERING CORPORATION 
744 Broad Street Newark, New Jersey 
Manufacturers of thermally sensitive resistors 


June 
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The “Big Bag” with your name in large 
type gives you “Billboard and Soundtruck” 
advertising. 


Write for details including 
Sales Manual and Profit Analysis 





KLEENMASTER Makes Servicing Profitable 


Eliminate your service loss on oil accounts. Kleenmaster grosses 
$7.00 per customer after selling expense and labor. 


Keep your Drivers and Servicemen busy during the summer slack. 


MOLLOY MACHINE CORPORATION 










3445 N. Western Ave. | . 
CHICAGO 18, ILL. — 














W, \ 
LINDY HEATERS ARE STANDARD EQUIPMENT 


Mary WATER 


® Tank and Tankless (Instantane- 
ous) Heaters for Steel Boilers 


e External Type Heaters for Cast 


Iron Boilers 
@ Flexible Union Connectors 
twa? A 


@ Economizers and Heat 
LINDY 


Reclaimers 
© Instantaneous Steam Heaters 
TANKLESS 
HEATER 
Write for new catalog. 
LINDY HEATERS ING. 


2370 aaeeeane ~~ STREET, NEW YORK 57, N. Y. 
I~ hone: CYpress 5-4900 hh 







@ Converters 
® Heat Exchangers 














| 
| 





IDEAL MONEY 


Loans on receivables involve no partnerships, no 
interference, and the cost is generally less than a 1% 
discount on purchases. Unlike dividends, they are tax 


deductible. 
Write, phone, or wire for information on the 
Lexington Plan. 


LEXINGTON CORPORATION 


Fuel Financing 
from Maine to Maryland 
M. S. Lurio, Treas. 


10 Milk Street _ Boston, Mass. 


Liberty 2-6878 

















SINCE 1927 


STANDARD AUTOMATIC OIL BURNERS 


Now Equipped with ECONOMY HUB 


It takes 
PERFORMANCE 
to make a 
REPUTATION 
® 


Write for Territory 
open in your 
Locality 


Models from 3% gal. 


rl per hr. 


STANDARD ARCOIL CORP. 
21-23 Broad Street Newark 4, N. J. 


eve: 


Tie FITZGIBBONS BolIiLer’ 


“Most economical in fuel” __.... 


to 20 gal. 




















Sizes from the small 3% 
home to the largest 
structure. 

A.S.M.E. code steel 
adolaktidtia sels me 


lab Zelaektioharceli by 
tested — Hartford 
insurance inspected 
— $.B.1. code rated. 








The man 3 
most likely 
to succeed 





SELLS’ 
ROCKLINED 


Aoualcater 


The Insulated Tankless Water Heater 
GUARANTEED FOR 15 YEARS 






EASIER TO SELL--EASIER TO INSTALL 


HERE ARE THE ADVANTAGES TO YOU--Easy installation, even in 
limited space—welded steel shell eliminates leaky bolts and gaskets... 


no valves to stick or built-in controls to service . . . factory-formed 
insulation slips onto unit... 


15 YEAR FACTORY-WRITTEN GUARANTEE CLINCHES SALES 


YOUR CUSTOMERS ENJOY-- Uninterrupted supply of hot water from 
pure copper coils at the turn of the tap . . . many years of carefree 
service. 

For easier sales and bigger profits, sell AquaHeater—available in 34, 
5 and 8 g.p.m. capacities . . . so trouble-free you simply . . . 


INSTALL IT—FORGET IT! 
See Your Jobber or write direct 


JOSEPH E. LEWIS & COMPANY, INC. 
1309 Carroll Street, Baltimore 30, Maryland 
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No. 4 or No. 


-1.00 to 5.00 GALS./0 TIC OILS TO #3 GRADE 
WODELDA “5.00 to 12.00 GALS,/AR I OY Ooi 00 to 300 GALS,/HR. CAPACITY 


COz 
. +. Economy 12 to 15% rp 
1. Fully Autom Me Clean boilers with perfected combustion 


eaning Nozzle writh peries 

rs oot Labricetiog . Bur Catalytic o1 cot palaion 
lectric Operation a ary 

.. relent itself from ; 10 365% 


6. Burns the chea 


Co. Le RAYVEVETCD COMPANY 2070-18 SO. HALSTED ST. *= CHICAGO Git. 











































DEGREE DAY TABLES 
——ONE MONTH ONLY SEASON TO DATE 
April Percent (Sept. 1 to Apr. 30) Percent 
Normal 1950 | 1951 Change* Normal 1950 1951 Change* 
549 654 514 — 63 Albany 6366 6436 6211 — 2.4 
173. 229 190 + 98 Atlanta 2967 2511 3078 + 3.9 
347 396 295 — 15.0 Baltimore 4410 3826 4060 — 7.9 
aS a = Boston 5605 5266 4853 — 13.4 
(ce 4 302 — 119 Buffalo 6454 6193 6102 — 5.4 
536 670 547 + 2.0 Chicago 5946 5776 5998 + 0.8 
374 434 384 + 2.6 Cincinnati 4861 4094 4693 — 3.4 
558 656 536 — 3.9 Cleveland 5839 5359 5630 — 3.5 
ee hy MM be oe Dallas 2364 2081 2293 — 3.0 
$23. 31S. 50H 13.7 Denver $513 4097 si6s —-< OS 
449 616 587 + 30.7. DesMoines 6191 6371 7043 + 13.7 
19 696 $62 — 12 Detroit 6250 6060 6083 — 2.6 
575 756 564 — 1.9 Grand Rapids 6392 6244 6171 — 3.4 
525 575 441 — 16.0 Hartford 63) 5707-9322. ~~ 8 
643. 75° °923 + 124 Helena 7191 7983 7927 + 10.2 
.s 6% 4 eh Houston 1321. 0h: 1 ee 
414 526 475 + 14.7. Indianapolis 5304 4859 5478 + 3.2 
327 433 439 + 34.2 Kansas City 4865 4695 5064 + 4.1 
2 159 89 134 — 15.7 Los Angeles 1258 1372 1055 — 16.1 
Standard & High Pressure 302 396 «3374 + 23.8 Louisville 4329 3951 4559 4- 5.3 
621 772 660 + 6.2 #£Milwaukee 6615 6675 7107 + 7.4 
§ E p A i" A T 0 R S 580 834 675 + 16.3 Minneapolis 7643 8061 8274 + 82 
32 «55 = 49 + 53.1 NewOrleans 1207 982 1226 + 1.5 
Maintenance and replacements costs 467 494 378 — 19.0 New York 5094 4439 4470 — 12.2 
are 2 important items to oil burner 
purchasers. With Kraiss! separators, 414 559 573 + 38.4 Omaha 5922 6286 6423 + 8.4 
+o can design faster, easier main- 378 463 328 — 13.2 Philadelphia 4605 4200 4281 — 7.0 
enance into your burner—and elimi- ° 
nate filter replacement costs entirely. 448 524 441 — 1.5 Pittsburgh 5257 4720 4990 — 5.0 
Peeeeee a ane: Sebaaier wt yee 668 718 574 — 14.0 Portland, Me. 6753 6919 6407 — 5.1 
urner gives instant, easy access— 
without dismantling. And the cleaning 370 425 259 — 30.0 Portland, Ore. 3973 4293 3712 — 6.5 
ole esi lg a a 543 539 386 — 28.9 Providence 5701 5192 4742 — 168 
nied annealed sedlaahiasak sola. 290 346 327 + 12.7. Roanoke, Va. 4028 3786 4271 + 6.0 
ee ee ee 305 423. «411 +34.7 St. Louis 4514 4217 4920 + 9.0 
ta. 450 446 380 — 15.5 SaltLake City 5335 5053 4819 — 9.6 
Ask for Bulletin A-1214 269 267 373 + 38.6 San Francisco 2317 2474 2212 — 4.5 
If you have any special problems 829 1054 732 — 11.7 Sault Ste. Marie 8416 8676 8173 — 2.9 
—or need more information, please 
write us fully. You will receive 440 473 337 — 23.4 Seattle 4256 4536 3934 — 7.5 
@ prompt and detailed reply. 
534 675 563 + 54 Toledo 5976 5920 6177 + 3.3 
KRAISSLCS: 345 377 283 — 17.9 Washington 4478 3730 4013 — 10.4 
SRN | 5.0 ones eh mormel Note: Above Seure secured fom Monthly Meteorological 
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